











DOMESTIC ENGINEERING 


“A Wonderful Help in 
My Business” | 


—Peter W. Grady, Grand Forks, N. D. 





And, after years of trying to keep a 
catalog file up to date, The Plumbing and 
Heating Catalog will be a wonderful 
help in any contracting business. 





Its 1900 pages of catalog matter on all 
kinds of plumbing and heating equip- 
ment places a most unusual buying guide 
upon the desk, under one cover, one 
index and one system of filing. 


“We Would Not Care to 
Be Without It’’ 


— Pierce & Cox, Boston. 


Nobody would who has ever used it. 
Over 500 different manufacturers and 
their lines are catalogued in this book. 
It's the kind of book that saves time and 
money every day of the year. 


It's a book that has cost hundreds of 
thousands of dollars to develop, to build 
up, and more than one user will tell you 
that it's worth twice its cost: 


“We Refer Frequently to 
Your Catalog” 


—S Walker Stewart, Newburgh, N. Y. 


Everyone who has a copy refers to it 
many times a day for some buying 
information. It saves guess work and 
gives all the information necessary to 
make efficient, economical buying pos- 


sible. 





“A Wonderful Book .... 
Very Useful” ... DOMESTIC ENGINEERING 


—Community Plumbing Service, Venice, Cal. 


That's the consensus of all users of The 
Plumbing and Heating Catalog. 


It's a wonderful book for its compactness, 1900 PRAIRIE AVENUE 
its completeness, its timeliness and its CHICAGO. ILL 
uniqueness. ; 


A complete buying and specifying guide 
that can be kept on the desk and referred 
to instantly. 
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You-re THE BOSS WHEN 
iT COMES TO INSTALLING A 
VOGEL FROST-PROOF CLOSET 
















HE closet you recommend is the one your 
customer will install. 


So why not recommend YQGEL Frost-Proofs, and 


add another satisfied customer to your list. 


Because you know, and we know, that satisfied 
customers mean profits, not only when you install 
a VWQGEL Frost-Proof Closet or Hydrant, but in 


future installations of all kinds. 


Literature imprinted with your name 
and address sent promptly to plumb- 


ers requesting it. 


JOSEPH A. VOGEL 
COMPANY 


Wilmington, Del. 
St. Louis, Mo. 








Vogel Frost-Proof NUMBER ONE VOGEL 
Hydrant FROST-PROOF CLOSET 


Simple in operation. Sturdy in construc- 
tion. Half a million in operation, 


OGEL Frost-Proof Products 
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unable to and in substantially the same propor- 
dettines tion regardless of distance from the 
| boiler — a truly CONTROLLABLE } 
what the ; vacuum system! 
so sacra HYLO Vacuum Variator Control : 

of the weather applied to an Improved Webster 

and the Vacuum System gives the building 

occupants operator a throttle to adjust heat 

delivery by varying steam flow from 

call for — maximum down to less than one-third 

systems of maximum. Where semi-automatic 

shee tack operation is desirable, the HYLO may 

be supplemented by an exclusive Web- 

proper control. ster key room thermostatic contrel. 

Take them out! a 

bop hanen chatipaten then) Improved Type “R” System for resi- 

A, dences and larger buildings gives 

a The steam consumption of heating | advantages of steam with advantages 

J systems as well as the comfort of the | of hot water, but without hot water 

occupants is very definitely related to limitations. Distribution balanced from 

| vu ele} the method of controlling the heating | the start — fully CONTROLLABLE 

ait nee iaiaeiteaiaaans | system. The usual “On-and-Off” by a choice of control means depend- 

Wild method is, by itself, quite inadequate. ing on the needs of the installation. 
. 6 First of all you must have a CON Webster MODERATOR Control— : 
Pitching ¥ TROLLABLE heating system, one in applicable to vacuum or open return ’ 


No 


Control’ 


which the supply of heat can be 
varied at will from nothing at all to 
maximum by minute degrees just as 
you control the speed of your car by 
a slight pressure on the throttle. 


A Heating System and Control 


line Webster Systems (5,000 sq. ft. 
and upward). Provides the ultimate 
in control—a single centrally located 
gradual acting control—automatic Roof 
Thermostat takes care of all factors for 
which automatic regulation is suitable; 


convenient co-ordinated manual con- 


Too high, for Every Need and trol provides amazing flexibility to 
too low. Every Purpose meet unexpected operating conditions; 
Can't deliver | | | supplementary zone control, manual 
Heating requirements vary so widely or automatic, if you want it. The 
what the that no one type of heating system or | MODERATOR System literally puts 
catcher no one control can be expected to pro- your building under “Control-by-the- 
enlie for. vide comfort, econ my and maximum Wishes’ 
investment return for all types and . 
Take him out! sizes of buildings. Realizing this, Complete details of any or all the 
a Warren Webster €¢ Company have above systems and controls on request. 


You've seen 
plenty of 
heating systems 


consistently developed an entire group 
of Webster Systems of Steam Heating 
together with effective central control 
which functions with the smoothness 
of a Christy Mathewson. 


Warren Webster & Company,Camden,N.]. 
Pioneers of the Vacuum System of Steam Heating 
Branches in 60 Principal U. S. Cities 
Darling Bros., Ltd., Montreal, Canada 


al65 





run on F 
the same Learn about these NEW Webster ———> since 8&8 : 
pattern as Systems and Controls =5 


too much heat 

the wild pitcher— 
one minute, 

too little the next— 





IMPROVED Webster Vacuum Sys- 
tem provides distribution balanced 
from the start—the supply of steam 
to each radiator is so equalized that all 
radiators get steam at the same time 





YA 
Dive 


Systems of 





Steam Heating 








This is one of a series of advertisements discussing the subject of heating system control. The purpose of the series is to call attention 
to the need for adequate control and Operation of heating systems, and to the control equipment and operating methods developed 
by Warren Webster & Company. Ask a Webster steam heating specialist to discuss with you this vitally important subject. 
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carried out with the utmost care in design and arrangement 1s found in the photographs. 


N AN article commencing on Page 30 of this issue 

entitled, “Finds Rich Market in Suburban Remodel- 
ing,” you will find the story of how this contractor lets 
his energy and ingenuity work to produce exceptional 
installations. His name is J. F. Kuenzli. He operates 
the Hillcrest Plumbing Co., of Oak Park, IIl., a suburb 
of Chicago. For example, a five thousand dollar re- 
modeling job was started through the installation of a 
kitchen sink. Complete owner satisfaction was indicated 
by payment in full for the work before it was finished. 
This resulted from the contractor’s sincere effort to give 
the owner exactly what he wanted. He even went so far 
as to travel to New York in search of a new and striking 


marble. 





HE AUTOMATIC HEAT section in this 
j p< contains a wealth of material on the 
technical and selling phases of oil burners, 
stokers, gas boilers and burners, and all the 
other things associated with automatic heat- 
ing. The principles of correct stoker installa- 
tion are discussed in one article. “Some Les- 
sons in Handling Salesmen”’ is the title of 
another article. “How the Personal Touch 
Sells Oil Burners is the name of still another 
article. But these are only a few of the many 
splendid articles you will find in the new 
section 


oe Qe ee 


UNIQUE merchandising plan is described in the 

Plumbing and Heating Merchandising section in 
this issue. The methods employed by four contractors 
in “keeping in the public eye” are described. Three of 
the men mentioned, two of whom are from Pennsylvania 
and the other from California, took advantage of the 
fact that moving picture theaters in their respective 
neighborhoods were showing pictures that had some- 
thing to do with plumbing. They got in touch with the 
theater management and received permission to pass out 
souvenirs and circulars to the patrons, telling about 
plumbing. The other cortractor mentioned in this sec- 
tion makes billboards of his trucks. That is, his trucks 


are equipped with replaceable signs that actually sell 


merchandise. 


They are changed each month. 


| Between Ourselves|{ 


tractor who is making a big success of this type of work. Proof that his work 1s 









HE front cover this time shows pictures of a number of high class remodeling jobs done by a progressive, con- 


Your Ldilar 


a. OU are to be congratulated on the new editorial 

service you have instituted in DOMESTIC 
ENGINEERING, under the title of AUTOMATIC HEAT 
and also on the fine way this subject has been treated 
in the first few issues. 


“We believe that this section in AUTOMATIC HEAT 

will immensely increase the interest in DOMESTIC 

ENGINEERING, and will, at the same time, render 

a real service to the heating trade at large.’’—Lyle C. 

Harvey, sales manager, The Bryant Heater & Mfg. Co. 
of the year the 


A tourist trade is at its height and 
it seems that just about as much 
money as ever is being spent by these 
“trail blazers.” In the early days of 
motoring, camps for tourists consisted 





T this season 


chiefly of tents or a few rough huts, 
with no sanitary conveniences. Con- 
sequently, most people avoided these 
camps possible. But 
lately conditions in these places have 
been changing. Plumbing and heat- 
ing equipment have been installed in 
many of them. This market is really 
just opening up and it offers big op- 
portunities for the contractor. R. M. 
Starbuck has some valuable facts to 
offer in an article in this issue. 


as much as 





@ yd in San Francisco, Calif., a huge baseball plant 

has been built that 1s a typical example of how 
modern sanitation can be applied to a stadium designed 
to accommodate tremendous crowds. The San Francisco 
park has a seating capacity of 25,000 and represents an 
outlay of approximately $1,250,000. It isn’t by any 
means the biggest ball park in the country, but it is large 
enough to encounter the same problems in the matter 
of sanitary facilities that are faced by other parks larger 
in size. The fact that the San Francisco park has met 
these problems successfully makes it a good one for 
study purposes. In this issue, S. M. Barr describes in 
detail the installation of the plumbing equipment in this 
plant. The problems encountered in a project of this 
type differ considerably from those met on the ordinary 


job. 


The man who is so busy that he does not have time to read his trade paper is like the 
man who was so busy chopping wood that he did not have time to sharpen his axe. 
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WHEN BUYING 
TANK OUTFITS 


ASK 


your Jobber 


to include 


STOKES 


HARD RUBBER FLOATS 


and OVERFLOW TUBES 
WITH ADJUSTABLE GUIDE ARM 
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made Oy 


Patented Frocess 











A practical plumber knows that there is always a 
certain proportion of his customers who want the 
BEST of everything (and these influence others). 
The presence of a STOKES Hard Rubber FLOAT 
and OVERFLOW TUBE with ADJUSTABLE 
GUIDE ARM in a high grade toilet outfit is 
evidence that the manufacturer or jobber has given 
thought to the public demand. 


STOKES Hard Rubber Products can neither 
rust nor corrode, and may be guaranteed for 
the life of the tank. Hence they are ideal 
for under- water service. The superiority of 
Hard Rubber over other materials gives you 
just that necessary final argument to help you 


close the sale. 


ASK — AND KEEP ON ASKING — FOR STOKES HARD RUBBER FLOATS ! ! ! 


Look for the 





HARD RUBBER IN EVERY CONCEIVABLE 


Mark of Quality 






“RUBBER Co. 
™ = Trenton N.J. 


Canadian Plant: Welland, Ontario 


FORM — MOULDERS OF PLASTICS 
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Jennings 


© Pumps 


For EFFICIENT OPERATION 
of small return line heating systems 


THE NASH ENGINEERING COMPANY, 41 WILSON ROAD, SOUTH NORWALK, CONN. 
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Size U Jennings Vacuum Heating 
Pump with a capacity of 8 g.p.m. 
of water and 5 cu. ft. per min. of 
air for return line vacuum heating 
systems of 5000 sq. ft. equivalent 


direct radiation. 


MALL return line heating systems can be given the 

same efficiency and economy of operation as the heat- 
ing systems in large buildings by installing the Unit 
Manifold type of Jennings Vacuum Heating Pump. 
This sturdy, reliable unit is especially designed to Serve sys- 
tems of 5000 sq. ft. of radiation and under. Automatically 
controlled, it requires little attention. By keeping return 
lines and radiators free of air and condensation, it permits 
the system to function perfectly at all times. Noticeable 
fuel economies result because the boiler, under a constant 
vacuum, generates steam at a lower pressure and at a 
lower temperature. 


For complete information on the Unit Manifold type of 
Jennings Vacuum Heating Pump, write for Bulletin 87. 
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Arco Enclosure Type OK 


Here’s the outfit that helps you 


close radiator sales with enclosures! 


The single sale with extra profit! 


The portfolio shown above contains two rotary dials printed 
in handsome colors. These dials help you to sell your cus- 
tomers Arco Enclosures for their radiators. 


Dial Number One is for buyers of new heating plants. 
As you show it to the home-owner—as you turn the dial 
—handsome Arco Enclosures come into view. The home- 
owner sees the color schemes, the decorative arrangements, 
the possibilities for adding to the beauty of each room— 
by installing Arco Radiators equipped with these enclosures. 


Dial Number Two features a special enclosure—Type OK 
for use with radiators already installed. It shows not 
only enclosures installed in living room and hall, with 
many different color schemes, but it shows how greatly a 


new Ideal boiler can improve any basement. 


These two dials are the backbone for your enclosure ‘‘sell]- 
ing talks.” Mail coupon for complete sales presentation. 


Close every radiator sale with an Arco Enclosure! 


paren an Rediato r Co.. 


AMERICAN RADIATOR COMPANY. ["*"*"S""S 0 








Division of 


| 
40 WEST 40th STREET, NEW YORK CITY | 
| 
| 
2 


AMERICAN RADIATOR & STANDARD SANITARY CORPORATION | | 

















Please send me complete sales presentation 

for Arco Radiators and Arco Enclosures. 
Name snaumieemneneeenee a 
street... ———e 
Oe — 
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Are Your Prospects 
ELEPHANTS 


For Caution ? 


ee a di 
~ ea 
-_ ae 
— ~_ a 
Se 


— il 


N elephant won't cross a bridge, 
| until he has satisfied himself of 
its strength. His sixth sense is com- 
mon sense. Which no small propor- 
The Burnham's long fire tion of your prospects have also, in 
travel makes its short coal liberal measure. 
bill. And we can prove Burnham fuel thrift features ap- 

< Wink hor cols? peal to common sense. Long fire 
travel alone often turns the trick, 
where other arguments have fallen 
flat. 

To be sure, there ts a lot more to 
Burnham Boilers than long fire 
travel. But first lay hold of that. 
lt's a sure fire selling point, with 
nine out of ten Common sense pros- 
pects. 

Which is also why we are anxious 
to send you ALL the Burnham facts, 
our catalog and prices. Write for 
them. 
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A Solder Film, the 
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Thicknessof.aHatr, — 


Makes a Joint That ts Stronger Than the Pipe Itself 


: Mueller STREAMLINE Hard ‘Copper Pipe fits so snugly 
| into a Mueller STREAMLINE fitting that there is barely 


room for a human hair between them. 


Into this small 
space solder is drawn, by the phenomenon of capillary 


attraction, until it spreads quickly and evenly over the 


; entire surface between the pipe and fitting. 


So thin is 


| this layer of solder that it alloys itself with the copper of 


| the pipe and the bronze of the fitting. It makes a joint 


that is positively leak proof. 


rete Segre 






Expansion will not work it 
The Mueller patented 
joint is stronger than the pipe itself. 


loose, nor will vibration affect it. 


A hack-saw, sand cloth, blow torch, STREAMLINE 
solder paste and STREAMLINE solder wire are all that 


are necessary for making this patented joint. The expen- 
sive dies, wrenches and cutters which used to be a part 
of every journeyman’s kit, are no longer needed. 


Mueller is making it possible for the journeyman to be 
again the craftsman of a soldered joint. The back-breaking 
job of threading steel or iron pipe has given way to the 
skill of the true artisan. A STREAMLINE installation 
is fully worthy of the high traditions of the trade. 


Mueller STREAMLINE fittings are supplied in full range 


and in sizes of 14” to 8”, inclusive. 


lf you are not thoroughly familiar with this patented joint, 
consult your jobber or write for our catalog. 


Canadian Office —Mueller Brass Co. of Canada, Limited, Toronto, Ontario 


_  — 











Patent 1,770,852 






Patent 1,770,852 
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nly five calls 
a day will step 
your business 


U Dp « « « « 


Oxi Sherwood's tip on remodeling! Order 


a few Sherwood Ball Cocks from your jobber. 
Go out with them and ask your customers and 
prospects it they re having trouble with NOIsy, 
leaky ball cocks. 


You'll find dozens who are and who want the 
quiet, leak-proof, inexpensive operation of Sherwood Ball Cocks. 


Only five calls a day will step your business up. You ll sell not only ball 
cocks but pottery, toilet seats, radiator valves and other things as Well. 


But use Sherwood as the wedge. It pays an attractive profit and it will 
appeal to your customers for the comfort it gives and the water it saves. 


Take Sherwood's tip. Order from your jobber today! 
“The Difference Between An Old House and A New One Is Plumbing’”’ 


SHERWOOD BRASS WORKS 


Jefferson and Mt. Elliott Aves., Detroit, Mich. 


REPRESENTATIVES 


J. A. Riordan Co., (Inc.), 1600 E. 7th St., Los Angeles—-303 Colman Bldg., Seattle 
Ihompson, 2401 Chestnut St., Philadelphia Fred G. Holman, 831 Edgewood Ave., Trenton, N. J 
Fred S. Wilsey, Plymouth Bld3., Minneapolis Geo. W. Smith Co., 348 W. Penn Pl., Pittsburgh 


SPenvoon Ps 
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Grease 


There are innumerable 
nterception Jobs 








€ ”) in action 





ee The Josam-Marsh Grease Interceptor 





... and they are right in your town or 
cityamong thevery people forwhom you 
have done work. They are not big jobs, 
but if properly handled there is a good 
profit in every one... A new device, the 
Josam-Marsh Grease Interceptor, opens 
up these undeveloped possibilities. 


Outstanding plumbing contractors in 
certain cities are going after these con- 
tracts. Fifty-four contracts in a western 
city. Over a hundred installations within 
the last year in another city of 400,000, 
and the possibilities have hardly been 
scratched, even in these centers. This is 
good business for it invariably leads to 
additional work. And adequate grease 
interception achieved by the use of the 
Josam-Marsh Grease Interceptor, is 
something definite to sell—even where 
other methods are being used. 


It’s the method by which the Josam- 
Marsh Grease Interceptor does the work 
that counts. You can sell jobs on these 
four points: 

No water jacket is used to solidify the grease. 


Regardless of waste water temperature, Josam- 

Marsh Grease Interceptors, when properly in- 

stalled, remove ninety-eight per cent of the 

grease. 

Josam~- Marsh Interceptors have no moving 

2 
We will welcome inquiries regarding the use and in- 
stallation of the Josam Products listed below: Josam 
Drains for Floors, Roofs, Showers, Urinals, Garages 
and Hospitals; New Josam Non-Clog Triple Drain- 
age Drains, Josam Swimming Pool Equipment; Josam- 
Marsh Grease, Plaster, Dental and Surgical, Sediment 
and Hair Interceptors; Josam-Marsh Shock Absorbers 
for pipe lines; Josam Open Seat Swing Check Valves; 
Josam Open Seat Backwater Sewer Valves; Josam Ad- 
justable Closet Outlet Connections and Bends, 
Water and Gas - Tight. 


THERE ARE NO SUBSTITUTES 
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waiting for you 












GREASE 
INTERCEPTOR 


a) Inlet; (‘b) V-Baffle; (c) Flat 
Baffle; ‘d) Converging Bottom 
Ribs; ‘e) Converging Side Wall 
Ribs; ‘f) Outlet; ‘g) Channel to 
Outlet; ‘h Outlet Pipe Con- 
nection; (i) Vent Connection 
and Cleanout; (j) Seal Wall 
Separating Outlet and Body of 


Interceptor 


Ovtside view of the 
Josam-Marsh Grease 
Interceptor showing 
its neat and compact 
oppecrance 





Inside view of the Josam- Marsh 
Grease interceptor with the 
component parts identified 















FOR 


parts——nothing to wear out. They are easily 
installed. 


Retains only clean, salable grease. Evacuates 
all solids. 


The results the Josam-Marsh Grease In- 
terceptor accomplishes are sought for by 
hotels, restaurants, laundries, creameries, 
garages, gasoline stations and many in- 
dustrial establishments. Josam-Marsh 
Grease Interceptors are made in sizes to 
fit any grease intercepting requirement 
from an apartment house sink to the 
largest hotel kitchen unit. Architects and 
engineers specify them. Plumbing in- 
spectors approve them. 


The Josam representative in your terri- 
tory is prepared to help you sell grease 
interception jobs. Write for details of our 
proposition and special literature, also 
Catalogue “G” and New Products Sup- 
plements. 


JOSAM MANUFACTURING CO. 
4904 Euclid Bldg. Cleveland 
FACTORY: Michigan City, Indiana 
Branches in all Principal Cities 


Manufactured and sold in Canada by Empire Brass Mfg 
Co., ltd., London, Ont. Branches throughout the Dominion 





STANDARD 
OF AMERICA 





JOSAM PRODUCTS ARE SOLD BY ALL PLUMB- 
ING AND HEATING SUPPLY WHOLESALERS 


JOSAM PRODUCTS 
























Marsh recognizes no com- 
promise between the ideal and the 
practical in heating equipment and 
heating systems. 

It is our belief—borne out by a 
long period of steady progress— 
that able engineering backed by 
the most modern precision machin- 
ery and absolute freedom in the 


selection of materials, can produce 
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ij MARSH HEATING SYSTEMS 





JAS. P. MARSH & co. 





@ The Hollmork of HOME OFFICE: 
Modern Efficiency 2079 Southport Avenue, CHICAGO, ILL. 
551 Fifth Ave., New York City + Bendix Bldg..los Angeles ~- 2539 Pennsylvania Ave. N. W., Washington, D. C. 


Sales Offices in principal cities 


In Canada: The Jas. Morrison Brass Mfg. Co., Ltd. 


1190 University St., Montreo! 93-97 Adelaide St. West, Toronto, 2 251 Montrose St., Winnipeg 
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heating systems so nearly flawless 
that they approach perfection. We 
confidently submit today’s Marsh 
Systems as proof. 

Wherever you may be located, 
whatever your heating problems may 
be, the Marsh engineering service 
is at your command—able and 
willing to advise you in the simplest 


or most complex installation. 
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DON’T Gok. 


TIE THESE HANDS 





With Poor Supplies / 
/ 


Your operator can weld with fence 
wire but you would find your 
profits being burned up in the 


flames of rewelded jobs. 


He may be an expert welder and 
know metals. You can equip him 
with the purest gases and the fin- 
est apparatus money can buy but 
profits vanish—turn to losses— 
if his supplies are of inferior 


quality. 


Shop and field tested rods and 
fluxes—approved by Metallurgists 





and Chemists, non-blooming 





Visit the Airco Ex- 
hibit, National 
Metals Exposition, 
Sept. 21 to 26, Com- 
monwealth Pier, 
Boston. . 


AIR REDUCTION SALES 
COMPANY 


Lincoln Bldg., East 42nd St., New York 


tested hose and every other weld- 
ing accessory designed to help you 
make and save money are described 
in the new Airco Welding Supplies 
Price List. Send for a copy. It’s 


free. 


Airco Oxygen—Airco Acetylene—Airco-Davis-Bournonville 
Welding & Cutting Apparatus—Supplies—National Carbide 











Airco Offices 


Baltimore Buffalo Cleveland Kansas City Minneapolis Pittsburgh Seattle Represented in Texas 
Bettendorf,Ia. Charlotte Dayton Los Angeles New Orleans Portland, Ore. ry pm a La. by Magnolia Airco Gas 
Disustecthons Chice 3 “ie St. Louis Products Co., Houston, 

K -hicago Detroit Louisville Oklahoma City Richmond Wheeling Beaumont. E/ Paso. San 


Boston Cincinnati Jersey City Milwaukee Philadelphia San Francisco Wichita, Kan. Antonio & Ft. Worth. 











DOMESTIC 


ENGINEERING 





August 22, 1931 


“Lhere’s a 
Revere Pipe 


or every plumbing need! 





. 


> 
U ater corrosiveness, the character 


of soil and building, and other factors that affect piping...all these 
varv so much according to local conditions that one pipe cannot 


tne same success, 


meet al plumbing 1eecds With 
For this reason Revere manufactures four distinct kinds of pipe: 
, , , , ‘ . har _ . | } } . : ' a 
PR pipe...a 99-9°, pure copper pipe, avaliabDie In two tem- 

pers... No. 1 Soft for concealed plumbing in replacement work 


: 


i . 2 Hard tor new and exposed work. 


and service connections. N: 


REVERE YELLOW BRASS PIPE... suitable for normally corrosive 
water, under all ordinary installation conditions. 

REVERE RED BRASS PIPE...an 85-15 mixture for highly corro- 
sive water; in cases of heavy chlorination, high sulphur or carbon 


dioxide content; and where piping comes In contact with concrete 


, 
or soil, 





Here are the four kinds 
of Revere Pipe. Each 1s 
marked, for identification, 
at regular short intervals 
throughout its length. 


REVERE COPPER PIPE...S.P.8. A rigid copper pipe. To be dis- 
tinguished from P R Pipe (Paul Revere Pipe) which is not S.P.S. 
but is used with compression fittings. 

Each Revere Pipe represents the highest-quality in its classifi- 
cation. Each is correctly manufactured. ..each is heat-treated in 
electric ovens to assure uniformity of temper throughout the pipe. 
Bac h represents enduring economy... full protection of the plumb- 
ing investment. 

The plumbing contractor who uses Revere Pipes has the ad- 
vantage of the right pipe for every plumbing job. He has the ad- 
vantage of lower inventory and shop overhead because Revere 
service can make immediate shipment of all requirements. 

For further information address Revere Copper and Brass 
Incorporated, 230 Park Ave., N.Y.C. 








as Divisson, Chicago, Li: 














re Diwitston, Baltimore, Md. 


Taunton-New Bedford Diwiston, Taunton, Mass. 


Copper and Brass 


INCORPORATED 


Higgins Division, Detroit, Mich. 
Rome Division, Rome, N. Y. 


Michigan Division, Detroit, Mich. 


Executive Orrices: NEW YORK CITY 


Generat Orrices: Rome, N. Y. 
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an ee 
SHAMPOO FIXTURES 
to BARBER SHOPS 














chy way of 


paraphrasing the popular 
slogan, we might remind 
you that very often, the 
difference between a success- 
ful barber shop or beauty 
parlor and one that is not 
successful is the plumbing 
brass goods and shampoo 
equipment. 








No. 978 











‘Ge hex <a a 


; 


a 
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These American Shampoo Fixtures are 


? 
ts 


designed to meet the needs of barber 
shops and beauty parlors and to sim- 
plify your work and make it more satis- 





factory. 














omens a REE HOS MMR RADI cme 


AMERICAN SANITARY MFG. COMPANY 
ABINGDON « « « » » » ILLINOIS 
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CORROSION 
PUTS “PIPE PRESCRIPTION” 
ON THE MAP! 











* * * 


THIS is straight talk. 

The reason we advocate “‘pipe prescripition”’ is because we know no single piping material 
will solve all pipe problems. And wrought-iron, with all its records of performance, does not 
require false or questionable claims to sell it. These performance records have been made in 


places where wrought-iron was properly specified. When it is improperly used, wrought-iron 


loses its prestige for satisfactory service. This is, of course, true of other piping materials. 








BYERS == PIPE | 
WROUGHT-IRON 


It’s a long way from Portland, Maine, to Portland, Oregon. And there’s a lot of difference 





in the corrosive action of water in these two places. This difference is the real reason for “‘pipe 
prescription”’! 

Strangely enough, different buildings in the same city require different ‘‘pipe prescrip- 
tions’’ because of difference in services. Both experience and expert counsel are needed in the 
formulation of a “‘pipe prescription,’’ and while we are prepared to tell you the proper places 
for wrought-iron in your locality, one of the cardinal reasons for the success of this company 
is its adherence to the principle . . . the right pipe for the right place! May we serve you? 


A. M. Byers Company, Pittsburgh, Pa. Established 1864. 


AN INVESTMENT— NOT AN OUTLAY 
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The FLUSH FRONT 


saves Space 


the WATER JACKETING 


saves heat 
NATIONAL PREMIER STEEL BOILERS 


Three OB432 National Premier Steel Boilers. 
Installed in City Bathbouse, Cleveland, Obio. 
Jobn C. Boehm Company, Contractors. 
Herman Kregelins, Architect. 





This trim and compact installation shows the practical advantages 
afforded by the Water Jacketed Flush Front of the National 
Premier Steel Boiler. Elimination of the customary projecting 
sheet-metal box reduces installation cost because the stoker can 
be set close to the boiler—no extension to the stoker is necessar 
The flue and firing doors are readily accessible because of amp le 
space between boiler front and stoker hopper. The water echedinn 
reduces heat loss. 





This is only one of three exclusive features that bring efficiencies 
and economies that start with the installation of the boiler, and 
continue throughout its life. May we send you a catalog, giving 
complete details? ) 


NATIONAL RADIATOR CORPORATION 


rocTors 


JOHNSTOWN, PA. 


NATIONAL BONDED CAST IRON BOILERS... NATIONAL BONDED GAS BOILERS... NATIONAL PREMIFR STE! 
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WOLVERINE 
DEPENDABLE 
CONCEALED 
ett URES. 


Two sides of a concealed fixture are to be con- 
sidered when making that type of installation . . 
The concealed side must be infallible... the 
exposed side must be attractive as well as 
infallible .. That is why the customers of Master 
Plumbers who install Wolverine Dependable 
Concealed Fixtures are so well satisfied . . The 
simple dignified beauty of the side of the fix- 
ture that is seen...is always admired... The 
concealed part... the customers do not think 
about... They don't have to because all the 
integrity of the Wolverine Brass Works is built 
into it... All Wolverine Dependable Concealed 
Fixtures are installed and tested under actual 
working conditions before packing .. They are 
furnished and boxed complete (except Shower 
Supply Tube) with all parts and full specifica- 
tions for roughing-in . . . The simplicity of 
installation of Wolverine Seecialiie Con- 
cealed Fixtures is a real labor saver to every 
Master Plumber . ... The fixture illustrated is 
7010S with solid brass cross handles and brass 
flanges in glistening WB Chrome........ 


WOLVERINE BRASS WORKS . 


Grand Rapids, Michigan 





We sell the Retail Plumbing Trade 








W OLVER 
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Jobbing Distributors with local 
stocks in most jobbing centers— 
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WEIL-McLAIN COMPANY 


General Offices: Chicago. Boiler Plant and Offices: Mich- 
igan City, Indiana. Radiator Plant and Offices: Erie, 
Pennsylvania. Canadian Representatives: James Robertson 
Co., Ltd., Montreal, St. John, Toronto, Winnipeg. 


‘4 
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FIGHT FUEL WASTE AND DELIVER MORE HEAT 


Use 


convenience features 


like this to 
protect the profit 
in your bids 


VEN to the smaller details, Weil- 

McLain design gives you valu- 
able selling advantages! Take the 
step-saving convenience of the front 
control choke damper on Weil- 
McLain Jacketed Boilers. Combined 
with their many fuel-saving features, 
such operating conveniences form 
a powerful buying reason which 
helps you close heating jobs with 
a profit. 

There are equally effective sell- 
ing features and scientific principles 
of design in the complete line of 
Weil-McLain Boilers, including 
Round, Jacketed, Square, Self-feed, 
and Smokeless Boilers. Also Weil- 


McLain “Cameo” Radiators. 


SHARPEN THE 
EDGE ON YOUR 
SALES TALK 
In yournext bid, stress 
the strong selling fea- 
tures of Weil-McLain 
Boilers. They will 
help you win. 
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BALANCE | 


Caretul design makes balance as naturally a part 
of Smith & Wesson Flush Valves as it is to the 
gifted Seal. 





This balance results in smoothness, eHiciency, the 
elimination of lost motion and dependability of 
action. 

From design through manufacture to finished 
valve, Smith & Wesson Flush Valves 
are balanced in quality. That is why 

Ss they give almost startling service 


If you ask your jobber for them by 
name, he will supply your needs 


SMITH & WESSON 


FLUSH VALVE DIVISION 
SPRINGFIELD MASS. 


H«"WESSON 
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WORLD'S 





tallest buildings 


— the same 






insulation 

Johns-Manville 
offers you 

for home use 





Empire 
State 
Building 


Bank of Manhattan Building The Chrysler Building 





HE fact that Johns-Manville Insulation | 

was used throughout on the steam and 
hot water lines of the world’s three tallest 
buildings should be of interest to every heat- 
ing and plumbing contractor. 


In using these same insulating materials 
on the domestic insulating jobs you handle 
every day, you can be certain that you are 
giving your customers the finest insulation 
obtainable anywhere. 


Seventy years’ research and development 
go into Johns-Manville Low Pressure Insu- 


Johns-Manville Insulation—Asbestocel and 
lation. It is designed to save money for you 850% Magnesia—for all their work. 


and the user . . . it will reduce your labor 
costs... it will enable you always to do a job 
you can be proud of. 


Your nearest plumbing supply house will 
hll your needs and show you how to use these 


nationally known, nationally advertised ma- 
Thousands of plumbers and contractors terials to best advantage. For further details 


have learned the economy of figuring on oy Jiterature, write Johns-Manville, 292 


Madison Avenue, New York City. 


low pressure msulations 
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Chairman of the Board 
Seripps-Howard Newspapers 


@ “The twenty-five Scripps-Howard news- 
papers are members of the Audit Bureau of 
Circulations because of their high regard for 
the Bureau’s integrity and efficiency. The 
A. B. C. has provided the advertiser and his 
agent with the yardstick for intelligent buying 
of advertising space. The almost all inclusive 
membership in the Bureau is a tribute to the 
high standards of honesty prevailing in the 
publishing business.” 


— 


Publisher 
The New York Times 


@ “The ABC of circulation is good—essential 
—as far as it goes; but there are twenty-three 
more letters in the alphabet of advertising, and 
knowledge of their application is also essential 
for the intelligent use of A. B. C. reports. ‘All 
is not gold that glisteneth.” A printing press 
and a sheet of paper are not all that is necessary 
to make a newspaper, nor is the number of cir- 
culated copies the only information necessary 


to measure the value of newspaper space.” 


S one of the leaders in American 
journalism puts it, ““—nor is the 
number of circulated copies the only 
information necessary to measure the 
value of newspaper space.” 

An A. B. C. report is full of other 
information quite as important to the 
advertiser as the number of copies of 
the publication distributed. Men 
whose business it is to buy space 
should read every page of an A. B. C. 
report, for therein they will find an- 
swers to every question an advertiser 
wants answered. Only thus can 








they judge whether or not the pub- 
lication will meet the requirements 
demanded. 


Advertisers, publishers and agen- 
cies are working to give the advertiser 
—for whom the service is planned— 
this only complete, accurate knowl- 
edge about a publication’s circulation. 
The maintenance of the organization 
which makes these facts available is 
vital toevery advertiser. Tohelp sup- 
port it costs each an insignificant 
sum as compared with what it saves 
each advertiser yearly. 


An advertisement by the 
AUDIT 


BUREAU 0 F 


Executive Offices ++ + Chicago 
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Those publishers who have given 
freely verified circulation information 
should be encouraged to continue this 
most valuable contribution to adver- 
tising. 


The advertisers in the United States 
and Canada, having profited by this 
action on the part of publishers, should 
give their support to the A. B. C. by 
becoming members and taking an 
active interest in its work. 


Complete information regarding 
membership may be had upon request. 


CIRCULATION S 
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MEMBER OF 


LEAD PIPE 


NATIONAL LEAD COMPANY 


New York, Baltimore, Buffalo, Chicago, Cincinnati, 
Cleveland, St. Louis; National-Boston Lead Co.. 
Boston; Georgia Lead Co., Atlanta; Gibson & Price 
Co., Cleveland; National Lead & Oil Co., of Penna., 
Pittsburgh; John T. Lewis & Bros. Co., Phila. 


ENGINEERING 








The Dutch Boy trade-mark on solder is also a guarantee of uniformity and 
dependability. Since every bar, every ingot is numbered to denote grade and 
composition, you can be sure of getting the same kind every time you buy. There 
is a grade of Dutch Boy for every soldering purpose...including wiping. 











QUALITY LEAD PIPE 
IS KNOWN BY THE 
MARKING IT BEARS 





DUTCH BoY STAMPED MEANS QUALITY 


OU ARE in the habit of identifying other 
Widen by the trade-marks they carry — 
why not select lead pipe the same way? 

Every few inches on National Lead pipe you 
will find the familiar Dutch Boy trade-mark and 
the name of the National Lead Co. 

These markings are placed on lead pipe for 
your protection—so that you may be sure you 
are getting lead pipe of high quality —of proper 
wall thickness—of correct weight per foot. 

Therefore—in buying lead pipe as in buying 
other commodities—let the trade-mark be your 


guide. Look for the Dutch Boy. 
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MODERN HEATING 
MAKES 
MODERN HOMES 



































the 


Charts 


po = - og 25 ins. long by 4 ins. high, orange A. 


Remodeling Send stamps, money order or check for the Remodeling 


These are the Posters 


Yes, sir, these are the posters on plumbing and 
heating that you re seeing in contractors’ windows, 
show rooms, on their trucks and automobiles, on 
letterheads, envelopes, billheads and in newspaper 
advertising all over the country. 


More than 18,000 of these posters have been 
distributed to contractors, jobbers and manufac- 
turers. They are printed on an attractive window 


lf your supply is running low, order more now. Guide to 
Keep them looking fresh and new all the time: 


amounts given below: Sales 


100 posters (50 plumbing and 50 heating) $1.00 
50 posters (25 plumbing and 25 heating)  .50 
20 posters (10 plumbing and 10 heating)  .20 
10 posters (5 plumbing and 5 heating) . .10 


Join this drive for remodeling business. Get these 
posters. Put them up. Use them. Order them today! 


DOMESTIC ENGINEERING 


1900 PRAIRIE AVENUE CHICAGO, ILLINOIS 











THE DIFFERENCE BETWEEN AN 
OLD HOUSE AND A NEW ONE 
IS PLUMBING! 
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YES, Fairbanks-Morse build 


a complete line of water systems 


...and sales prove it's a profit line for dealers 























$ The widely advertised F-M 50 
price leader. Compact and 
Retail Price | completely enclosedin blue- | Retail Price 
210 g.p.h. | ‘acquered container. 210 | 420 g.p-h. 
CashF.O.B.]| and 420 gallons per hour |Cashk.O.B. 
Factory | capacities. New low prices!] Factory 


NGINE and motor driven water 
systems for every home and farm 








need . . . Built complete (including 
engines and motors) by a single respon 


» » » 


sible manufacturer . . . Guaranteed by Men who handle the F-M line are mak- 


Fairbanks-Morse, a name that’s known ing money. They have at their com- 
and accepted without question by mand all of the elements necessary for 


equipment users . . . Priced right— profitable business in volume. You will 





reflecting the economies of F-M vol- be interested in the terms of the 


ume production . .. Briefly, that is the story of Fairbanks-Meorse franchise. If there is not an active 
Fairbanks-Morse Water Systems—a story that is F airbanks-Morse dealer in your town, send for com- 
being written in profits by thousands of aggres- plete information. Address Dept. 1-8, 9005. Wabash 
sive dealers. Avenue, Chicago, III. 





FAIRBANKS, MORSE & CO. 


MANUFAC it Gp AGO, U. 







































New “Z” Engine-Driven Self- 
Oiling Typhoon Water System 
com plete with pressure tank and 
piping. Sizes 600 and 1000 gallons 
per hour. Also furnished as elec- 
trically operated outfit. 
















> » » 

















New Electric, Self-Oiling Type 
“B"’ Deep Well Water System 
complete with pressure tank and 
piping. With any of a variety of 
tanks. Capacities up to 
1160 gallons per hour. 
Also built as “Z"’ engine- 


“OE driven outfit. 
























Direct-Connected, Electric 
Deep Well Home Water 
System for uss where water 
must be lifted more than 22 
feet. Madein 5 sizes tocover 
any volume requirements 
Operates automatically. 


F-M Automatic, Electric Shal- 
low Well Water System with 
either 35 or 70 gallon pressure 
tank. Sizes 210 and 420 gallons 
per hour. Equipped with auto- 
matic air regulator. Low priced. 
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NO ONE CAN DENY — 
THE STARTLING FACTS IN THESE LETTERS 


The letters shown above received by us in the ‘*TOLEDO’”’ Good-Tool 
Contest, which closed July 15th, prove that pipe tool users are rapidly 
coming to realize the importance of maintaining pipe tool equipment in 
efficient operating condition. Here’s what a few of the 45 prize winners 
say on this subject. | 


Ed. B. Hudson Co., Inc., San Antonio, Texas, winner of the first prize, says, ‘‘Recently we purchased new ‘TOLEDO’ 
equipment. The saving has already almost paid for the new equipment. Future competitive bidding will not be so hard 
for us. Our new equipment has convinced us the soundness of using new equipment and disposing of worn-out tools.’ 


The yoy ‘Cees Co., Middletown, Ohio, says, ‘$35.00 to $50.00 could be saved on each job through the use of a 
‘TOLEDO’ No. 


oO. J. Samael Fert Worth, Texas, states, ‘‘I used a No. 999 and a saving of $192.50 on labor was made. A good modern 
cutting and threading tool is the basis of economy.’ 


J. T. Brown, Portsmouth, Va., says, ‘‘The best tools are cheapest and by making timely purchases I can keep my 
working force at a minimum, saving on pay roll sufficient to pay for the tools. It is therefore good economy.’ 


Ralph H. Ferris, St. Marys, Ohio—‘**‘When lurnber is grstine good prices for his work and unable to make headway, 
look at his tools. If he is not ‘TOLEDO’ canines , he shoul do so at once. His success may depend on this.’’ 


George Childs, Middleport, Ohio—‘'We can save from 15% to 20% by using clean, sharp dies.”’ 


A. W. Jones, Dayton, Ohio—‘“‘Every “oe 4 and job of any size should havea ‘TOLEDO’ pipe machine. It is taditepenechie 
to every progressive plumber or fitter. Work may be accomplished in half the time.’ 


Ralph E. Lewis, Cortland, N. Y.—‘*‘Two jobs have saved the price of the No. 999, and there were no leaks that required 
a man’s time to repair.”’ 


NO FINER OR MORE EFFICIENT PIPE TOOLS ARE MADE TODAY THAN — 


“TOmEDS' 


THE TOLEDO PIPE THREADING MACHINE CO. - TOLEDO, OHIO 


NEW YORK OFFICE AND DISPLAY ROOM-—72 LAFAYETTE ST. 
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Our Industry 


Competition, once put on the pedestal as the life of trade 
is now regarded by many as the enemy which is killing their 
business. 


Take this comparatively new question of competing with 
the mail order houses. One man proves to his satisfaction 
that mail order business is increasing tremendously and 
undermining the independent plumbing and heating dealer. 
Some one else has become convinced that this competition is 
magnified in conversation and is really a small factor. 


In between is the man who has studied this new com- 
petition, has found that its strength is based on price while 
its weaknesses are just those things which make the inde- 
pendent plumbing and heating dealer strong. Expert installa- 
tion, quick service, assurance of damages during installation 
being paid for by the dealer, guarantee of operating satisfac- 
tion—all of these can be made to outweigh the price argument. 


It is a good thing for the plumbing and heating dealer 
to recall that he has strong sales weapons which were not held 
by the retailer in many other lines. Studying and talking 
about his own strength will accomplish more than worrying 
over the strength of his mail order competitor. 
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The plumbing contractor took 


the general contract for pro- 


ducing a completely remod- 
eled bathroom and sublet as 
a general contractor everything 
except the plumbing and heat- 
ing. He retained full supervi- 
sion of all of the trades engaged 
and he was the only one who 
came in contact with the owner 
in regards to details of design. 
Inshort, he acted as architect 


and contractor combined 


ILI. of us get a chance to bid on 

most of the remodeling jobs 

that are contemplated in this 
section but it seems that the majority of 
the competition I encounter comes from 
contractors who are not much interested 
in doing remodeling work and they do not 
exhibit a great amount of energy in at- 
tempting to obtain it.” J. F. Kuenzli, 
manager of the Hillcrest Plumbing Co. 
of Oak Park, Illinois, a suburb of Chi- 
cago, has exhibited the energy that has 
been lacking 1n his competitors and he has 
obtained some of the finest remodeling 
jobs that have been installed anywhere 


in residences. 
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that 


closet and flush valve combination with the chair sent was set at an analtie 


erder to conserve space. 


2—The spout 


30 


and handles shown at the left serve the tub. These are 
piated and of special design 


The agrillex for the radiator are seen at the left 


gold 











Suburban Remodeling 








Vig. 3—Above. Note the detail in this pleture, every item of which was carefully 
worked out through the plumbing contractor. Even the joints in the marble were 
concealed and the towel bar was made to match the fittings 


rig. 4—In the circle is shown one of the caps, the proportions for which were 
worked out in correct relation with other details in the room 


3] 








A five thousand dollar re- 
modeling job was started 
through the installation of a 
kitchen sink. Complete owner 
satisfaction was indicated by 
payment in full for the work 
before it was finished. This 
resulted from the contractors 
sincere eHort to give the own- 
er exactly what he wanted. 
He even went so far as to 
travel to New York in search 


for a new and striking marble 


The start of one of his jobs came 
through learning that the owner wanted 
a kitchen sink. The end saw the installa- 
tion of a complete new bathroom which 
represented an owner investment of more 
than five thousand dollars. High points 
throughout the job came in the form of a 
trip’to New York in a search for the exact 
marble desired; communications with 
Paris for special gold plated handles and 
escutcheons; several days’ study and re- 
search at the Chicago Art Institute and 
Public Library and payment in full for 
the work before it was completed. 

On another job, the owner expressed 
doubt as to whether or not it would be 














Fig. 5—A light was installed in the shower stall and the wall be- 
tween the shower and the bathroom was made up of one thickness of 
As a result, when the light is turned on in the shower, 
and when the main part of the bathroom is darkened, light shines 


marble. 
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through the marble with a very pleasing effect 


possible to reproduce faithfully in minute 
detail a very attractive bathroom set-up 
which had been developed by an artist, in 
He set about to prove that it 
could be done and did it. 


water colors. 


But, these are merely some of the high- 
lights of Mr. Kuenzli’s work. In the fol- 
lowing we will take up one of his jobs in 
detail and tell how he lets his energy and in- 
genuity work to produce exceptional instal- 
lations. 

Practice of long standing has brought 
about a condition where the plumbing con- 
tractor 1s just one of the subs in most build- 
ing construction where more than one trade 
is engaged. The general contractor, as the 
names implies, has been established as the 


= 
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one directly responsible to the owner or architect 
for the successful prosecution of the entire work 
and the co-ordination of the efforts of the several 
trades. While, on the surface of the matter, this 
appears to be a logical arrangement, many in- 
stances may be cited when it has not resulted to 
the satisfaction of all concerned. Accordingly, 
Mr. Kuenzli sees no reason for submitting his 
remodeling jobs to the direction and supervision 
of a general contractor when his work comprises 
the major part of the entire project and the out- 
come of it is that he has upset all precedents and 
assumes the responsibilities of the general contract 
himself. In some instances, he has sublet all of 
the subcontracts except the plumbing and heating, 
to a general contractor, retaining the general 
supervision, of course, in his own hands. In other 
instuaces, he has engaged sub-contractors such as 
tile setters and painters, and then has acted in 
the capacity of the general contractor. He pro- 
ceeds on the sound basis that where a bathroom 
remodeling job is to be carried on, his work in 
cost, volume importance and owner satisfaction 
far outweighs that of the other contractors. Fur- 
thermore, all of the other contracts center about 
the plumbing and must be co-ordinated in respect 
to his progress. Add to this the fact that he sells 
the owner on a completed bathroom effect and 
not merely on the installation of individual plumb- 
ing fixtures, and you can see readily why it is 
imperative that he operate in this way. Also, 
he makes a_practice of developing a job with the 
owner as it progresses. This would be impossible 
if he did not come in contact with the owner 
directly. For instance, just recently he completed 
a job, the original contract for which was thirty- 
nine hundred dollars. The final amount paid by 
the owner was eleven thousand dollars. Naturally, 
there are some jobs where he must act as a sub- 
contractor because the owner already may have en- 
gaged the services of an architect or general con- 
tractor or may have a preference in that regard. 


The installation which probably is most out- 
standing of all of his recent work was completed 
several weeks ago. It is located in Oak Park, a 
few blocks away from his office and show-room. 
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é—These are some of the details worked out by the plumbing con- 


Note how tke joints were concealed 
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Altogether, the planning and the actual work took 
about six months to complete. The preliminary 
work of designing the entire installation includ- 
ing color, tilework, cabinet work and plumbing, 
required most of this time. The actual execution 
of the work after everything was decided upon, 
was relatively easy. 

As already has been indicated, the work had 
its beginning in the installation of a new kitchen 
sink. Mr. Kuenzli bid on this sink job and ob- 
tained it. As a result, he obtained information 
to the effect that the owner intended to remodel 
one of his bathrooms. The room was not very 
large and the thought was that it would be useless 
to spend a great deal of money on it outside of 
purchasing the most modern fixtures and having 
tile applied to the walls. However, the owner 
was open to suggestions which made it possible to 
develop the job until the final result was far be- 
yond that which originally was expected. 

The finished bathroom is shown in Figs..1, 3 
and 5. The bathroom as it was is shown in Fig. 
10. It will be seen from this comparison that the 
change was not made because any of the equip- 
ment was worn out. It merely was a case of the 
owner wanting something new in his home and of 
the most modern design and style. Many people 
would be well satisfied if their bathroom fixtures 
were as good as those which were removed. With 
such an ideal set-up, it becomes possible to do 
many interesting and unique things. 

Fig. 10 will give an idea as to the size of the 
room with which it was necessary to work. In 
actual dimensions it is approximately 6 ft. 6 in. 
wide by 14 ft. 6 in. long. Additions would not 
be considered because the owner wished all of 
the up-heaval to be concentrated in the one room. 
As a matter of fact, one of the greatest problems 
resulted from the space limitations. 

Most of Mr. Kuenzli’s planning and sugges- 
tions for color effect and finishes were directed to 
and worked out with the owner’s wife. The owner 
himself was only interested in the cost. It was 
decided that marble should be used on the walls. 








; 
4 
: 


8 Reel arenieatinatle SAA nh ne nape tenn ae 


























yo 


oe 





. > nee er ee ene Ae eee tip 
oe * : 





Fig. 8S—This shows a view of part of the room before work was 
started. The linen case was removed and in its piace, the shower 


This work was not sublet to a marble contractor stall seen in Fig. 5 was installed 
7 = =] and the full responsibility turned over to him. Instead, 
im — ——4 Mr. Kuenzli, the plumbing contractor took on the job of 


finding marble which would please the owner’s wife and 
| eae | at the same time fit in with the general scheme of color 
| ia and design of the bathroom which they had decided upon. 
| | sefore he was through with it, it was necessary for him 
| to travel to New York in carrying on a search tor a new 
and striking marble. It happened that the block found 
and selected was Norwegian rose marble and it was the 
first to be sent to this country. When this was obtained, 





he got in touch with the local marble cutter who was 
' | | selected to do the work. ‘To indicate how closely it was 
| necessary for him to watch the details of the job, it might 

- ad be pointed out that he had to redesign the marble cut- 

ter’s design of the joint lay-out. Obviously, it was un- 
desirable to have any joints appear in the marble slabs. 
Fig. 7—The big item in the design of the pilasters, caps, Figs. 6 and 7 show how it was finally worked out after 


cornice and base was that of obtaining correct proportions 
for the small room in which they were installed 
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the marble cutter said it could not be done. Mr. Kuenzli 
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o—Thisxs is a general set of details, one of the 
adopted to make the joint between the marble wall and the receptor waterproof. The 
lead pan is cushioned by a layer of bituminous waterproofing material between it and 


said it could and they did it in the end, as is shown by 


the illustrations. 


The entire design of the bathroom was worked out by 


this plumbing contractor. 


He has studied architecture 


and in designing the general scheme, he found it neces- 


sary to refer to authentic works. 


He spent, in all, about 


three entire days at the Chicago Public Library and Art 
[nstitute in searching for the correct details which would 
be true to the period he wanted to copy and which would 
fit into the limited space allowed him for the entire in- 


stallation. 


Every detail of the pilasters, cornice, caps 


and base were worked out in relation to each other in 


correct proportions. 
of the bathtub. 


There is one pilaster on each side 
These were made of black marble. The 
caps are of composition as is the cornice. 


When the marble for the walls was cut. it was laid out 


so that facing sides of the 
cut stone would be placed like 
facing pages in a book. In 
that way, the design in a 
single wall was preserved. 
\lso, this against 
radical variations at 


insured 


Cf or 


joints. In fact, the color be- 
came exactly the same at 
similar distances on either 


side of the joint. 

The water service handles, 
escutcheons and towel bar 
supports presented another 
interesting problem. The final 
product is gold plated with a 
twenty-year guarantee for 
At the start, efforts 
by the plumbing contractor 
were made to obtain special 
fittings from a noted crafts- 
man in Paris, France. The 
design was to be in the form 
of a swan’s head, neck and 


wear. 
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important being the design 


However, when it was found that it would re- 


quire two years to deliver the order, the design was 
changed to that shown in Fig. 2. Note that the towel 


bars also are of the same pattern. 


These were made to 


order by brazing knobs onto escutcheons and a bar was 


fitted into the knobs. 


Another of the problems presented was that of con- 
cealing the radiator shown on the left hand wall in 


Fig. 1. 


slot for the upper grille was cut out of it. 


A single slab of marble was erected and the 


Pilasters 


matching those which frame the bathtub also were 
erected on this wall and these frame the radiator grille. 
Note that the lower grille was made in the black marble 


base. 


The closet and flush valve combination with the 


chair seat was set at an angle in the corner of the room 
in order to conserve space. 





Fig. 10—This is a view of the bathroom before it was re- 


modeled. 


Compare it with 


the views shown in Figs. 


3 and 5 


design. 


The soap dish for the tub 
and the paper holder also 
were designed especially to 
match this job. 

The medicine case and the 
commode were designed by 
the plumbing contractor in 
order to follow the period of 
In the medicine case, 
there are 27 small mirrors, 1 
large mirror in the door, 4 
shelves of glass outside and 
3 glass shelves inside. One 
feature of the commode 
which the contractor worked 
into it is a door in the front 
panel which gives access to 
the lavatory plumbing. The 
black marble slab on top was 
cut to fit a regulation basin 
on the job. When the case 
was made, it was delivered in 
white and Mr. Kuenzli ar- 

(Continued on Page 139) 




















Retailers Have Advantage Over 


Mail Order Catalog 








Frank Farrington, famous for his articles on retailing 

in many lines, says: “The advantages are all with 

the local plumbing and heating dealer as against the 

catalog; but he must keep those advantages promi- 

nently before his trade or they will get themselves 

into difficulties by trying to do their own plumbing 
and heating work.” 


i TAILERS, plumbing and heating contractors, 
may let up in their advertising and selling 
efforts because times are dull. The catalog 

houses do not do it that way. The harder it is to get 
business, the more pressure they put behind the 
effort. The big fall and winter books, now on the 
sitting room tables of all farmhouses and on the 
shelves under the library tables of many towns- 
people, are featuring heating and cooking apparatus 
with thirty to fifty pages of text and pictures and 
with! prices claimed to be lower than those of local 
houses. Of course time payment terms are given 
and made to seem attractive by the mention of the 
small cash payments required. 

A good many plumbing and heating men have had 
so much to think about during the last twelve months 
that they may have forgotten mail order competition, 
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but that competition has been and is going on just 
the same. 

Retail dealers and local concerns in this field may 
be waiting for the business situation to brighten up 
a little more before stepping out to get business, but 
the biggest companies are not waiting. They are 
going ahead with a determination to be 
first to profit by any improvements in trade condi 


among the 


tions. 

“But what can I do?” asks the smaller operator or 
the local contractor who has seen his business slip 
and has found it necessary to cut his force from 
twenty men down to five. “I can't get out a big 
catalog and I can’t keep people trom reading the 


mail order hooks - 
“You can do what one man recently told me he 
was doing,’ I replied. “You can do more leg work. 
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You can make use of every bit of spare time in call- 
ing on prospects and on people who may be pros- 
pects. You can even do some of this ‘cold turkey’ 
selling, as the steel range peddler calls it when he 
goes ahead, calling from house to house without 
even a hint of who may be a possible purchaser.” 


Keep Posted 


Wise dealers in plumbing and heating equipment 
make it their business to know all about the catalog 
proposition in their line. They go over the specifica- 
tions on their $66.85 bathroom outfit. They know 
from what point it is to be shipped and what the 
freight charges will be. They know what each piece 
weighs and can compare it, weight for weight, with 
their own number of nearest price. They can point 
out to a prospect what the labor will be that he must 
do or have done in installing his mail order plumb- 
ing or heating equipment. 

The mail order selling talk makes it appear to be 
a simple thing to “Be your own plumber.” “Thous- 
ands of our customers,” they say, “make their own 
installations and reap extra savings.” You and I 
know it will be mighty hard reaping and may easily 
end in any savings, actual or mythical, being used 
up in breakage, improper workmanship and future 
plumbing bills, to say nothing of unsatisfactory 
operation of the equipment. Only the contractor, in 
a personal talk, can show the prospect just what he 
is going to be up against when it comes to putting 
in his plumbing or heating outfit with his own in- 
experienced hands and with no tools but a hammer 
and a screwdriver—unless he can borrow from his 
home workmen! 


The Dealer’s Advantage 

The mail order catalog has just one selling argu- 
ment it can offer as a possible advantage over the 
local dealer. It can talk about price and declare its 
prices are lower. But when it offers a furnace for 
$75, a gas range for $67.50, a parlor heater for $39.85, 
it merely offers so much metal for so much money. 
The local dealer can give as many pounds of iron, 
steel or porcelain for the same number of dollars if 
that is to be the sole measure of value. He, perhaps, 
needs to convince his prospect of that, in discussing 
the matter with him. But when it comes to making 
a sale, he ought to present the matters connected 
with service. He needs to point out that he can 
make a price on the installation complete, with every- 
thing in its proper place, all parts working perfectly, 
no misfits, no breakage, no damaged pieces. He needs 
to point out that it will be his business to correct 
any imperfections in material or workmanship that 
develop in use, that he will always be at hand to 
service the equipment and to supply replacements 
quickly and put them in place. 

The buyer of the mail order outfit thinks it is go- 
ing to look in his home as it looks in the picture. 
He does not realize that no one but an experienced 
master plumber can produce master plumber effects. 
He fails to realize that the safety he wants in furnace 
or boiler installation can not be secured with amateur 
workmanship. 

There are almost countless things about plumbing 
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and heating installation that a buyer will never think 
of in the mere ordering of his outfit. It takes an 
installation to show him what installing means. 

More selling talk in person and by letters should 
be directed toward educating prospects as to what 
the labor part is and what the contractor's responsi- 
bility amounts to. 

The heating plant salesman must be able to go 
over a man’s home or other building and tell him 
just what kind of outfit will serve him most effi- 
ciently. He should urge people to give him a chance 
to check over their heating equipment and report 
its needs. He may well devote a good deal of his 
advertising to offering his services for a free inspec- 
tion of heating apparatus, with the explicit promise 
that this will be made and the report given without 
any obligation incurred and without an urgent sell- 
ing effort following it. Personal contacts with prop- 
erty owners will provide the best of selling leads and 
develop the best possible list of prospects for the fu- 
ture. 

People may be interested in the mail order propo- 
sitions by what they say about saving money. They 
may not realize that the few dollars they think to 
save on the initial purchase may be offset many 
times by installation costs and, later, by unsatisfac- 
tory operation. 

Right now, in Allentown, Pa., where the dealers 
and wholesaler are co-operative, they keep on dis- 
play, where it can be shown if desired, samples of 
mail order house plumbing items. After seeing 
them, and hearing about the installation problem, the 
customers almost invariably buy the other lines. If 
anyone wants those mail order items, they can have them 
at the mail order price, but they rarely want them. 

The advantages are all with the local plumbing 
and heating contractor, but he must keep those ad- 
vantages prominently before his trade or they will 
forget them, or fail to learn of them, and get them- 
selves into difficulties by trying to do their own 
plumbing and heating work, sometimes with equip- 
ment that would give even a journeyman plumber 
trouble enough. 

e 
To Improve Your Business 


I would like to see a more widespread adoption of the 
practice of plumbing and heating being awarded under 
separate contracts and a firm insistence on the part of 
contractors, that all contracts be drawn on the uniform 
form of contract as prepared by the American Institute 
of Architects and endorsed by the National Association 
of Master Plumbers. I consider these things to be of 
great importance and am sure that their faithful observ- 
ance will result in many benefits to our business. 


The past year has brought about the greatest change 
in the business world that many of us have ever wit- 
nessed and we must adjust ourselves to these changes. 
We may or may not like the new order of things, but 
regardless of our feelings, we are face to face with it 
and must do the best we can, and I firmly believe that 
organization and closer co-operation are our greatest 
weapons, if we would safeguard our business and future 
prosperity—From the report of J. J. Cosgrove, prest- 
dent, Oklahoma State Association of Master Plumbers. 
















Fig. 1—By arranging the cab- 
ins as shown, maximum priv- 
acy was assured, 
supply and drainage facilities 
are indicated 
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The Overnight Cabin—A\n 
Opportunity for Plumbing 


NE of the countless things that the automobile 
has brought to pass is the offering of overnight 
accommodations to millions of automobile tour- 

ists, through the medium of the overnight cabin and 

the private home. This actually has become a vast busi- 
ness, and it has come ahead in the last three years 
especially, by leaps and bounds. 

This overnight housing activity has become the source 
of very considerable income to many 





By RM. Starbuck, Jr. 


reward, however, the plumbing contractor needs to be 
alert to the opportunity that confronts him. He ought 
not to simply sit in his office and wait for the chance to 

figure, but he ought to be enough onto 










































































private homes, and undoubtedly it has his job to go out and look for it, and 
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been the financial salvation of many more than that, he ought to be able to 
eT . 
people. ||) =e point out methods, to suggest ways and 
While the vacation sections of the a 5 ¢ means. 
country have profited from this devel- Last summer all over the older sec- 
opment to the greatest extent, the need tions of the state of Massachusetts, 
of these accommodations is present | cities and towns were celebrating their 
everywhere, and the meeting of the ae tercentenaries, the three-hundredth an- 
need can almost always be turned to niversary of their settlement. To a 
the plumber’s benefit. To reap his full certain extent at least, this was a com- 
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Fig. 2—This is the floor plan 
of one of the single cabins in 
PIAZZA the group shown in Fig. 1 
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The overnight housing activity is 

present everywhere throughout the 

country and almost always can be 

turned to the benefit of the plumbing 

contractor from a business building 
standpoint 


mercial enterprise. It brought thou- 
sands of visitors into various sections 
of the state. Cape Cod was one of 
these sections, and hundreds of homes 
on the main highways and off of them, 
seized the opportunity to make an extra 
dollar by hanging out a sign offering 
overnight accommodations to tourists. 
In countless instances this meant the 
overhauling of more or less antiquated 
plumbing and heating, but particularly 
the plumbing. It often meant the in- 
stallation of a new bathroom and pos- 
sibly the remodeling of the old one. In 
some cases there was no plumbing, and 
here it meant a real job of plumbing, 
including in many instances the instal- 
lation of a plumbing outfit. 

Always the question of toilet accom- 
modations, next to the fundamental 
question of cleanliness, is uppermost 
in the traveler’s thought. This is re- 
flected in the wording of the signs one 
sees advertising cabins and home accommodations. Often 
these signs make special mention of bathroom facilities, 
and often also the words running water will be noted. 

There are some homes which are unable to offer any- 
thing in this line beyond the old-time out-house. No 
matter how fine the people may be, how neat and com- 
fortable the room and bed may be, these people are out 
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Fig. 3—This is the lay-out for the double cabins shown in 
The shower and toilet accommodations are at the 
rear opening off of the living room 


Fig. 1. 
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of luck, and will so continue until they are able to offer 
something more acceptable to the automobile public than 
an ordinary out-house. 

Possibly the overnight cabin has been made of the 
aspect of camping out, and therefore is more readily ex- 
cused for lack of toilet facilities than the private home 
would be. Be that as it may, people seem to put up with 
more primitive conveniences in the camps we have seen 
than we would expect. 

Itt many instances we feel sure that the cabin is not 
taken until the more comfortable accommodations of the 
private home has been pretty well taken up. It seems 
to us that the answer to this situation is to provide the 
over-night cabin with the comforts that the American 
traveling public demand. There might be quite an initial 
outlay, but certainly the investment would be a paying 
one. 

Some weeks ago, before the weather got real com- 
fortable and warm, we made the trip over the main 
road between Boston and Portland, Maine. We know 
of no road in the country where the overnight cabin is 
more in evidence. There are thousands of them on this 
road, running from dingy little shacks to the wonderful 
walled Danish Village just out of Portland, on which 
the outlay is said to have been a quarter of a million 
dollars. 

We inspected several of the more important of these 
tourists’ camps, and readily verified our suspicion that 
toilet accommodations was the most important problem 
confronting the camp owner. If he had solved the 
problem acceptably, he had plenty of business,—if not 
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he filled up his cabins only after the other fellow’s 
accommodations had all been taken. 

One camp owner whose equipment was capable of 
handling more than 100 people each night, told us that 
he was full-up twenty nights in succession last summer. 
This camp was adequately supplied with modern toilet 
facilities. 

The layout that pleased us most is the one shown in 
Fig. 1. 

The camp had eight single and eight double cabins, 
together with a lodge whose dining room could serve 
250 people. 

This camp was one of numerous camps five or six 
miles outside one of the Maine cities, and had the un- 
usual benefit of city water supply. We suspect that the 
tourist trade had assumed such importance that the city 
had been willing to undertake the expense of continuing 
its water supply to these camps. 

Not only was each cabin supplied with both hot and 
cold water, but along each line four hydrants were 
located, for fire purposes. In noting the fire hydrants 
we could not but think that fire hazard exists in the case 
of every one of these camps, and the meeting of the 
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hazard offers one more feature that the plumbing con- 
tractor should not fail to bring to the attention of the 
camp owner. It is a matter that will not only benefit 
the owner, but will add volume and profit to the plumb- 
ing contract. 

It will be interesting to note that in this camp layout 
the cabins are staggered in such a way that the piazza 
of one cabin does not look onto the piazza of its neigh- 
bor, thus giving greater privacy. 

Figs. 2 and 3 show the floor plan of the single and 
double cabins of this camp. 

Each toilet room was vented by a 2-in. pipe through 
the roof. This was somewhat unusual, judging from 
our observation of these camps, and we presume the 
vents were required to be installed because of the fact 
that the camp was within city limits, and therefore came 
under the requirements of the local plumbing code. 

Each of the double cabins was provided with a shower, 
as shown in Fig. 3. No doubt the reason this was not 
done in the case of the single cabins was that the income 
from the single cabin was not sufficiently great to war 
rant the additional outlay. 

We should state that even with the comforts which 
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Fig. 4—In this camp a central wash-up building was installed which proved to he very popular with the | 
tourists 
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this camp provided, the rate was only $1.00 per person 
per night. 

The shower was a very simple affair, but practical, 
and of course added greatly to the comfort of the occu- 
pants of the cabin. The little shower room as we 
remember it was lined with sheet zinc, and an inexpen- 
sive shower head provided the bath. 


We do not believe the shower is a comfort generally 
offered in these overnight camps, and here again is an 
opportunity for the plumbing contractor to present it 
as an added item which will bring him and the owner 
and the overnight guest just so much added benefit. 


Every one of us knows what it is to come to the end 
of a day’s journey tired and perspiring, and the shower 
would certainly offer great inducement to any traveler 
in this common predicament. Without question, as a 
means of competing for the tourist trade, the shower 
should be a winner, and it is just such points as these 
that the plumbing contractor should play up to his pros- 
pective camp owner customer. 


Another very interesting overnight camp is shown in 
Fig. 4. This camp was also several miles out from an- 
other city on the Portland-Boston road, and likewise 
had the advantage of a public water supply. 


The toilet arrangements in this camp were as different 
from those of the camp just described as can be imag- 
ined. Instead of providing private toilet facilities with 
each cabin, the camp toilet in this case was a sort of 
community affair. 


We did not like the arrangement nearly as well as 
the other method, but it contains a number of novel 
features, and serves to indicate in what a great variety 
of ways toilet needs may be met for these overnight 
camps. 

This camp had 31 cabins, many of them double, and 
together with the immense house in front of the camp 
was capable of providing for nearly one hundred guests. 
lt was said to be one of the best patronized camps on 
the road, and we therefore feel that the toilet arrange- 
ments must have proved satisfactory to guests. 

As shown in Fig. 4, the entire toilet facilities for the 
camp were housed under one roof, one-half being de- 
voted to men and the other half to women. 

In addition to the accommodations inside, outdoors 
was a long wooden sink at which a number of people 
could wash up. When they are camping, people will 
put up with and enjoy things that they would spurn at 
home, and so we imagine washing up at the camp sink 
was not unmixed with pleasure, although we question 
its popularity on a rainy day. 

While a public water supply was available, water for 
general camp use was pumped, the well being dtrectly 
under the pump shown in the pump house. Perhaps 
the reason may be that the water rate is high. 

The hot water tank for supplying the camp was 
capable of furnishing 100 gallons of hot water per hour. 

At the side of the toilet house, on the cold water line, 
was located a hydrant with fire hose of sufficient length 
to reach the furthest cabin. From this and from the 
use of hydrants in the other installation we have de- 
scribed, it will be seen that at least some of the over- 
night camps are taking into account the fire risk. 

Sewage of the camp discharges into a tight cesspool, 
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which overflows into a line of pipe leading into an 
absorption field. The soil surrounding the camp is very 
sandy, making the sewage disposal problem a very 
simple one. 

In Fig. 4 it will be noted that there is a connection 
between the street supply and the regular pumped sup- 
ply. This will allow city pressure to be used in the 
event of fire. 

More than any other person concerned, the plumbing 
contractor has the opportunity and the knowledge to 
solve many a practical problem concerning the over- 
night camps and the turning of the private home to the 
accommodating of overnight guests. To these two quali- 
fications must of course be added two more—alertness 
and cleverness. Equipped with all of these, he ought 
to do well in working up the overnight business. 

Before leaving the subject, we want to say something 
concerning the private home. 

We have taken note of this phase of the problem, 
and therefore speak more or less advisedly. 


Many Homes in Need of Bathrooms for Overnight 
Guests 


There are really comparatively few homes that have 
solved the toilet arrangements for handling overnight 
guests in an acceptable manner. Most of them have 
adapted their old equipment to its new use, without 
doing a thing concerning the bathroom. This means, 
most likely, that a guest to get to the bathroom must 
parade through the living rooms of the family. Some- 
times he has to do more than this,—he has to go upstairs 
or downstairs in addition to passing through the home. 
This is awkward, and the chances are that he will never 
put up at that particular house again, no matter how 
courteously he has been treated. 

Under such circumstances as these the plumber could 
not perform miracles or impossibilities, but if he has 
the ability, he is the one individual qualified to diagnose 
the situation and prescribe proper treatment. 


Every one of these situations presents a different 
problem, and success, half-way success or failure in 
handling the overnight problem will often depend almost 
entirely on the solving of the bathroom question. 
Whether it concerns remodeling or re-locating or the 
installing of a new bathroom in a location that must be 
worked out under difficulties, it is the plumbing con- 
tractor who is best fitted to handle the proposition. And 
he should not be backward in letting people know that 
he is especially qualified to assist them in solving just 
these problems, and moreover he should make it his 
business to seek out thesé people on the traveled roads, 
and let them know that he can help them to a successful 
handling of their overnight guest problem. 

We have said nothing about the heating problem as 
it concerns the overnight cabin. 

In the New England states and in a great many other 
sections of the country these cabins are not really com- 
fortable to stay in more than 10 or 12 weeks out of the 
year. Now then, if the heating problem could be over- 
come, thereby extending this period several weeks at 
each end of the season, there would be good reason on 
the part of the camp owner for putting some real money 
into the installation of a heating system for his camp. 






More Steam 
Condensed— 


Less Heat-Effect 
Produced 


When the room tempera- 
ture 30 in. above the floor 
is maintained at 68 deg. 
Fahr., the steam condensed 
is a measure of the efec- 
tiveness of the direct 
radiators. Then briefly 
stated, condensation be- 
comes an inverse index 
of heating eect 


By A. P. KRATZ and M. K. FAHNESTOCK 


HE object of this investigation was to make a com- 

parison of the performance of several types of 

direct cast-iron radiators using steam as the heating 
medium, when the temperature of the air in the test 
room was maintained at approximately 70 F at the 
breathing level, with the performance of the same types 
of radiators when the temperature was maintained at 
68 F at a level 30 in. from the floor. It was suggested 
that such a comparison might justify recommendations 
for the adoption of a standard for testing such radiators. 


Description of Apparatus 


All tests were conducted in the low temperature test- 
ing plant which has been completely described in previous 
articles. In brief, this plant, as shown in Figs. 2 
and 4, consists of two rooms erected within a larger room 
having 6-in. cork walls, floor and ceiling. The latter 


room is equipped with direct expansion refrigerating 
coils, and each of the two test rooms presents two walls 
of standard frame construction exposed to any desired 
temperature maintained in the cold room. One wall of 
each test ruom contains a pair of double hung windows 
and the other wall a standard door with a glass panel. 
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Fig. 1—This is one of the ra- 

diators which was tested. It 

is 6 sections, 26-in., and 5 
tubes in size 


In addition, arrangements are made so that the floors 
and ceilings of the test rooms may be exposed to any 
desired temperatures. Air movement over the walls is 
obtained by means of fans. 

The plant is thoroughly equipped with thermocouples 
and temperature recorders in order to permit all observa- 
tions being made without the necessity for entering the 
rooms and thus disturbing conditions at any time during 
the period of a test. The radiators are connected with a 
single pipe for steam and return condensation, and the 
condensation is weighed as shown in Fig. 2. A steam 
separator 1s installed in the line to each radiator, and an 
electrical superheater further insures the use of dry 
steam. Provision is also made for venting the radiators 
to prevent the accumulation of air. 

The temperatures at the various levels within the test 
rooms are observed by means of thermocouples made 
from No. 22 B and S gage copper and constantan 
wire and supported on a standard in the center of the 
room as shown in Fig. 2. A study of temperature con- 
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ditions within the test rooms proved that the center 
reading at a given level is representative of the average 
temperature at that level. 

The cast-iron radiators used for the present series of 
tests consisted of (1) a 6-section, 26-in., 5-tube radiator. 
as shown in Fig. 1; (2) a 10-section, 26-in., 3-tube 
radiator, as shown in Fig. 


exact amount determined in this manner. 


Results of Tests 


The results of the tests for which the temperature of 
the air at the breathing level (5 ft above the floor) was 
maintained at approximately 69 T° are shown in Fig. 6. 
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ture in the cold room was P totes lt > a tomperoure)| tors exhibited wide differ- 
maintained at about -2.5 F Controller ences in characteristics rela- 
: | | -Comae7ser . . 
and one of the exposed Separator \ Receiver tive to temperature distrib- 
walls of the test room was = ution within the test room, 
subjected to an equivalent feceivear- the steam condensation re- 
wind velocity of approxi- quired to maintain 69 F at 
mately 10 mph. The tem- °-Thermocouole °-Recorading Thermomerer Bile the breathing level was 


perature of the air above 

the ceiling of the test room was maintained at 62 F and 
the temperature of the air 3 in. below the floor about 
2 deg. higher than that 3 in. above the floor. No test 
observations were made until conditions had remained 
constant for several hours, as indicated by the readings 
of the thermo- 

couples on the The data presented in this paper were 


practically the same for all 
of the radiators. The maximum deviation in condensa- 
tion was only 3.5 per cent. 

Wide deviations in the degree of comfort produced in 
the room by the different radiators were apparent. With 
the exception of the wall type radiator, when the radia- 

tors were oper- 
obtained in connection with an investigation ated to maintain 


inside wall sur- conducted by the Engineering Experiment Station of the University of Illinois, of 69 F at the 


faces. ‘This re- which Dean M. S. Ketchum is the Direc 
quired about 20 for the past five years, is a part, and a 
devoted to the study of Heating Rooms 
and carried on in the Department of 
supervision of A. C. Willard, professor 
department. Acknowledgment is due to 


hours after a 
change in radia- 
tors was made. 


tor. This work, which has been im progress breathing level, 
continuation of a general research program the room was 
by Direct Steam and Hot Water Radiators, 
Mechanical Engineering wnder the general 
of heating and ventilation and head of the 
E. L. Broderick, research assistant in me- 


decidedly too 
cool for com- 
fort. Some dis- 


When the re- chanical engineering, for valuable assistance in the collection and preparation of the comfort un- 
quired — thermal data. The paper was presented at the semi-annual meeting of the American Society doubtedly re- 
constancy had of Heating and Ventilating Engineers, Swampscott, Mass., June, 1931, and ts copy- sulted from the 
been attained, righted by the soctety. fact that the in- 


the condensate 

was weighed over a period of one hour, and no test was 
accepted if the condensate showed more than 2% per 
cent deviation in the successive 10-minute increments of 
weight. At the end of each test a separate test was run 
to determine the condensation in the piping alone, and 
the total condensate was corrected by subtracting the 


side surface 
temperature of the exposed walls was approximately 55 
F, but in the case of the panel and the two tubular radia- 
tors, by far the greatest amount of discomfort was 
caused by the low temperatures in the zones below the 
breathing level, particularly in the zone from the 30-in. 
level down to the floor. 
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Fig. 5—This shows an- 

other of the radiators 

which was tested, being 

10 sections, 26 in, and 
3 tubes in size 





The differences between the steam condensations were 
not great enough to justify an attempt to evaluate the 
practical heating effect of the different radiators in terms 
of the steam condensation alone. The greatest tempera- 
ture difference from floor to ceiling and the lowest tem- 
peratures between the floor and the 30-in. level were 
obtained with the 5-tube radiator. In this case the tem- 
perature at the floor was only 53.8 F and at the 30-in. 
level was only 59.9 F. The room was most uncomfor- 
table when this radiator was used. The temperature at 
the breathing level obtained with this radiator was ap- creased the comfort. Thus, while the positions of the 
proximately one degree lower than the 69 F obtained curves representing the temperatures at the levels below 
with the other radiators. A slight increase in the size, the breathing level afford a means of ranking the dif- 











sufficient to bring the ferent radiators in the 
breathing level temper- : “| order of comfort pro- 
ature to 69 F would | duced, or heating effect, 


‘ | they constitute an in- 
c | tangible and rather un- 
satisfactory measure 
inasmuch as the state- 
ment of the results is 
entirely qualitative and 
not quantitative. 

The 3-section wall 
type of radiator was 


rig. I—In carrying on 
the tests, the heating 
effect of this 16-section, 
i7-in., 1-tube panel ra- 
diantor was investigated ; 





| the only one that pro 
duced a satisfactory de- 
sree of comfort in the 
room with the breath- 
ing level at 69 F. The 
reason for this, as pre- 
have increased the condensation slightly and increased viously mentioned, was that the temperature in all zones 
the temperature at all levels in the room by approxi- below the breathing level were higher than those for the 
mately one degree, but would not have appreciably in- other radiators. It was particularly noted (see Fig. 6) 
that the temperature 
at the 30-in. level 
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used were increased by amounts necessary to raise the with the air at the breathing level maintained at 69 F. 


at the that 
each radiator would maintain practically the same degree 
of comfort in the room, and a tangible measure of the 
heating effect might be obtained from the increase in 
condensation resulting from the increase in size necessary 
to obtain the 68 F at the 30-in. level. 

The results of the tests with the air at the 30-in. level 
maintained at approximately 68 F are shown in Fig. 7. 
In all cases the room was comfortable and it is at once 
evident that the magnitudes of the steam condensations 
arrange themselves in the same order that radiators 
would be ranked from an inspection of the room tempera- 
ture gradient curves. 


temperature 30-in. level to 68 F in every case, 


The 5-tube radiator, with the greatest temperature dif- 
ference between the floor and the ceiling, also gave the 
greatest steam condensation, while the 3-section wall 
type, with the least temperature difference, gave the least 
condensation. For the other radiators, the condensation 
was also in the order of the temperature difference. 
From Table 1 it is also evident that a consistent reduc- 
tion in condensation occurred with a reduction in differ- 
ence in temperature between the floor and ceiling. 

The temperature at the 30-in. level obtained with the 
wall type radiator was approximately one degree Fahren- 
heit lower than that for the other radiators. A slight 
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ig. S—Another of 

the radiators 

which was tested 

and which is of 

the 3-section wall 
type 


increase in the size of the radiator, sufficient to raise 
the temperature at the 30-in. level one degree Fahren- 
heit would have increased the temperature at all levels 
by the same amount, thus giving a new curve parallel to 
the old one and one degree higher. Hence, the tempera- 
ture difference between the floor and ceiling would re- 
main the same and the ratio of temperature differences 
shown in the last figure of column 4 in Table 1 would 
not change. The steam condensation, however, would 
increase slightly over the 5.50 shown in column 3, thus 
increasing the ratio of condensations shown as the last 
figure in column 5 and making it more nearly in con- 
formity with the next to the last figure, or 0.943. There- 
fore, if exact agreement had been obtained in the tem- 
perature at the 30-in. level for all of the radiators even 
greater quantitative consistency than that actually shown 
in Table 1 would have resulted. 


Conclusions 


From the results of these tests, the following con- 
clusions may be drawn: 

1 It is apparent that maintaining a temperature of 
68 F at the 30-in. level is a more acceptable standard for 
stating conditions under which direct radiators shall be 


Mircroscopic Organisms Aiid in 


Where reedbirds and ducks are found in abundance 
in their natural feeding grounds, or where buzzards are 
seen circling low, it is known that they are attracted by 
the presence of food. In somewhat similar fashion cer- 
tain microscopic animals are attracted by the presence 
of organic matter found in sewage, which serves as 
their food. Where these organisms are found, it is 
known that the water is polluted, for they will disap- 
pear, like buzzards, when their food supply is exhausted. 
These minute organisms, which together with certain 
other microscopic forms of life, both animal and plant, 
are collectively called plankton, and they play a very 
important role in the process of natural purification of 
streams, the minute animals feeding upon the polluting 
organic wastes, and the microscopic plants giving off 
oxygen. 

The much-discussed Illinois River, heavily polluted by 
the sewage and stockyard waste from Chicago, was used 
by the Public Health Service for a study of the effect 





tested in the type of plant used than maintaining a tem- 
perature of 70 F at the breathing level. 
2 With 68 F at the 30-in. level, the steam condensa- 


Table 1—Comparison of Steam Condensations and Tempera- 
ture Differences Between Floor and Ceiling for a Constant 
Air Temperature of 68 F at the 30-in. Level 

















TEMPERATURE STEAM (2) anp (3) Tro Precepina VALUE 
TYPE OF DIrFERENCE CONDENSATION | — aes _ 
RADIATOR Cri..-FLoor (Le Per Hr) Temperature | Stream Con- 
(F) DIFFERENCE DE NSATION 
(1) (2) (3) 4) |  () 
5-tube........ 21.6 §.68 - meus 
3-tube....... 17.5 6.48 0.810 0.970 
l-tube panel. . 13.8 6.12 0.788 | 0.943 
3-section wall. 10.8 5.50 0.782 | 0.900 














tion obtained in the test plant used seems to be a measure 
of the effectiveness of the direct radiators tested, in 
providing for human comfort, or, more briefly, condensa- 
tion becomes an inverse index of heating effect. 


Natural Purification of Streams 


of these microscopic organisms on nature’s methods of 
purification of streams and a report (Public Health Bul- 
letin. No. 198) dealing with this particular study has 
recently been published. 

Approximately 1,000 weekly samples, collected at 
every season, and including all sections of the river 
(which is nearly 300 miles long), were analyzed and 
studied. Particular information was sought relative to 
the abundance of such organisms as thrive in sewage- 
polluted water, and their gradual replacement down- 
stream by organisms known to require water of a better 
grade. The gradual purification of the stream was thus 
expressed in terms of the prevalent kinds of microscopic 
organisms, both plants and animals, and _ collectively 
known as plankton. The relative abundance of micro- 
scopic green plants was a matter of interest, inasmuch as 
these plants help to purify the water by the oxygen they 
give off, similar to the action of the common “fish moss” 


in goldfish bowls. 
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Fig. 





TYPICAL example of mod- 
ern sanitation as applied to a 
plant designed to take care ot 
the crowds that pack the grandstands 


of our large cities, is that of the re- 
cently completed baseball park in San 


Irancisco. 


looking toward the home plate. 
is V-shaped. At the extreme south- 
ern end is a three-story concrete 
building occupied on the ground 
floor by the entrance and _ ticket 
booths, the two upper stories being 
used 
kitchen and for administrative pur- 


for a club dining-room and 


poses. 

an elevation 
illustrating the general idea of the 
plumbing equipment for the office 
quarters. 


In Fig. 2 is shown 


There is ample plumbing equip- 
the I rancisco 
baseball teams and for the umpires. 
toilet 


ment for two San 


Kkach club room has three 


showers, two lavatories, two toilets, 
two urinal stalls, a unit heater and 
heaters. 
Arrangements for the visiting team 
home 


two automatic water 


gas 


are similar to that for the 


It has a seating capacity of 
25,000 and represents an outlay of $1,250,000. 

‘iy. 1 gives a general view of the stands, 
The structure 


I— General view of the new San Francisco baseball plant, looking toward the home plate 




















Plumbing 
for 


San Francisco's 


Model Ball Park 





By 
S. M. BARR 

















Fig. 






































2—Elevation 


of plumbing system in 
office quarters 
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There are two 
large toilet rooms for 
men, one of which 1s 
shown in plan in Fig. 3. 
The other contains four 
lavatories, sixteen urinals 
and six water closets. 
Separated from the toilet sec- 
tion for men by a passageway, 
and occupying part of the angle sec- 
tion of the building, making them 
easily accessible from both wings, 
are the quarters for the ladies’ toilet 
accommodations, two rooms 40 x 28 
ft. These are most complete, re- 
flecting the growing tendency ap- 
parent all over the country, to pro- 
vide ample comfort for women at 
baseball parks. 


teams. 


A floor plan showing the ladies’ 
toilet room and lounge is to be seen 
in Fig. 4. 

A summary of the plumbing 
equipment for the stands, shows ap- 
proximately thirty-four — water 
closets, nineteen lavatories, thirty- 
nine urinals and fifteen floor drains. 

When we compare this generous 
equipment for the comfort of base- 
ball patrons, we cannot but think 
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shown, but in addition 9 water closets, 20 urinals and 
VENT UP . 8 lavatories entering this main line further along. To 

697 » | be sure, the peak load that a plumbing system for a 
he ph hh mache nibs rahe satel =the ne o_o. Ben. Dea _| . 
Tt 1H _ttH_ttttHloll. baseball park has to provide for, lasts but a very short 
FD ihe time. 

Wisdom was shown in using individual vents for 
the water closets rather than circuit or loop vents, for 
it seems to us that the 5-in. line is sure to run full, and 
S in that event there would have been no room left for 
air to travel in the upper part of the pipe, which would 
| be required to furnish air to each water closet if a cir- 
= cuit or loop vent had been used. 
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Wee, Gellten of cue of the tallet: teem Gee men | Several years ago this very thing happened in the case 
| of the athletic stadium of one of our largest universities. 








back to the old-time baseball grounds, where | RM mee cetera 
there was often an entire absence of toilet =e oo / | 
facilities. In some instances a very crude at- 
tempt was made to care for the comfort of 
those attending games, but generally the re- 
sult was so offensive as to be unspeakable. 

The great improvements in toilet arrange- 
ments for baseball parks and for the large 
athletics fields that have been erected in re- 
cent years are only in keeping with modern 
demands for comfort and cleanliness, as evi- 
denced not only by the natural demands of the 
public but by the sanitary codes of all cities. 

All of the water closets used in this in- 
stallation are of the wall-hung type, such as 
shown in Fig. 5. It is obvious that under 
the severe use that would be given a baseball 
park toilet room, a much cleaner condition 
without doubt is obtained in the use of wall- 
hung bowls than those having the ordinary 
floor outlet. 

In the case of the urinals also, they were 
of the wall-hung type, as shown in Fig. 6. 

Fig. 7 gives a view of the four lavatories 
in the ladies’ toilet room, and of one end of 
a line of water closets. 

An elevation showing in general the in- 
stallation of the fixtures in the ladies’ toilet 
room is to be seen in Fig. 8. The sizes shown 
are those which were indicated on the riser 
diagram, and it is possible that when the 
drainage lines were finally installed that larger 
sizes were used. We would not suppose 5 in. 
to be large enough for a horizontal main line Fig 6—Partial view of one of the two big installations for the general 
accommodating not only the fixtures here public. This room also includes four lavatories and six toilets 











The use of two small horizontal lines resulted in the 
blowing of some of the trap seals and in the siphoning of 
others. 

One of the excellent features of this plumbing in 
stallation is the free use of cleanouts. Many more were 
used than commonly found in plumbing layouts. 

Fig. 9 shows the detail of these cleanout connections. 

Ordinarily it is an excellent rule, according to our 









WOMEN'S TOILET 





ele. judgment, to use as few cleanouts as possible. There 
TIN ee Kventue are several reasons for this. In the first place, undue 
corsa | use of cleanouts is an expense that is heavy without 

Fig. 4—Floor pian of ladies’ toilet room affording commensurate benefit. Perhaps the most im-. 





L wish Feet ee Le portant reason however, is that if there are no clean 
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a | ei well knows, that cleanouts 
are unscrewed and taken out 
and left out for months and 
even years, and sometimes 
broken. Also, — unskilled 
people will cross the threads 
in screwing the cleanout back 
into its ferrule, thus making 
a defective, leaky joint. Here 
however, we would be in- 
clined to look upon the clean- 
out proposition from a differ- 
ent angle. These cleanouts 
are not in the interior of a 
house, but practically out-of- 
doors, where the argument 
that we have made is not so 
strongly against them. Fur- 





Fig. 7—Part of ladies’ toilet room, which has four lavatories and sixteen closets thermore, we are of the opin- 
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Fig. S—Elevation of plumbing equipment in ladies’ toilet room 


outs to tamper with, there will be no such tampering. ion that the plumbing in these toilet rooms will be sub- 

A cleanout is supposed to close a pipe opening so that jected to all kinds of misuse, and under the circumstances 

the interior of the house will not be in direct communica- a liberal number of 

tion with the drainage piping or sewer. It is an ex-  cleanouts, wisely lo- 

ceedingly common occurrence, as any practical plumber cated, has added to 
its excellence. 

Handling of the 

storm water, which 
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which it runs from 
the top row of seats 
clear to the bottom. 


Here it runs into a 


(Continued on Page 
140) Fig. 10—The storm gutter 

















Fig. 0—Detail of cleanout connection 














Utility Law 
Opens Merchandising Opportunities 


Leaders in the trade in 
Oklahoma stress the fact 
that the contractor must 


now make the most of 


the advantage under the 


HE Oklahoma law forbidding 

the utilities companies from 

selling merchandise at retail, 
which passed the last legislature, 
originated in a meeting of furniture 
dealers in the state, more than two 
years ago. Ben Wood, secretary of the Furniture 
Dealers Association of Oklahoma, brought up the ques- 
tion. Furniture dealers throughout the state approved 
of the movement; work started on the plans to bring 
other business into the campaign. 

Hardware dealers, furniture men, plumbers, and 
electricians who sold electrical and gas-heating ap- 
pliances, joined in the campaign. Interest was shown 
by every retail dealer in the state. Newspapers and 
trade journals took up.the subject, and articles prais- 
ing the plan were read by the general public, as well 
as by hundreds of independent merchants and trades- 
men. Personal visits were made to various business 
men by those soliciting the support of the issue. 
Letters were written to the dealers’ organizations, 
urging their support. 

The furniture dealers of Tulsa, under the leader- 
ship of T. E. Genet, president of the Genet, Inc., in 
Tulsa, went to Oklahoma City to visit the governor, 
W. J. Holloway, and to urge his support. The same 
idea was carried out by the Master Plumbers Asso- 
ciation of the state, and other organizations. Meet- 
ings were held all over the state, all with the same 
purpose—to get support for the measure. But, de- 
spite all these efforts, the bill never came up on the 
floor of the legislature. It died in committee. 

Again delegations visited Governor Holloway, re- 
questing him to call a special session of the legisla- 
ture, in hopes that such a law would be passed. This 
was refused. The matter seemed to be at an end. 


Master Plumbers Active 


The dealers did not lose courage. Renewed ef- 
forts were made to interest the law-making body of 
Oklahoma. J. J. Cosgrove, at that time president of 
the Oklahoma Association of Master Plumbers, was 
active in getting new supporters for the bill. The 
proposed law became the topic of every meeting held 
by the association. The interest of the dealers never 
slackened, and as time drew near for another session 


new utility law by using 
“all their merchandising 
ingenuity. 


of the legislature, further plans were 
made. 

Then came the lucky break. Wil- 
liam H. Murray, “Alfalfa Bill,” be- 
came a candidate for governor. Mer- 
chandising dealers believed that he 
would help them. And he did. From the beginning, he 
assured them of his support. The issue became a plank 
in his platform. 

Murray was elected. In his message to the legis- 
lature, he urged passage of the bill. On the day that 
it was to come up, hundreds of letters and telegrams 
poured in from every town in the state. The bill 
was passed by an overwhelming majority. 

The new law went into effect last month. 
extent it will affect the independent merchant in actual 
cash returns cannot be estimated, but a definite increase 
of business is expected. 

“In my opinion,” H. O. Green, treasurer of the 
National Association of Master Plumbers, and presi- 
dent of the Knoles & Green Plumbing Company of 
Tulsa, said: “There will be a marked increase in the 
sales of gas-burning and electrical supplies, since 
Tulsa, like most others in the state, is a gas-burning 
and electrically equipped town. The law will also 
affect every jewelry store, hardware and furniture 
dealer, retail electrician, plumbing company and de- 
partment store. The plumber will notice the big- 
gest increase in the sale of water heaters. Of course, 
we are not expecting a big jump in business, but 
there will be a gradual increase. 

“Plumbers will have to get out and use all their 
merehandising ingenuity,” Green continued, “if they 
are to build up the kind of business that the public 
utilities company has maintained in Tulsa.” 

N. G. Watt, new president of the Oklahoma State 
Association of Master Plumbers, outlines the plan 
that the Tulsa plumbers will have to follow, if a 
better business is expected. 


To what 


Oklahoma President Urges Selling 


“The independent dealer must show more initia- 
tive in his salesmanship,” Mr. Watt says. “He must 
handle the best grade of appliances, and introduce 
some methods that will enable him to conduct a 

(Continued on page 106) 
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itorials 


Domestic Engineering 


HAKESPEARE said something to the 

effect that there is a tide in the affairs 

of men, of which successful men and institutions take 

advantage. In the newspaper field, this ability to “catch 

the tide” of current events is known as a “nose for 

news.” Your competent newspaper staff catches the 

first whiff of spring, the first odor of corruption, and 
the first bright gleam of greatness in men and events. 

Something of the same is true in the field of business 
journalism. The competent business paper has its own 
very sensitive “nose for news” in its particular field, 
and its own sense of navigation in the tides and cur- 
rents of its segment of the business world. 

Over four years ago, the “Plumbing and Heating 
Merchandising” feature section was set up in DoMEsTIC 
I.NGINEERING. We had been publishing stories of 
successful contractors for years; but at that time we 
had a feeling that more detailed information about sell- 
ing plans developed by contractors was needed. Hardly 
was that need sensed and met, than the rumbling of the 
remodeling movement was heard, still somewhat afar: 
but undoubtedly approaching. We promptly began to 
serve our readers by pointing the market for remodel- 
ing, and by publishing every manner of selling help 
needed to develop it. 

So with many other things, the editorial alertness 
to what the field needed has never ceased functioning, 
like a sensitive aerial ready to record the first signs of 
those general movements that affect the field of busi- 
ness so powerfully. 

In this issue you find the fifth of the “Automatic 
Heat” sections. Here again is an accomplishment in 
leadership ot which we have reason to feel pleasantly 
proud. That feeling for current needs and growing 
interests led to the publication of this new section, given 
over to all of the products that go to make automatic 
heating in modern structures possible. The reception 
of the new “publication within a publication” has been 
gratifying proof that it met a need that was being 
felt by plumbing and heating men. 

It is, of course, pleasant to refer to this anticipation 
of the wants of the field as a “nose for news,” and to be 
a bit romantic about how such things are done. As a 


matter of fact, every new departure in editorial service 





is based on a detailed knowledge of the field through 
constant contact with it, and an unceasing study of all 
that is learned and observed, to the end that a reasoned 
editorial policy, closely fitted to the needs of our 


readers, may be maintained. 


Looking Ahead 


i: ieee is a great need now, on the part 

of the individual plumbing and heat- 

ing contractor, for accurate information on the state of 

building in his city. All over the country the cry of 

“overbuilt” has been heard—and most of us have 

accepted the word without criticism. As a matter of 

fact, what has happened has been that too many cream 

puffs were offered when what was wanted was a 
hearty diet of roast beef. 

“Overbuilt” applies to office buildings and to those 
expensive, so-called de luxe apartment buildings, lo- 
cated on costly ground, and built for the man who 
enjoyed an income far above the average. When his 
bubble burst, it left many of these apartment buildings 
with gaping windows; and, unfortunately, in the re- 
sulting general let-down, it drove many of the families 
whose income at best is not above $2,500 a year, to 
the expedient of “doubling up.” This produced what 
seemed a surplus of even the most moderately priced 
apartments. 

As a matter of fact, the success of various experi- 
ments in the building of apartment projects for those 
with moderate incomes, seems to indicate that here is a 
field that has been neglected. The movement to re- 
construct the slums in our larger cities is one that 
contractors should be watching. 

The situation in each community will, of course, be 
a little different than in other cities. Now is the time 
for the plumbing and heating contractor to gather from 
his local real estate board, from his chamber of com- 
merce—from any source that has it—information as to 
actual building conditions, and such forecasts as have 
been made as to the direction in which building will 
move when business has completed the process of turn- 
ing the corner. 

With these facts to back him up, he should be over- 
hauling his contacts now, with a view to establishing 
new contacts with those who, when building has re- 
vived, will be furnishing necessary accommodations ; 
and, of course, with those customers with whom he 


deals directly whose situation permits of improvements 


in the home. 
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What four alert plumbing 
contractors have done to 
remind the people of their 
communities that they ofter 
neighborhood service that 
is Quick and dependable 
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He Keeps in the Eye of the Neighborhood 





Taking opportunity as it comes, this merchant plumber 


HE plumber situated in any one 
of the so-called community shop- 
ping districts of the modern city 
is faced with the same problems as 
the man who is in business 1n the re- 
tail section of the average small town. 
These problems are concerned wholly 
with merchandising and involve mat- 
ters of policy, contacts and advertis- 
ing hook-ups—all vitally necessary if 
a man expects to sell goods and serv- 
Ices. 
Policy, and 
are closely interrelated, but the pur- 


contacts advertising 
pose of this article is to explain the 
advertising methods of a successful 
California merchant plumber. 

That Max Oakland is 
selling a_ satisfactory volume of 


inzel of 


goods over his counters, and keeping 





is satistied with the results 


By TOM WHITE 


his crew of journeymen on the job, 
is amply established by his records 
and three busy service trucks. Situ- 
ated at 2025 Hopkins street, the Fin- 
zel store is located in the heart of 
what is known as the Dimond Dis- 
trict, a thickly populated community 
of medium priced homes. The shop- 
ping center of this district comprises 
nearly two hundred retail establish- 
ments. The Finzel store is attractive, 
inviting, immaculate, the showroom 
being one of the most compelling of 
its kind in the city; in addition, the 
location is ideal. 


Backing the Showroom 


With location, showroom, mer- 
chandise and services all that they 
should be, it remains for the power 
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of advertising to draw new custom- 
ers and new trade—fresh fuel for 
the retailer. This is being done in a 
highly effective manner, due to Fin- 
zel’s concentration of effort in his im- 
mediate neighborhood. Judicious dis- 
play advertising, which is run regu- 
larly in two community publications 
—one weekly, the other monthly—is 
supplemented by circular letters that 
are sent out periodically. At certain 
intervals, valuable merchandise 1s 
given away such as gas ranges, water 
heaters and the like, such matters be- 
ing handled through an arrangement 
between Finzel, the manufacturers 
and the local moving picture theater. 

An intimate contact with his fel- 
low residents is gained through mem- 
bership in six commercial and social 
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organizations in whose activities Fin- 
zel takes a prominent part. When the 
first call is made on a new customer 
the journeyman leaves with her a fly- 
swatter, asbestos pot-holder, or some 
other useful article, which bears the 
firm’s imprint, address and telephone 
number. 

All this forms the groundwork of 
l‘inzel’s year-to-year advertising 
scheme; and it pays—well. 

Occasionally the opportunity for 
particularly choice and timely pub- 
licity is afforded through the medium 
of the local movie theater. Quick to 
grasp the idea that many of those 
who do not read the community pa- 
pers spend at least one evening a 
week at the theater, Finzel takes ad- 
vantage of the showing of such pic- 
tures as “Singing in the Bathtub” 
and ““The Princess and the Plumber.” 


A Timely Stunt 


Karly this spring “The Princess 
and the Plumber” was billed for a 
three-night showing. On the open- 
ing as well as the two succeeding 


nights the foyer and sidewalk and 
part of the street in front of the 


playhouse looked liked a Hollywood 


arena 


ii 2- 


winnie 
Ligniner 
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BATHTUB 
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picture palace on the occasion of a 
premier showing. 


On one the brilliantly 
lighted box office stood one of Fin- 
zel’s journeymen in a spotless suit of 
coveralls in which was worked the 
lettering “M. Finzel, Plumbing” ; 
on the other side stood a pretty 
maiden dressed to represent the 
princess. Each theater patron re- 
ceived an asbestos pot-holder from 
either the plumber or the princess as 
the line moved up to buy admission 
tickets. 

The foyer was resplendent in well 
harmonized shades of gleaming por- 


side of 


—celain set off effectively with brilliant 


chromium-plated fittings. This not 
only furnished a fitting climax to }in- 
zel’s publicity, but imparted exactly 
the right atmosphere for seeing a 
movie production of that kind. At 
the curb directly in front stood two 
Hinzel trucks, 
other. The bright headlights shining 
directly into each opposite car dis- 
closed a uniformed plumber on the 


service facing each 





On these two pages are the movie 
lobby displays described in the article 
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driver's seat with a fair princess as 
his passenger. 

Max Finzel’s “Little Hollywood” 
put on a three-night stand which not 
only helped to pack the theater but 
resulted in adding materially to Fin- 
zel’s list of customers. 

It is always difficult to calculate the 
actual result of a given advertising 
effort, but it is a fact that during the 
week following the showing of “The 
Princess and the Plumber’’ the Oak- 
land merchant 
thirty inquiries 


plumber received 
netted 


business from as many new sources. 


which new 
Many sales made on the showroom 
floor and over the counter were un- 
doubtedly stimulated by this means. 

In order to convince himself that 
the 
taken home and presumably 


free pot-holders were actually 
used, 
Mr. Finzel took particular pains to 
inquire of the theater manager how 
many of these articles were left be- 
hind by his patrons. It seems that 
after three nights’ performances only 
one holder was found on the floor, 
and that probably slipped trom some- 
one's lap. In tact, the novelty was 
so popular that the theater manager 
thirty 


received telephone calls for 
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more, in addition to the requests that 
came directly to the merchant 
plumber. 

The total direct cost of this stunt 
was $15 paid the three “princesses” 
for their two-hour appearance each 
of the three evenings, plus the cost of 
running the announcing slide at the 
theater for the week previous. The 
pot-holders cost $40 a thousand. 


Another Opportunity Used 


Not long ago the picture “Singing 
in the Bathtub” came to this same 
theater, and, as before, Max Finzel 
took full advantage of it. In the 
foyer, with a pedestal lavatory at one 
end and a water heater at the other, 
was a tub complete with fixtures, in- 
cluding a shower head. The bath 
curtains were pulled back and _ re- 
vealed the likeness of a well known 
movie actress enjoying her bath. 
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On both these occasions Mr. Finzel 
has watched closely the reaction of 
the public to this manner of display- 
ing his wares. He has this to say 
about it: “The big majority of the- 
ater patrons didn’t just buy their 
tickets, then rush right in to see the 
picture. They stopped and examined 
every piece on display ; and, knowing 
they would not be met by a sales- 
man, they took plenty of time for 
their examination.” 

The cost of putting on this display 
was even less than that of the first. 
In all cases it was found that the 
theater management was glad to ren- 
der the fullest cooperation. 

The Max Finzel Company’s dis- 
play advertising is run entirely in 
two community  publications—The 
Glenview News and The Dimond 
News. ‘The first is a monthly paper 
having a circulation of 4,000. Finzel 
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takes a full page every three month: 
at $25 per insertion; and for the bal 
ance of the year he takes from a hali 
to a quarter page. The Dimon 
News appears weekly and has a cir- 
culation of 7,000. The Finzel Com 
pany ad takes up from a quarter to 
half a page every week at about the 
same proportionate rate. In the issue 
of the Dimond News immediately 
preceding the showing of “The 
Princess and the Plumber” an insert 
was used by the Finzel Company to 
announce their feature. This cost 
him $30. 

In spite of the appearances to the 
contrary, there is nothing of the 
purely spectacular nor impractical 
about working with your local movie 
theater on appropriate occasions. The 
fact is, it’s intensely practical be- 
cause it does achieve gratifying re- 
sults—at a minimum cost. 


Another Movie Lobby Display Wins Friends 
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Many a bathroom baritone is ruined forever by the discor- 
dant competition. of a water-closet that makes a noise 
like Niagara every time it is flushed. 

Plumbing fixtures should be seen, but not heard. And if 
you have some in your home that are making nuisances of 


themselves, let's have a look at them. 
tame them in short order. Why not callus? RAD. 7175, 


LANDAU 


PLUMBING AND HEATING CO 
3132 N. Broad St. 
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Philadelphia dealer 


finds a merchandis- 
ing opportunity in 
Buster Keaton reviv- 
al of an old favorite 


NOTHER merchandising 
A firm which took advantage 

of the showing of a picture 
which lent itself to publicity is the 
Landau Plumbing & Heating Com- 
pany of 3132 North Broad street, 
Philadelphia. The photograph 
shows how the lobby display was 


Humor in the Landau advertising 
helps to get favorable attention 
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built up; and with a favorite like 
Buster Keaton in a picture the 
amount of interest created may very 
well be imagined. A description of 
just what was done to capitalize the 
event is given by a member of the 
firm, I. Leonard Landau: 

“During the running of the film, 
‘Parlor, Bedroom and Bath,’ we tried 
a unique method of advertising at 
the Ogontz Theater, 6000 Ogontz 
avenue. 

“Several days preceding, and dur- 
ing the showing of the feature pic- 
ture, ‘Parlor, Bedroom and Bath,’ we 
displayed in the lobby of this theater 
a magnificent bathroom. The fixtures, 
lavatory, closet and tub were all in 
green, with a background of tile of 
the same color. All the exposed metal 
parts were chromium plated, and 
metal handle basin faucets and es- 
cutcheons were used instead of the 
usual porcelain ones. The manufac- 
turer furnished an attractive plate 
glass shower door over the tub. Of 
course, a bathroom scale and acces- 
sories were included in our exhibit. 
On each side of the medicine cabinet 
there was a lighted electric candela- 
brum. 


How the Buster Keaton picture was 
made the basis of a clever lobby dis- 


play 





“To properly take advantage of 
this publicity stunt, we advertised the 
display by having an article appear 
in the neighborhood paper preceding 
the show, and we followed up the 
article by an appropriate advertise- 
ment in the subsequent edition of the 
same paper. 

“A small placard invited people to 
take one of the circulars, and busi- 
ness reply cards, which were nearby. 
A life size cardboard cut-out of Bus- 
ter Keaton sitting on the rim of the 
tub added a touch of attractiveness.” 

“Here is the item that ran in the 
paper : 

PARLOR, BEDROOM, AND BATH 

Unique Display to be at the 
Ogontz Theater 


“*On Monday and Tuesday, May 
18 and 19, the Ogontz Theater will 
he in perfect harmony with the title 
of the feature picture. 

“*Atmosphere! That’s the word. 

“‘Landau Plumbing & Heating 
Company, of 3132 N. Broad street, 


known, up-to-the-minute 
and heating establishment, 
a handsome exhibit repre- 


widely 

plumbing 
will have 
senting the bath in the title picture. 


“‘Tust picture a bathroom of ex- 


quisite charm and beauty. Imagine 
a lavatory with all the grace of line 
and daintiness of fine furniture. Then 
a genuine vitreous china closet outfit, 
delicately green colored, impervious 
to filth and moisture and spotlessly 
clean. Also a handsome bath, the 
simplicity of which is emphasized in 
its modern built-in style. 

“You will*be enchanted with the 
superlatively excellent crystal plate 
shower door, instead of the usual 
cloth shower curtain. 

“*All the exposed metal parts are 
heavily chromium plated, and as a 
final effective touch the entire model 
bathroom is set off by an immacu- 
lately colored tile background, with 
various attractive appointments of the 
same hue. 

““Of course, the parlor and bed- 
room will also be prominently dis- 
played through the courtesy of a 
neighborhood merchant. 

“*Come and see what really goes 


on in parlor, bedroom, and bath! 
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These truck signs are changed regu- 
largly. A list of messages is given in 
the article. The one shown below was 


responsible for the sale of a set of 
“matched fixtures” 


ALLISON Mure 
Fr 


Plumpers 
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This “baby” Austin, Mr. 








Miller says, has helped to identify him 


His Trucks Are His Billboards 


This plumbing and heating dealer makes billboards 
of his trucks —and they sell merchandise 


HE photographs on these two 

pages show how R. Allison 

Miller, “The Plumber,” of 
Huntingdon, Pa., makes his trucks 
carry his advertising message to his 
community. By changing the signs 
every month, he can rotate his sales 
message to fit the season. His state- 
ment, as given below, will indicate 
that his method of merchandising is a 
successful one. He says: 

“I wish to state that I find the use 
of these signs more profitable than 
newspaper advertising. They are read 
by the people over the entire com- 
munity every day and the cost, too, is 
nominal compared to that of news- 
paper advertising. I find, too, that 
people are looking for the change in 
the signs as indication of something 
new in the plumbing or heating line. 


“T find that they do bring results. 


I sold one matched bathroom which 
was the direct result of this form of 
advertising, and have had quite a 
number of inquiries which I expect 
to benefit by later on. 

“T have these signs painted by an 
expert sign painter, using just as few 
words as possible, making easy read- 
ing. Following are a few of the signs 
which I have used : 


Oil Burners 
Installed by 
R. Allison Miller 
The Plumber 
We Do Welding 
Boilers Are Better 
Steam, Hot Water 
Electric Water Heaters 
Economical, Low Cost 
Frozen Pipes—Thawed with 
Electric Pipe Thawing Machine 
We Repair Gas Stoves 
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‘J use the slogan “The Plumber’ 
on all advertising. The advertising 
is planned according to the season of 
the year and to meet the needs as 
they arise. 

“T also use a large placard similar 
to the sign on*the truck to advertise 
wherever I install an oil burner. At 
one time I had a large number of 
these signs in front of the homes 
where installations were being made 
and everyone was talking about the 
ereat number of burners being 1n- 
stalled, and in this way the particu- 
lar burner used was widely adver- 
tised. 

“T wish to state that the Austin 
car used as an advertising medium I 
consider the best medium I ever had. 
ven the children in Huntingdon 
learn to know who R. Allison Miller, 
‘The Plumber,’ is.” 








HE plumbing industry and the 
forces in Phila- 


talkies joined 

delphia and the public was inter- 
ested. This is how it happened: 
Henry Doerfler, a plumber of 6502 
Rising Sun avenue, found that the 
ox film, “The Princess and_ the 
Plumber,’ based on a Saturday Eve- 
ning Post story, was coming to the 
Oxford Theater, which is located 
near his home. 

Mr. Doerfler got in touch with the 
manager of the theater and suggested 
that a plumbing exhibit be placed in 
the lobby of the theater to give the 
picture the right atmosphere. ‘The 
manager saw possibilities in this and 


the exhibit was arranged for the 
opening day. 
The manager and Mr. Doerfler 


both agree that the merged attrac- 
tions were a success. Mr. Doerfler 
said that it made people in the neigh- 
borhood of the theater more con- 
scious of the better grade of plumb- 
ing fixtures; also that the small sign 
which he placed on the boards hold- 
ing the fixtures brought him_ busi- 
ness not only on the fixtures shown 
but on general work, including heat- 
ing. ‘There were also samples of tile 
displayed, and Mr. Doerfler arranged 
with a concern for handling all in- 
quiries relative to tiling up bath- 








Moving 


Merchandise 
With the Movies 


rooms which were to be made over. 

A similar exhibit was staged in 
connection with the same picture by 
Herman Moser, 5/02 N. Fifth St., 


at the Olney Theater, in Philadelphia. 
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THE 
FEATURES 
THAT SELL 
THE 


PENBERTHY 
AUTOMATIC 
CELLAR DRAINER 


Completely automatic ... needs no 
priming. No waste of pressure water 
no overflow or leakage. Compact 
possible to use a smaller sump than with any 
other equipment of like capacity. No corrosion . 
ol aek tm elmo) sy 4-molale mele) ol ol -lamaaleltlolalolti emmy (oMlili-lac-1a-1ila- 


from slime or floating material . . . all working parts 


above water level. Stocked by leading jobbers everywhere. 
} 


PENBERTHY INJECTOR COMPANY 


ESTABLISHED CANADIAN PLANT 
IN 1886 D E T R O T WINDSOR, ONT. 
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RETAIL ADVERTISING SERVICE 


ARGE sales often grow from small ones—that is why 

the copy below deals with accessories for the bath- 
room. It is in connection with smaller sales such as these 
that the contractor may help establish the habit of visit- 
ing his store as every other retail store is visited. And 
an order for a towel bar or a soap dish may very well be 
the entering wedge for a complete bathroom. 











Bathroom Accessories 
Are Important 


prey are important because they 


may help make—or they may 
mar—the whole impression of an 
otherwise beautiful bathroom. They 
should be replaced at intervals so 
thet they present always fresh, 
uncracked enameled surfaces, in 
keeping with the immaculate con- 
dition of the larger fixtures. We 
have a very complete display in a4 
wide range of prices. Drop in 
and see them on your next shop- 
ping trip. 

(In this space Your Name, Etc.) 











For one column space 


Dear Madam: 


This letter is to call your attention 
particularly to our complete displays of 
bathroom accessories. 


You know their importance. They are 
used often, and when their enameled sur- 
faces show cracks, they detract from the 
immaculate beauty of the bathroom. 


Again, a more or less frequent change 
of towel bars, soap dish, etc., will 
enable you to give a fresh note to your 
bathroom. You may have them now in vari- 
ous colors, if you desire, so that they 
may be made to fit into your color 
scheme. 


They are so inexpensive, and yet they 
can do so much to make or mar the bath- 
room, that we believe you will be inter- 
ested in seeing our very complete dis- 
plays; and to note how easily you may add 
a touch of color in the bathroom at very 
smal] expense. 


On your next shopping trip, drop in at 
our store. We'll be glad to give you 
every attention--without the slightest 
obligation on your part. 


Very truly yours, 
HARRY BROWN. 


A plumbing sales letter 
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Bathroom 
Accessories 


sories. 


and new. 


(In this space Your Name, Etc.) 


Every housewife knows that 
accessories are important. A 
room, otherwise beautiful, may 
be spoiled by shabby acces- 
Those in the bathroom should be replaced 
at frequent intervals so that they always look fresh 
They're inexpensive; 
important part in the bathroom. 
next shopping trip and see our very complete: dis- 
play. You may have towel bars, glass holders, soap 
dishes, etc., in colors if you wish. 





but they play an 
Come in on your 




















A two-column newspaper ed 


WwW 


The copy on these two pages 
is for the use of readers of 
DOMESTIC ENGINEERING 
—without charge. If you wish 
to use the illustrations, they 
are sold at $4.20 for twelve 


—three months’ service. 


If you are using any of 
this copy, send us samples. 
We like to keep in touch 
with what our readers are 
doing. 

bile, 
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BATHE IN COLOR 
IS HIS ADVICE 


“Interior decorators, builders— 
everybody—has had a hand in intro- 
ducing color into the home,” says 
Harry Brown, local plumbing contrac- 
tor. 

“It is said that we bathe more than 
any other people on earth, and per- 
haps that is true because we've put 
color into our bathrooms. Think of 
sinking into a sea green tub, stepping 
out upon a golden bath mat, with 
green border, and using a towel that 
has its own touch of color! That’s 
making for a cheerful day. 

‘“‘And the bathroom accessories—the 
towel bar, the soap dish, the tooth 
brush holder—all these may be had 
in color so that, even in the all-white 
bathroom, there’s no need to go with- 
out this element in the modern home. 
And think of the way you can sing in 
a colored bathroom!”’ 


Haend this publicity Item to your newspape: 














Make Them Ask for Facts 


It is said that during the next three months there is the 
greatest sale of radiator valves. Which means, also, that 
more and more attention is being paid to heating plants 


in preparation for winter. 


Sell them a valve—and may 


be you can sell them an oil burner, stoker, gas burner, or 


new heating plant. 


A two-column newspaper ed 
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Radiators ? 











| full duty next winter. 

















A STICKY VALVE’S 
A STICKY VALVE 


“The average motorist can tell you 
what a sticky valve does to smooth 
running,” says Harry Brown, local 
heating contractor. ‘‘But he’s apt to 
know next to nothing about the valves 
on his radiator and what they do to 
efficient heating performance when 
they get baulky. 

“‘He may remember that, last win- 
ter, one of the radiators in his home 
wouldn’t heat up properly, just as he 
will remember that on his drive to 
Yellowstone one of the cylinders in 
his car had a sticky valve that had to 
be replaced. 

“In either case, an inspection is in- 
dicated, and replacement in the inter- 
ests of efficiency. Wise folks are hav- 
ing the heating plant looked over 
now.” 


Give this publicity item 
to your local newspaper 


Which of the Which of the radiators in 


your home wouldn't heat 
up properly last year, or 
| made a banging noise, or 
in any way seemed to be unwilling to carry its 
part of the heating job? 
radiator valve needed replacing—it is possible 
that you will get greater efficiency if all of the 
radiator valves are inspected and some of them 
replaced. Let us send a man to make the inspec- 
tion, and to put each radiator in shape to do its 


It is possible that the 


(In this space Your Name, Etc.) 


Your Window 


Window displays need 
change. If you have a per- 
manent display of fixtures and 
equipment, make changes in 
lighting—use the free floor 
space for changed displays of 
accessories. Property owners 
who pass your window will 
never be particularly drawn to 
it if it remains the same in every 
detail for months at a time. 
Change—even small changes 
—is what draws attention to 
a window. 
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People Buy Radiator 
Valves Now 


T IS a fact—during this month, 

and September, people buy 
radiator valves. That is, those who 
are foresighted and who want 
efficient heating plant perform- 
ance next winter. They have 
radiator valves replaced now— 
and they know, then, that when 
they turn on the heat this fall every 
radiator will do its job with com- 
plete efficiency. Just phone for | 
an inspection. ] 


(In this space Your Name, Erc.) 











A single column ad 


Dear Sir 


From the first of August until winter 
has actually set in, the sale of radiator 
valves shows a great increase. 


This is due to the fact that fore- 
sighted home and apartment owners begin 
to check back on the performance of 


-heating systems last winter. Wherever 


they had trouble, they have it looked 
into. 


Modern radiator valves form, so to 
speak, the intelligence of the radiator 
to which they are attached. They are the 
watchmen of*the heating system--and their 
function is a very important one. 


This letter is going to all of our good 
customers who have radiator heating sys- 
tems suggesting that this is a very good 
time to have the heating plant checked 
over, and to report any difficulties en- 
countered during the last heating season. 
With these eliminated, you may be assured 
of a comfortable heating season ahead, 
from the very first day it becomes neces- 
sary to get the boiler into operation. 


If you will just phone me, I'll have a 
competent man look over your heating 
plant. He can make minor adjustments: 
if there's something necessary in a large 
way, we'll get in touch with you. And if 
your heating plant is in perfect shape, 
we'll put our 0.K. on it. Just phone. 


Very truly yours, 
HARRY BROWN. 


A heating seles letter 


Me 





























“lll be 
right up, 
Mr. Jones 


and I'll bring that 
indented spiral 











pipe with me”... 


. t, ss 





HEN customer Jones says he’s tired of fooling 
with pipe that makes his drinking water look 
like red ink—when Mrs. Hughes complains about the 
greenish-white scum that is eating up her expensive new 
pipe—that’s the time to insure permanent pipe satisfac- 
tion by installing Reading Genuine Puddled Iron Pipe. 


But don’t think that you will give your customers 
the complete protection of Reading Genuine Puddled 
Iron Pipe by merely installing “wrought” pipe, or 
even “‘wrought iron” pipe. You’ve got to make sure 
that you get the kind of iron pipe that Reading has 
been making for 83 years —the pipe that is puddle- 
proofed against corrosion, vibration and electrolysis. 


To protect you from substitutes, and to make iden- 
tification easy and certain, Reading marks every length 
of its Genuine Puddled Iron Pipe with an indented 
spiral. Look for this mark—then you'll never be misled. 


READING: 
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Atlanta, Baltimore, Boston, Buffalo, Pittsburgh, Cincinnati, 
New York, Detroit, Houston, St. Louis, San Francisco, Seattle, 
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| READING PRODUCTS 


Pipe Couplings 
Tubing Bar Iron 
Casing Blooms 
Sucker Rods Cut Nails 
Nipples Boiler Tubes 


For information and quotations address 


READING IRON COMPANY 


General Offices: 401 N. Broad St., Philadelphia, Pa. 


Mills: Reading, Pa. 


Angeles, Kansas City 


PIPE 


Chicago, Tulsa, Los 


UDDLED 
R ON 








Science and Invention Have Never Found a Satisfactory Substitute for Genuine Puddled Tron 























1 


oa 
x 





me 


AMONG MANUFACTURERS, WHOLESALERS AND 











Buys Standard Underground Conduit Co. 


The Ric-wil Company of Cleveland, Ohio, has pur- 
chased the business of the Standard Underground Con- 
duit Co. of Atlanta, Ga. 


* 
N. P. S. A. Sets Convention Date 


The annual convention of the National Pipe and Sup- 
plies Association will be held at the Greenbrier Hotel 
and Cottages, White Sulphur Springs, W. Va., on 
Wednesday, Thursday and Friday, April 27, 28 and 
29, 1932. 
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A. M. Byers Co. Secures Option on Canonsburg 
Plant 


A. M. Byers Co. of Pittsburgh, Pa., has secured a 
six months’ option to purchase the Canonsburg Steel & 
Iron Works at Canonsburg, Pa., makers of black and 
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galvanized sheets. It is understood that the Canonsburg 

company will roll wrought iron sheets in an experi- 

mental way for the Byers concern the next few months. 
o 


Will Represent Imperial Brass Mfg. Co. 


The Layman-Rummel Co., 200 9th street, Pittsburgh, 
Pa., has recently been appointed representative for the 
Imperial Brass Mfg. Co., Chicago, in the western half 
of Pennsylvania and the state of West Virginia. 


® 
Is Appointed Assistant Sales Manager of 
Revere Copper & Brass, Inc. 


Donald Dallas, president of Revere Copper & Brass, 
Inc., has announced the appointment of C. A. Macfie as 
assistant sales manager of the company, with headquar- 
ters in the sales department, 230 Park ave., New York. 

Mr. Macfie has been in the copper and brass business 


f 


- 


The Silent Glow Oil 
Rurner Corp. Hart- 
ford, Conn., will shortly 
occupy the buildings 
pictered here, for- 
merly the plant of the 
United States Rubber 
Co. in Hartford 
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since 1912, starting with the U. T. Hungerford Brass 
& Copper Co. Later he became connected with the 
Rome Brass & Copper Co., now known as the Rome 
Division of Revere Copper & Brass, Inc., and was in 
charge of all sales to distributors in New York City and 
the metropolitan area. 

Since the Revere consolidation, he has been manager 
of merchandise sales in the New York district. 


é 
Buy Entire Common Stock of Laib Co. 


George H. Laib and Phil F. Laib have purchased the 
entire common stock of Laib Co. at 18th and Magnolia 
streets, Louisville, Ky., and will continue the business of 
this concern. The business of Phil Laib Sons, Inc., 
which was recently started, will be discontinued and its 
members will devote their time and efforts to the inter- 
ests of the Laib Co. 


« 
Death of Orlando Ware 


Orlando Ware, treasurer of James B. Clow & Sons, 
Chicago, died Sunday, August 2, after more than 
thirty years continuous service with that firm. He 
was in his 73rd year at the time of his death. Mr. 
Ware's first position with the Clow firm was in its 
credit and claim department. In 1920 he was ap- 
pointed treasurer. He was widely known in the 
plumbing and heating industry. 





August 22, 1931 


Moves to New Quarters 


Richmond Radiator Co. (Gas Products Division), 
2220 Chestnut street, transferred its offices on August 
1 to the Philadelphia office and warehouse at 2241 
North American street, Philadelphia, Pa. 


& 
Finds Business Improvement 


In a trip through the New England States recently 
undertaken by George Myrick, Jr., sales manager, and 
G. A. Cornwall, Bridgeport, Conn., representative of 
the Pennsylvania Range Boiler Co., Philadelphia, Pa., 
business sentiment was found to be improving in nearly 
all lines. 


. 
Will Sell Plumbing Products 


Quality Products, Inc., Dayton, O., has been organ- 
ized as a merchandising organization to sell plumbing 
products as well as a number of specialties which are 
being handled by plumbing and heating dealers. The 
company plans to develop a national organization of dis- 
tributors and salesmen directed from its home office in 
the Dayton Industries Building, Dayton, O. C. E. Bur- 
nett, formerly president of the Duro Co. heads this new 
company as its president. 

H. R. Eicher, formerly general sales manager of the 
same company, is vice president. James Burnett is secre- 
tary and treasurer of the company. 


James A. Messer Co., 
Inc., plambing supply 
firm of Washington, 
D. C.. recently moved 
into the new building 
pictured here, located 
at 1206-08 K_ street 
Northwest 
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Walco Wrench 
BALLOT 


1000 wrench users told us why 
they liked the WALCO 


Greater Strength 
Simpler Design 
Improved Teeth 
Quicker Action 
Added Safety 


New Spring Assembly 


ns : ne 
ar 








W. have tabulated the first thousand 
returns on the Walco Wrench Ballots we 
sent to 37,000 wrench users. 31% con- 
sidered the Walco’s all-forged strength 
as its greatest improvement over other 
pipe wrenches. 28% said that its simpler 
4-piece construction is a still more im- 
portant feature. 59%, therefore, believe 
that strength and simplicity are the most 
vital considerations in pipe-wrench man- 
ufacture. 


For strength, Walco offers the radical 
departure of a drop-forged handle and 
jaw-housing in one piece and a special 





heat treatment that 
gives extra hardness. 


For simplicity, the 
Walco provides a 
new 4-piece con- 
struction—jaw, bar, nut and spring. 


The opinion of these 1000 users is further 
proof that even if the Walco had no 
other improvements, we were right in 
making it stronger than any other pipe 
wrench (as repeated tests have shown) 
and simpler (as is readily apparent the 
first time you use it). 
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Walworth Reso Generel Sales Offices: oa East 4009 St New York 


OTS OP TE CORI 
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WALWORTH 
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i rom Street to Bath 





Fig. 172 A: Compression 
Lavatory Valve, Straight ee 
Pattern, Wheel Handle. 





Fig. 179 F: Erico Faucet. 
Flanged Female I. P. 
All Brass Lever Handles 


and Tray. 


Bathroom Fixtures. 
Plumbing Brass Goods. 
Hays Copper Plumbing. 





... Jor Service and Beauty 





HE Hays line includes: Brass and Iron Goods from the service 

tappings in the street, including gas and water main tapping 
machines; Plumbing Brass Goods through the house and finally 
the finest of fixtures for the bathroom. 


A quick reference loose leaf catalog called ‘‘Street to Bath’’ shows 
the entire Hays line. Incidentally, the Hays Copper Method is 
completely described in it. Write for your copy today. 


HAYS MANUFACTURING CO., ERIE, PA. 


~~ 








Fig. 108 DAE: Standard 
Corporation Stop with 
I. P. or W.W. Std. thread 
for direct connection to 
copper pipe. 





Fig. 185 E: Signet Com- 
ression Stopand Drain, 
Jome Bonnet. 





Brass and lron Goods 
for Water, Gas and Oil. 


Tapping Machines. 
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Plumbing and Heating Golf Association of New 
York Holds August Meet 


Due to the generosity of their president and host, 
Morris Jarcho, the members of the Plumbing and Heat- 
ing Golf Association of New York had the privilege of 
playing the Elmsford Country club course on August 15. 
This was the August tournament of the association and 
due to the excellent condition of the course some keen 
competition developed. The surprise of the day, though, 
was the announcement of a special trophy, presented by 
Mr. Jarcho. This was a statue of a golfer and Leo 
O’Neil was the contestant who carried it off. Mr. Jarcho 
presented the trophy in honor of the tournament being 
held at his home course. 

The following scores for the day were posted, the 
winners choosing their prizes from an excellent and 
varied assortment: 


Plumbers 
G. HL N. Go mi 
M, SOFCMO ceases 110 31 79 We WH cxeae% 122 75 47 
John E. Weil.... 92 16 76 ee Xe ) eee 137 52 85 
George E. Gibson 92 13 79 W. R. Nygren....131 75 56 
H. Leiblich ..... 105 35 70 E. Duklauer .... 84 16 68 
ay GE. a6 wa bee 04 119 51 68 a eS le 133° 2 «+4 


H, A. Halloran...103 18 8&5 G.M.McCormack.100 50 = 50 
Manufacturers and Jobbers 


a. a ae eo ma 
Fred Schill ..... 121 53 68 BOO occeves 119 52 67 
C. Letb@ried .....> 126 67 59 A. 8. Foster..... 103 31 72 
Wm. M, Doncourt.104 26 78 Leo O’Neil ...... 89 19 70 
J. J. Lannigan...123 30 93 Cc. S. Coleman....107 32 75 
Mm. Moberts ..c- 87 12 75 F. Heinze ...... 94 21 73 
a eee 112 28 84 T. A, Johnson... 83 3. 80 
ae 95 16 79 a SE Seah was 110 19 91 
a ee ba as bower 94 20 74 i SE, és oS 6 is 113 44 69 
CL “Anewonsne 96 14 82 G. B. VanBuren.. 96 23 73 
>. ee 121 39 82 he 0 eee 127 59 68 
J. Edwards ..... 106 25 81 E. Schwartz ....109 34 75 
M. Smolka ...... 109 17 92 W. Mittleman ..120 44 76 
i | Pe 99 24. 75 — eee 97 34 63 

Guests (Kickers’ Handicap) 

- 2a Bee a. — = 
McConnville ..... oo: «fe Rosenthal ...... 122 3 R8 
> F. Cowles, Jr..101 25 76 Sidney Jarcho ..116 44 72 
W. M. Thomson..143 75 68 F. MecLaughlin...116 44 72 
ee 112 35 17 Des. le Os we oe 113 25 88 
2 a 111 30 81 ee errr 107 30 77 
Cc. H. Denicke... 95 17 178 M. Rosenblatt ..100 44 56 

Other Guests 

¢. Hansen J. Wolnishauser 
B. Burn J. Warner 


The following received prizes as a result of the day’s 
play : 

Plumbers: 1st, W. Wallis; 2nd, C. McCormack ; 3rd, 
W. R. Nygren; 4th, E. Duklauer; 5th, E. Beer. 

Manufacturers and Jobbers: 1st, C. Leibfried; 2nd, 
H. Rose; 3rd, E. Delany; 4th, F. Schill; 5th, C. J. Bray. 

Guests: Ist, R. Lynch; 2nd, R. Corlies; 3rd, C. H. 
Denicke ; 4th, McConnville; 5th, E. F. Cowles, Jr. 
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Eastern Trade Golfers Hold August Meet 


In spite of threatening weather, August 11 and the 
Pomonok Country club, at Flushing, L. I., N. Y., saw 
another highly successful Eastern Trade Golf Asso- 
ciation meet. The Pomonok course, excellent be- 
cause of its perfect condition, afforded the contest- 
ants plenty of opportunity to prove their worth. The 
awarding of prizes was governed by the low net for 
thirty-six holes and this method gave some of the 
entrants who were off their game in the morning 
round an opportunity to come back strong in the 
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afternoon. Following are the scores and prize win- 


ners: 
Afternoon Round 


G. H. N. G. H. N 


T. M. Kellogg... 81 11 £470 Elwood White ..101 24 77 
J. Cc. MeDonald..110 24 8&6 J. Barnum a a ae 
m A. Wolk...... 89 24 FS G. R. Galbraith... 97 18 79 
A. F. Hinrichsen. 98 20 78 W. H. Murphy...106 26 80 
Bis BS 2 ccc os AG 986 6USE T. W. Powers...105 21 84 
R. G. Bookhout..102 26 76 J. Schwevin .... 89 10 79 
H. P. Bartlett...105 22 8&3 C. A. Weicss «+ 123 37 86 
L. B. Harrison...119 24 95 oe te: Cee 100 26 74 
J. B. Garfield.... 88 8 80 2 oer ee 99 3 86 
B. S. Bacon......103 27 76 me Be. PRO. .<-s: 39 13 77 
F. A. Murray.... 91 13 78 KE. H. Ruppert...116 45 71 
John J. Kjerner. 81 2 79 J. T. Midyett....104 26 78 
Arthur Glore ...107 14 93 


Prize Winners 


Low net, 36 holes, T. M. Kellogg, set of dishes and goblets. 
Second low net, E. H. Ruppert, golf bag. 

Third low net, J. Schwevin, clock. 

Fourth low net, J. C. McDonald, golf bag. 

Fifth low net, Y. J. Cucci, table. 

Sixth low net, B. S. Bacon, sweater and stocking set. 
Seventh low net, J. B. Garfield, golf balls. 

Kighth low net, R. A. Wolff, golf balls. 

Sth low net, R. G. Bookhout, cigarette case. 

Tenth low net, FE. H. Page, bridge set. 

Eleventh low net, G. R. Galbraith, golf balls. 
Twelfth low net, F. A. Murray, golf balls. 


* 
Western New York Trades Golfers Hold Tournament 


The regular monthly meeting of the Western New 
York Trades Golf Association was held on Monday, 
August 3, at the Park Club in Williamsville, near Buf- 
falo. 

Walter Voisinet, president of the association, had low 


> 





Top picture, left to right: Walter Voisinet, president of 

Western New York Trades Golf Association; S. Barnet, 

director; Eimer Carlson, secretary; Warner Spencer, treas- 

urer. Bottom picture: Group of members attending recent 

tournament of the Western New York Trades Golf Asso- 
ciation 


gross score of 80. P. S. Hedley won the duffer’s cup 
with a score of 146. Among the foursome winners for 
the day were: 


(7. H. WN (j Hi. N 
we BemmEe ss so 105 25 8&0 D. JI. Mahoney... 103 30 73 
Harry Couch ... 117 43 74 W. E. Voisinet.. 80 9 FI 
Mr. Roberts .... 103 7 76 A. MeCullouch.. 119 48 71 


i | 
~} 
~J 


J) 
Elmer Carlson.. 102 2! 


Kach of the above winners received three golf balls 
as a reward. Dinner was served in the club house, fol- 
lowed by a business meeting, which was presided over 
by President Voisinet. 
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EASY THREADING 








Case Alpha Brass Ape 
threads easily. Your die cuts 
cleaner and sharper threads, 
too. That’s because of the 
extra lead in Alpha. The next 


time you use brass pipe, order 





CHASE 


The mark that identifies good 


Chase Alpha from your job- 


brass and copper products 


ber, and test it for yourself. 


CHASE G/a BRASS PIPE 


CHASE BRASS & COPPER CO.— Incorporated WATERBURY, CONN. 
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New England Metal Products Golf Association 
Holds August Meet 


The August meet of the New England Metal Products 


| Golf Association was held on the 8th, at Hoosic-Whisick, 


| with James W. Rollins as host of the day, and, in spite 
_of the warm weather, the day was a great success. 





_ president of the Davies Sup- 
_ ply Co., of Chicago, has been 


of the N. O. Nelson Mfg. 
Co., St. Louis, Mo., effective 
| August 
_has been prominently identi- 











At dinner P. W. Donoghue was given a warm but 
informal recognition of his election to the presidency 
of the National Association of Master Plumbers. He 
responded with a very fine talk. 

Among the guests of the day was A. M. Maddock, 
vice president, Standard Sanitary Mfg. Co. It was 
voted to hold the next meeting some time later in the 
month at the Waltham Country Club, and the Septem- 
ber meeting at Metacomet. 

The prize winners were as follows: 

MORNING 


CG. H. N. 
tet petne: Dream TH. BERR ROTE... ..ccccccsevverns 99 36 63 
Dee ee eee GS, Ts a bic cee sbictesesoens 89 24 65 
SrG wmriee, OOM Ts -OCGebs ccc cc ecccsicncens 86 20 66 

AFTERNOON 

Ist prize, D. Willam Wade............-.ee6. 87 33 54 
ee eee err 106 45 61 
See oeGne. FD Bi Se. 0 0. a 0 000 cece neeee 94 30 64 


Business Personals 


J. C. McEwen, formerly 
appointed general manager 


15. Mr. McEwen 
fied with the plumbing and 
heating supply business for 
many years. He served as 
second vice president of the 
National Pipe and Supplies 
Association. He was also 
treasurer of the National 
Plumbing and Heating Insti- 
tute, Inc., of Chicago, until 
that organization was disbanded several weeks ago. 





J. Cc. MeEwen 


MARSHALL Davies has been elected president of the 
Davies Supply Co., Chicago, succeeding J. C. McEwen. 
Mr. Davies was formerly treasurer of the company. He 
has been associated with the plumbing and heating in- 
dustry for many years, joining the Davies Supply Co. in 
1919 after having served in the United States army dur- 
ing the war. A. G. LUNDQuIsT has been appointed 
treasurer of the Davies company. Mr. Lundquist has 
been associated with the company for more than sixteen 
years. He was formerly auditor of the firm. 

LAWRENCE S. HAMAKER has been appointed manager 
of sales promotion for the Republic Steel Corp., Youngs- 
town, Ohio. For the present, Mr. Hamaker also con- 
tinues in the position of advertising manager for the 
corporation. 

Joun J. STANTON, merchandise manager of the north- 
west district of Westinghouse Electric & Mfg. Co., has 
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Ten Secon d. GATS ALL vou NEED 


Above—The Prest-0- 
Weld Detachable Valve 
Body is supplied on all 
new-type Prest-O-Weld 
Blowpipes. 


AtRight— The fournew- 
type Prest-O-Weld Blow- 
pipe Handle Assemblies 
tllustrated are the Types 
W-105 and W-106 for 
welding, the Type C-105 


for cutting, and the Type ms | nr 
CW-105 cutting attach- 
ment, a 


' 
’ ‘ 
| WELDING AND 
; : : 
: A i ae Une P 
3 a e y ; 
age 1 ae ; we, 
D Aah Ata ee “ we _ ¢ 


XX THY waste minutes hunting 
wrenches and wrestling with 
balky hose every time you change 
blowpipes? With the new Prest- 
O-Weld Detachable Valve Body 
you can snap on any one of four 
new-type Prest-O-Weld Blowpipes 
in ten seconds without disconnect- 
ing the hose or using a wrench. 
This means you can switch from 
a large or small welding blowpipe 
to a cutting blowpipe or cutting 
attachment without a minute’s 
delay. In shops doing a wide variety 


CUTTING APPARATUS 


% 


‘of work, this feature saves hours 


every month. 

It also offers a real economy to 
the shop which must keep its appa- 
ratus investment low. Instead of 


_ buying four blowpipes, you buy one 


new-type Prest-O-Weld Blowpipe 
equipped with a detachable valve 
body. Later, when other blowpipes 
are required, merely buy the snap-on 
handles. These cost less than com- 
plete blowpipes, and one detachable 
valve body fits them all. Ask your 
jobber to show you how it works. 














The Prest-O-Weld Type CW- 
105 Cutting Attachment at- 
saches directly to the Prest-O- 
Weld Detachable Valve Body. 
It is small enough to be carried 
in the operator's pocket yet 
will cut metal up to 2 in. in 
thickness. 

Price, complete with nozzles 
Nos. 1 and 2, lighter and 
WOGRER 6 wo ts woes $21.00 
Prices slightly bizher west of the 

Rocky Mountaéins. 








District Offices 
Detroit 
El Paso 


THE LINDE AIR PRODUCTS COMPANY 
Unit of Union Carbide and Carbon Corporation 


UCC 


IN CANADA, DOMINION OXYGEN COMPANY, LTD., TORONTO 


Houston 
Indianapolis 
Kansas City 
Los Angeles 
Milwaukee 
Minneapolis 
New Orleans 


126 Producing Plants 627 Warehouse Stocks 





New York 
Philadelphia 
Pittsburgh 
St. Louis 

Salt Lake City 
San Francisco 
Seattle 

Tulsa 





LINDE OXYGEN PREST-O-LITE ACETYLENE OXWELD APPARATUS AND SUPPLIES 


UNION CARBIDE 
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been appointed Milwaukee manager of the firm. In 
his new capacity he has charge of the state of Wisconsin 
and the upper Peninsula of Michigan. Mr. Stanton 
joined the Westinghouse company in 1916, traveling the 
state of Wisconsin as salesman. He was appointed mer- 
chandise manager in 1926. 

WitiraM B. Sawyer, formerly with General Motors 
Corp., has been appointed vice president in charge of 
sales of the Super Oil Heater Co., Pawtucket, R. I. 

G. C. Smitu, Hartford, Conn., has been appointed 
sales and service manager of the new office of the 
Silent Glow Oil Burner Corp., at 410 Main street. This 
new office will have showroom and will be a direct 
factory branch. Mr. Smith has been connected with the 
oil burner field for the past nine years. 

R. J. Wetsu, Atlanta, Ga., manufacturers’ represen- 
tative has moved his office from 414 Healey building, 
to 917 Healey building. 

J. D. Farrey, Atlanta, Ga., representative of the Paci- 
fic Steel Boiler Co., has opened offices at 511 Grand 
Theatre building, Atlanta. 


Jack Swarkey, formerly with The Montgomery 
Plumbing Supply Co. of Jersey City, N. J., is now 
affiliated with the Lincoln Plumbing Supply Co., also of 
Jersey City. 

Lioyp C. Coo.ey has been appointed sales representa- 
tive in the Chicago district for The U. S. Stoneware 
Co., of New York City. He will make his headquarters 
at 75 Wacker drive. Mr. ony has s had wide experi- 
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ence in the chemical and equipment industries, first with 
the E. B. Badger & Sons Co. and later with the U. S. 
Industrial Chemical Co. More recently he was connected 
with the Swenson Evaporator Co. in an enginering and 
sales capacity. 

Lee A. KELty has just been appointed manager of 
the New York sales office of the Standard Sanitary Mfg. 
Co. Mr. Kelly has served for several years with this 
concern as manager of the promotional department of 
the New York metropolitan area. 


T. R. LANGAN has been appointed northeastern dis- 
trict manager of the Westinghouse Electric and Mfg. 
Co. of East Pittsburgh, Pa., with headquarters in New 
York City, according to announcement of C. E. Ste- 
phens, vice president. Mr. Langan has been with the 
Westinghouse Company for more than twenty years. 


B. W. Braprorp, manufacturers’ agent of Atlanta, 
Ga., has moved his offices from Edgewood avenue, NE, 
to 189 Trinity avenue, SW. 


G. L. Harris has been appointed manager of office 
systems of the Westinghouse Electric & Mfg. Co., it is 
announced by President F. A. Merrick. Mr. Harris has 
had extensive experience in office management and pro- 
cedure, having been manager of office systems for the 
Philadelphia Electric Co. for the last three years. 
Previously he was manager of office systems for the 
Georgia Railway & Power Co. at Atlanta and for several 
years organized and installed office systems in the Insull 
properties at Chicago. 








Send for 
the 
Kennedy 
Catalog 


Kennedy 
Malleable-Iron 
Pipe Fittings 


help you to figure closely 
with safety because 
they speed up pipe fitting 
jobs and assure lastingly 
tight joints at the first 
make-up. 


The Kennedy Valve Mfg. Co. 
Elmira, N. Y. 


Branches in principal cities 


VALVES~PIPE FITTINGS~FIRE HYDRANTS 
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A new editorial service for the 
srowing number of heating 
dealers who are bringing higher 
standards of comfort and con- 
venience to the American home 


In this Issue: 
Principles of Correct Stoker Installation 


Rochester O1rl Heat Association Finds 
Newspaper Campaign Effective 


[low a Return Became a Supply in a 
Gas-Fired Heating System 


Some Lessons in Handling Salesmen 
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Pp ILGRIM 
SPACE HEATERS 
WELCOME 
COMPARISON 


Pilgrim Space Heaters 
welcome comparison 
with anything in their 
field. 

















The Pilgrim Cabinet Heater 
Ideal for dining and living 
rooms. Its natural walnut 
finish blends with the room 
furnishings. Concealed 10 
gallon sterage tank assures 
plentiful fuel supply, and 
steady. controlled heat. 

















Phe Pilgrim Utility Heater 
For filling stations, garages. 
camps, offices. etc... wherever 
effective. controlled heat is 
needed. Its sturdy unit con- 
struction makes it easy to 
transport anywhere. Heats 
up te 3500 cubic feet in zero 
weather. 


Compare them in appearance and 
performance. Let your own investi- 
gation convince you—as others have 
been convinced—that here is, un- 
questionably, the best practical line 
of space heaters on the market. 


Strong words, perhaps——but the facts 
are stronger still. They prove that, 
on every count, Pilgrim Space Heat- 
ers stand head and shoulders above 
competition. 














They embody the last word in design 
and construction—the result of the = The Pilgrim Small’ Ga- 


rage Heater—This com- 


experience of the best minds in the __ Patt fittle heater is just 


the thing for small ga- 
rages, watchmen’s shan- 


entire industry. ties, small rooms, etc.: 


equipped with 2'o-gallon 
Compare their appearance. Thefull [an it, gives constant 
grained walnut finish of the enamel- — *"'etier- 
led cabinets adds value—and gives an 
eye appeal far beyond that of any other space heaters 
ever built. The sturdy cylindrical heaters look as 
efficient as they are. 


See the Pilgrim line. Check it, feature by feature, with 
any other. Pilgrim Space Heaters weleome comparison. 
If you want to sell successfully, you must sell Pilgrims. 
Write for complete information today. 


THE SILENT GLOW OIL BURNER CORPORATION 
Chicago HARTFORD, CONN. St. Paul 
In Canada: SILENT GLOW OIL BURNER CORPORATION, LTD. 
6320 St. Hubert St., Montreal, P. Q. 


Member American Oil Burner Assoc. Member Oil Heating Institute 
Member National Electric Light Assoc. Member Distillate Burner Mfra. Assoc. 





rinciples of 
Orrect 
toker 


nstallation 


H. C. CARROLL indicates the 
need for sufficient combustion 
space in installation design and 
urges test of the existing plant 
before installation is made* 


VER ninety per cent of the stokers installed are 
under heating boilers. As an indication of the 
interest and popularity of this method of fir- 

ing, it may be pointed out that one list shows at least 65 
manufacturers are engaged in making these small stokers. 
In the last few years, with the advent of the small auto- 
matic stoker, the interest in economical heating costs has 
increased materially. Up to that time, the hand fired grates 
were employed generally and to avoid smoke, a smoke- 
less coal was resorted to usually. Now the situation is 
changed somewhat. It is possible, with the proper selec- 
tion and setting of stokers, to obtain smokeless com- 
bustion with economy. Not only have stokers been found 
to make savings in fuel and give more uniform heating 
pressure but also they have been found to effect savings 





* Mr. Carroll presented the material contained in this paper 
at the second Midwest Bituminous Coal Conference, held on 
May 21 and 22 at the University of Illinois. 
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Heating boilers claim over 90 
per cent of the stoker installa- 
tions. In applying stokers to ex- 
isting plants, the safest way to 
determine the proper size and 
load characteristics is to run 


simple tests on the present equip- 
ment 





1 labor. I know of instances in heating apartments where 
one fireman is taking care of as many as five buildings 
with entire satisfaction. 

To set stokers properly, it is essential that proper com- 
hustion space be provided, not only for proper heat re- 
lease but, where heating boilers df the firebox type are 
used, to provide some refractory surface. Generally, 
this calls for the lowering of the ashpit floor in plants 
where boilers already are installed, or for raising the 
boilers in new installations. I have never seen too much 
combustion space in an installation, but many have too 
small a volume to burn the high volatile coals smoke- 
lessly. 

In the design of a pit for this purpose, care should 
he taken to give ample space for the cleaning of fires 
and the removal of ashes. This point is often over- 
looked, and in some installations the removal of ashes is 
a greater task than it formerly was with the original 
hand fired grates. Too many of these stokers are put in 
without adequate knowledge of the work required of 
them, the load to be carried, peak loads to be met, or 
draft conditions. 

In applying these stokers to existing plants, the safest 
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way to determine the proper size of 
stoker to use, and to ascertain the char- 
acteristics of the load, is to run a simple 
test on the present equipment. This 1s 
not an expensive item and serves as an 
infallible guide in the proper selection 
of equipment. With this it 1s possible 
to make definite guarantees as to efh- 
ciency, savings to be made, and costs of 
installation. Draft conditions can be 
determined; a very important item in 
establishing the rating that can be ex- 
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pected. 

These tests often bring out the possi- 
bility of operating one boiler at high 
enough rating to carry the entire load, 
whereas under the old conditions two 
units were operated. This means an 
additional saving often overlooked in 
original estimates. 

These tests also will determine what 
is the possible safe limit of rating on 
heating boilers in order to avoid high 
moisture content of the steam delivered. 
There seems to be little reliable data as 
to the over-rating capacities of heating 
boilers, and often headroom limitations 
dictate this. The piping lavout over the 


The building at the right is 
hented with un stoker fired plant, 





an view of which is shown below 








This stoker installation which 
heats the building shown above, 
is nutomatically controlled and 
has made possible for the owner 
an extra room in the basement 
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Whatever the Fuel or Firing Requirements 


BURNHAM 
Makes The Boiler 


N. B. Here is a Burnham Cast lron Boiler, equipped with special ash pit 
front for oil burner. The Burnham long fire travel makes it exceptionally 
economical for oil fuel. 
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Representatives in all principal cities of the United Stats 
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boilers is another important point in being able to deliver 
dry steam. 

In any event more care should be observed in deter- 
mining the conditions under which stokers are to be in- 
stalled. The many cases of trouble after the equip- 
ment is in leads us to believe that often a hit-or-miss 
method is used in ascertaining the facts in each case. 

In a great many instances, as soon as one of these 
stokers is installed, a hunt is on for the kind and size of 
fuel that will burn successfully and carry the load. In 
one instance eight different coals were tried out, and in 
the final analysis the fuel had nothing to do with the 
troubles that were being experienced. 
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We have frequent calls for information as to the kind 
and size of fuel to use on a stoker of the kinds under 
discussion. 

The total amount of steam required on a fixed heat- 
ing load is practically constant for the heating season, 
and with this knowledge at hand, definite savings can 
be established if definite performance is exacted in the 
purchase of the fuel burning equipment. 

In well designed plants the range of coal costs, from 
office buildings to apartment hotels, runs with stoker 
installations from 10c to 19c per square foot per sea- 
son, burning Illinois screenings at the standard price of 
$5.15 per ton, wagon delivery in Chicago. 





Rochester Oil Heat Association 
l'inds Newspaper Campaign Effective 


LESSENING of sales resistance in the mer- 

chandising of oil burners has been noticed 

in Rochester, N. Y. since the formation 

there of the Rochester Oil Heat Association and the 

inauguration by this organization of an educational 
campaign in the local newspapers. 

Two plumbing and heating contractors—Bareham 

& McFarland, Inc. and Howe & Bassett Company— 

are among the ten firms which comprise this co-oper- 








“Heat with oil’’ ——— 


Even Heat 2 


in your home 


—without even looking 
at your furnace 


HAT’S the way oil burners perform— 

set the thermostat for whatever tem- 
perature you desire and you'll have that 
same temperature all day and every day 
all winter long ...no matter what the 
outside thermometer reads. Oj! heat is 
uniform automatic heat! 


It’s Not Too Late! 


to rid yourself of old-fashioned fuel problems. Oil 
burners may be installed in your present heating plant 
(no matter what type it is) in a few hours’ time— 
before your house has a chance to cool. 





Ask Any Member of this Association 


Buy Your Oil Burner and 
Oil from a Member of the 





Rochester Oil Heat Association 
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ative organization. Both firms are convinced that 
their membership in the Rochester Oil Heat Associa- 
tion is a step in the right direction. 

Said G. A. Draude, sales manager of Howe & Bas- 
sett Company: 

“While we have not been able to trace any definite 
sales to the co-operative campaign sponsored by 
the association, we have noticed a marked difference 
in public reaction to our sales methods. Our sales- 














HEAT WITH OIL 




















<a 


Advice to the | 
Weather Beaten _ 


ARK TWAIN it was, who lamented the | 
} fact that while everybody talks about the 
| weather, nobody does anything about it | 

and as far as this hot weather one day and cold 
| weather the next day is concerned, we'll admit | 
| we can't do much about it but we can do some- | 
thing about your heating problem next winter 
when you'll be complaining against the cold just | 
as bitterly as you now complain of “‘changeable — 
weather.”’ Oil heat gives you uniform heat just 
when and how you want it. It’s more efficient 
than old-fashioned methods and ends forever the 
| drudgery and ashes of furnace tending. Any 
member of the Association will gladly give you 
| more information on this important matter of 
heating. 





Buy Your Oil or Burner from a 


Member of the 


Rochester Oil Heat 


| Association 
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men have found considerably less resistance to oil, 
heating arguments on the part of the prospect. The 


DOMESTIC ENGINEERING 


77 


much to make the public ‘oil heat conscious.’ We 
have noticed it in our contact with prospects this 


public seems to be more interested in the question; year. They seem more familiar with the subject of 


to be much better acquainted with the whole subject 


than heretofore. Almost all 
prospects interviewed have 
commented on the advertis- 
ing which the association is 
sponsoring and have ad- 
mitted that they have been 
influenced favorably toward 
oil heating as a result.” 


Sales from the Campaign 


W. W. Slayton, manager 
of oil burner sales for Bare- 
ham & McFarland was even 
more enthusiastic about the 
campaign. 

“IT know of about half a 
dozen burners we have sold 
as a result of this campaign,” 
he said. “Our oil burner sales 
this year are running well 
ahead of last year, and this 
despite the fact that we have 
to cope with unfavorable 
conditions. We feel that the 
educational advertising cam- 
paign sponsored by our local 
oil heat association is doing 








Modernize 


to you. 


joying one. 


Heat With 





You don’t have to build— 


A new house in order to install Oil Heat. 


The members of this Association have equip- 
ment that may be installed in any type of 
furnace without difficulty or inconvenience 


From then on you are as near free from heat- 
ing worries as it’s possible to be. Don't take 
our ‘‘say-so” for it. Ask the man who is en- 


Buy Your Oil Burner and Oil from a Member 
of the 


Rochester Oil Heat Association 


The four newspaper advertise- 
ments shown give a good idea 
of the type of copy run. Each 
advertisement carried the names 
of all members of the association 
~ which included firms that 
were not heating companies, but 
were interested in other ways 
in the spread of oil heating. 
Note that, in addition to the 
general idea of oil heating, an 
attempt is made to tie up to oil 
heating the modernizing idea 


oil heat and while, of course, we do not sell as many 


as we would like, those sales 
that we do make are con- 
summated with greater ease 
than heretofore.” 

Both men agreed that it 
was necessary tor the 
plumbing and heating indus- 
try to be represented in the 
local association. “Other- 
wise,’ they said, “much of 
this business would go to 
firms outside of our indus- 
trv. By belonging to the as- 
sociation, we help to keep a 
fair share of the oil burner 
business in the plumbing 
and heating industry.” 

The advertising campaign 
sponsored by the association 
consists of large ads weekly. 
These ads are not designed 
to sell anv particular burner 
but deal with the benefits of oil 


heating. The pleasure and 
comfort and freedom from 
annoyance are some of the 


points brought out. 
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HEAT WITH OIL 


More Oil Burners 


Are Being Sold Today 
Than Ever Before 


Your Heating System _ are many reasons for this public 


acceptance of Oil as a fuel—but chief 
among them all is owner recommendation. 
Present owners of Oil Burners are really 
‘“selling’’ the merits of Oil as a fuel far more 
than Oil Burner salesmen.. Talk to the man 
who owns an Oil Burner and you'll find him 
enthusiastically satisfied. 


One of such recently wrote, ‘I do not think 
operating costs varies much from that of my 
old furnace—but if it cost three times as 
much I would not part with it.” 
Ask any member of the Associa- 
tion for a list of users — talk to 


Ask Any Member of this Association Them. 
Buy Your Oil Burner and 


Oil from a Member of the 


Rochester Oil Heating 
Association 

















| HEAT WITH OIL | 











A 
U 
> 
oO 
M 
A 
7 
! 
C 
H 
E 
& 
T 





ais 
_ 
U 
- 
O 
M 
A 
T 
i 
Cc 
H 
E 
o 
T 





DOMESTIC 


ENGINEERING 











SPENCER HEATER COMPANY 
Establishes New Standards of Boiler Value 


New Low Prices 


Already hundreds of orders have come 
in from enthusiastic heating contractors, 
as the result of our announcement. The 
present business situation has been seized 
upon by Spencer as a golden opportu- 
nity to grow. Spencer’s new low prices 
are one part of a new Spencer program 
to invade new markets; stimulate imme- 
diate sales; and pave the way for a larger 


future volume. 
Spencer is in a position to do these things: 


Because, Spencer products are universally 


recognized as quality leaders. 


Because, Spencer products are worth more than 
ordinary heaters. 
What Spencer announces here is the 
same kind of progressive thinking, the 
same kind of strategy, the same kind of 
merchandising daring that has enabled 
Auburn Automobiles to be the one out- 
standing spectacular success in that in- 
dustry this year. Spencer is applying the 
same tactics to its field, because Spencer, 
Lycoming and Auburn are members of 
the same family —the Cord Corporation. 
Methods and policies that have proven 
so successful at Auburn are now adopted 


by Spencer. 





1 Wetakea superior product with emphatic, exclusive advantages that 
is worth more money, and now put it within the reach of a larger market. 


2 By offering a better product at these new attractive prices, at one 
stroke Spencer forces a complete revision of all standards of comparison. 


Here is convincing proof that Spencer’s leadership of the past is to become even 
more dominant in the future. Spencer gives you a new story that will appeal to all 
your customers — an opportunity to revise all your outstanding estimates, with a 
further inducement to buy now. “If you have not received the new Spencer price 
list, showing these reductions, write for it now. 














But new low prices are not all of the new Spencer program now offered to you. 


THREE NKW 


Spencer Rotary Ash Receiver; the modern method of ash disposal. 

Spencer Heavy Duty Steel Tank Heater; meets the hot water supply 
demands of apartments and large buildings. 

Spencer Combination Boiler; described on the next page. 








PRODUCTS 
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—And Introduces 


SPENCER 
COMBINATION BOILER 


An Important Advancement in Automatic Heating 





Now for the first time youcan burn 


COAL, COKE or GAS 


in the same boiler 
without changing a single part 


oe E Spencer Combination 
Boiler—the newest addition to 
the complete Spencer line—meets 
the public demand for a coal boiler 
that will burn gas whenever desired. 
An improved model of the famous 
Spencer Magazine Feed Heater; 
adds even greater convenience. A 
specially designed Mettler Gas 
Burner is built in. To change frem 
coalto gas, there is nothing toattach, 
adjust or connect. Thousands will 
be attracted by the new fuel program 
that this Spencer Combination 
Boiler makes possible: burn gas in 
moderate weather; burn low-cost 
No. 1 Buckwheat Anthracite (or 
small size coke) during severe 
weather. Change from one fuel to 
the other, easily, quickly! Write to- 
Cut-away view of Spencer Combination Boiler day for complete detailed descrip- 

showing Mettler built-in gas burner tion of the new Spencer Combination 
Boiler and its sales and profit pos- 


sibilities for you. 
Complete with all necessary equipment and y 


safety controls, including Minneapolis Jewel SPENCER HEATER COMPANY 


8-day clock thermostat, pressure regulating Williamsport, Pennsylvania 
valve, throttling valve and safety pilot control. Spencer Heater Company of Canada, Ltd., Toronto, Ontario 


oPENC Ep 


Magazine Feed 


HEATERS 


for stcam, vapor or hot water 
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Trouble on a gas 
fired forced hot 


water job solved 


i 
Cc 
H 
E 
oe 
T 


when a study was 
made of reasons 
why the supply 


mains were cold 





instead of hot 


By JAMES FLETCHER 


N THE far south side of Chicago, an elderly 
couple just recently built a new home which is 
shown in the circle above. Their expressed 
desire was to have installed all of the comfort and con- 
venience features obtainable within reason and to meet 


The weather changed and the thermostat called for heat. 
The gas burners were turned on and the owner noted 


their particular requirements a gas fired boiler was in- 
stalled in connection with a hot water heating system. 
It was designed for gravity flow and carried all of the 
customary control features. In order to accelerate the 
circulation of the hot water and to eliminate any time 
lag in raising heat to the radiators it was decided to 
supplant the system with a hot water circulating device. 
This was placed on the return main as shown in Fig. 2, 
and the contractor left the job feeling that he had 1n- 
stalled a plant which would take care of the owner no 
matter how old or how sensitive to cold he might become. 
This belief was further substantiated by the owner him- 
self on check-up trips made by the contractor to deter- 
mine if the system was functioning properly. On each 
occasion, he was assured that the plant was giving com- 
plete satisfaction and that the hot water circulating 
arrangement caused heat to be delivered at the radiator 
very quickly when called for by the thermostat. 

However, several months after the plant was placed in 
operation the owner discovered something unusual about 
it. He had a considerable amount of time on his hands 
and must have spent a large part of it around his new 
home. Probably pride in his completely automatic heat- 
ing system caused him to watch it far more closely 
than is customary or than was necessary. In any event 
he took to noting how quickly the supply mains became 
heated when the gas burners automatically turned on. 
The circulating device was not operated by the thermo- 
stat. Instead, it was necessary to control it by hand, the 

; . : = ; : Fig. 1—The automatic gas hot water heating installation, 

practice being to turn it on and allow it to operate con- westuer geumeetes Ger ehbdhase dhawe, tn betes shaee. 
tinuously. One mild day the device was not operating. home in which it is installed 
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( . ~ . . ‘i el a tg pene ase aint <a ee 
onditioned air is the es Ca SS OR A PR - 
The Dualator is composed of a regular Bryant steam boiler and 
most talked a bout. sought-after an air conditioning plant in one integrated unit. The air is filtered 
and humidified, and then forced through the house by a fan. In 
. the summer time, cool air is cleaned in the same way and kept 
home developm ent today. The circulating through the house by the same fan. 
public wants it and is ready to buy. No heating contractor can afford to ignore it. 
Pilee Bryant offers a heating plant without a precedent. The Dualator 
; heats and conditions the air in winter, cools and conditions it on het summer days. 


It offers you the chance to get in on the tremendous new demand for conditioned air. 


Behind the Dualator, and éuaranteeingé satisfaction with its performance, 
are Bryant’s 27 years of specialized pioneering and engineering in the single 


field of das heating. 
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N E W | Because of its creat flexibility the Dualator 
H O U S E S Sives you the chance to offer the new- 


house builder practically any heating arrangement he wishes. 
Conditioned air can be furnished for any 
rooms the builder selects, with radiation 


heat supplied for the balance of the house. 





H QO U hoe E be’ More than any other single thing, the 
ALR KADY Dualator will modernize an old house, and 


BUILT make it comfortably up-to-date. If the 


house has a warm-air system now, just substitute the Dualator 
for the present furnace. If the house has radiation heat, install 
the Dualator, pipe conditioned air to the living quarters, and heat 


the radiators in remaining rooms from the Dualator’s steam boiler. 


With its modern, éraphic appeal for both old and new houses 
the Bryant Dualator offers you a 
tremendous new opportunity. Be the 


first to see it. Get in touch with your 





Bryant representative, or write us. 
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BRYANT FILLS Announced less than a year 
THE SMALL aso, Bryant Model 253 is all. 
HOME MARKET ready installed in thousands 


of homes 
all over the nation. Low in price yel of 
established Bryant quality, this model makes 
every home a prospect for Bryant Automatic 
Gas Heating. Model 253 is made in sizes for 


anything from a 2-room cottage to a 7-room 





house. Every size 18 completely automatic. 


A BRYANT FOR For larger homes 
ANY SIZE OF HOME and for schools and 


buildings of every kind, Bryant has always 
made a complete size ranée of boilers. More 
American homes by far are heated by 
Bryants today than by any other make of 


automatic eas boilers. 





AND NOW BRYANT Teaming with Bryant 
LEADS IN has made money for 
CONDITIONED AIR (™™" * Bestnd com 


tractor. It’s a better 
bet today than ever. See your Bryant representative or 
write us. The Bryant Dualator is doing to build business now. 


THE BRYANT HEATER & MFG. CO. 


17840 ST. CLAIR AVENUE ee CLEVELAND, OHIO 
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Fig. 2—The shading on this piping indicates the flow of 
the water when the circulating device was in operation 
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Fig.3. Above. A second forced hot 

water heating job where noise 

presented a problem which was 

overcome by mounting the motor 

on the wall. The brackets carry 
the impeller 


Fig. 5—At the right is the cor- 
rect installation of the circulat- 
ing device. Shading here shows 
the flow of water under both nat- 
ural and forced circulation 
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Fig. 4—The connections on this boiler show a modifica- 
tion of those in Fig. 5, and a correction of those in Fig. 


2 It eliminates some of the piping and two of the 
elbows seen in the sketch at the bottom of the page 


that the mains were quite warm so he turned on the 
circulating device. Sometime later he noticed that the 
burners were operating and he was getting heat but 
the supply main had become remarkably cool. ‘Then he 
touched the supply main serving a second circuit and 
found it was hot. Further investigation showed that 
one of the returns was quite cool and the other branch 
of the returns was about as hot as the hot supply main. 
He had no idea what caused the change in the tempera- 
ture of the piping but sensed that something was not 
operating correctly. Asa matter of fact, he knew which 
pipes were the supply mains only as a result of touching 
them and finding which ones became hot. 

He complained to the heating contractor on the next 
check-up visit and the system was found to be operating 
as he represented it. One supply was hot and the other 
was cold. One return was cold and the other was hot. 
Cold water evidently was being taken from the top con- 
nection on one side’ of the boiler while the other side 
furnished hot water. Was the boiler short-circuited and 
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why should both return connections at the bottom of the 
boiler be as hot as the one hot supply main’ This looked 
as though something serious was wrong either with the 
boiler or with the entire piping installation. 


The Contractor Asks a Question 

The contractor happened to ask one question. “Have 
you noticed if the pipes now hot always are hot when 
the boiler is delivering heat and if the pipes now cold 
always are cold?” The owner remembered, of course, 
that a reversal of this condition had taken place. It was 
that which caused him to suspect something was wrong. 
This was sufficient clue, for the contractor, without 
further inspection. He turned oft the circulating device 
and in a short time both of the supply mains became hot 
and both of the return mains became relatively cold. 
Upon analyzing the situation, he found that there was 
no natural short-circuit in the boiler and that the piping 
was correctly designed and installed. However, the cir- 
culating device caused the water to flow as illustrated 
in big. 2. 

The piping with the light shadow is that which acted 
as the supply mains with the circulating device working. 
The heavy shadow designates the piping which served 
as the return main. The arrows show the direction of 
fiow. When the device was turned off, the water flowed 
as shown in fig. 5 where the heavy shadow repre- 
sents the return flow and the light shadow represents 
the supply flow. In effect, the circulating device was 
operating on a part of the circuit in opposition to 
natural gravity circulation. The device was in the 
wrong place in the piping circuit and to correct the 
situation, 1t was necessary to install 1t where shown in 
hig, 5. 

An alternate method ot 
shown in Fig. 4. 
length of pipe. 
satisfactory in operation as the design in Fig. 5 since 


making the change is 
This eliminates two elbows and one 
However, probably it would not be as 


the tendency would be to force more cold return water 
into the right hand side of the boiler than into the left 
hand side. Since the supply mains also are taken off 
trom the boiler sides, it might make an unbalanced con- 
dition, causing difficulty is getting an even distribution 
of heat throughout the system. 
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Obviously, with the connections changed as shown in 
Fig. 5, even distribution should result. 


A Second Trouble Job 


Soon after this heating plant was installed and before 
the incorrect connections were discovered, the same con- 
tractor made an automatic gas heating installation one- 
half a block away from it. The second job is shown in 
ig. 3. Note that these connections are essentially the 
same as the ones recommended in Fig. 5 for installation 
in the first residence. This boiler was placed in opera- 
tion and upon checking the flow, after the foregoing 
trouble job came to light, everything was found to be as 
it should, thus proving the correctness of the connections 
recommended in Fig. 5 and making it still more difficult 
to understand why the first mistake occurred. How- 
ever, the owner’s wife was of a very nervous disposition 
and she objected to the slight motor hum of the circu- 
lating device. This was accentuated by the piping and 
although it was pointed out that the total noise was no 
greater than that made by the electric refrigerator, she 
objected to it to the extent of requiring the contractor to 
correct it. 


How the Job Was Cured 


It was apparent that the solution in this case was in 
detaching the motor from the piping with the result that 
it was mounted on the wall as shown in Fig. 3. Two 
brackets were made in the contractor’s shop and these 
also were attached to the wall and served as a support 
for the impeller bearings. A belt was run from the 
motor to the impeller shaft and the entire arrangement 
presented an ingenious solution to the difficulty. The 
motor plainly is seen on the wall and the object to the 
right of it is the thermostat motor. This is connected 
to the toggle switch which actuates the circlating device 
motor. 

The basement in which all of this 1s installed is quite 
large and in one corner is a room partitioned off for 
recreation purposes. It is shown in Fig. 6 and is just 
one more indication as to what the possibilities are in 
the basements of homes which are heated with clean and 
autématically operated heating plants. 





Fig. 6—A basement recreation room made possible because of the cleanliness of 
the automatic heat installation shown in Fig. 3 
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97% Of All Homes yOv 
Comprise the Market 


Only three homes out of every one hundred Add a substantial sum to this season's earnings by sell- 
- a9 wr gone seve ony kind ae, ing Cook Heat Control—a simple method of securing 
ee Soazinane c * se acts comfortable, even temperatures from heating plants burning 

coal or coke. No gears, batteries, motors or springs to 


require service—easily and quickly installed by one man, 


We Help You Sell bringing additional profit to the dealer—guaranteed for 


two heating seasons —a liberal time-payment plan —a long 
margin of profit. 


Send in the coupon below—or ask your jobber for details. 


COOK ELECTRIC CO. 


2682 Southport Ave. Chicago, Ill. 


Cook Electric Co., 2682 Southport Ave., Chicago, Ill. 
Please send me the details of your dealer proposition for Cook Heat Control. 





SALES MANUAL : thin sidkedeen ue dheueceneek hades thiebietinwheasennnrsnechad 
With the sales helps that we give our deal- i ee es swoeanwes 
ers, the unit sells quickly and easily— oe el ee oS sew anes 
window displays, plenty of consumer litera- TOO TOY EEE OE LT Oe a eae Pe 


ture, sales manual, demonstration card. 
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“We see no good reason why heating 


installations and equipment should not 
be sold by salesmen . . . but we have 
learned many things from our experience” 


Some Lessons in Handling Salesmen 


tell what this heating firm 
learned when its sales force 


was expanded during the 


boom period; and lay down 


four very important rules to 


IX SEE no good rea- 

son why heating in- 

stallations and equip- 
ment should not be sold by 
salesmen as well as shoes, auto- 
mobiles, radios, and other com- 
modities, but as heating contractors we have found it 
very difficult to build up a sales force, for those who 
know the business seldom have sales ability, and those 
who can sell know nothing of the “ins and outs” of the 
heating game. 

Previous to 1928 we had been trying to build up our 
organization slowly, only adding to it as we found a man 
whom we thought really fitted the place. Then came the 
boom year of 1928. We were a bit flabber-gasted. 
There was so much business to be had, and the possi- 
bilities seemed so great, that we were sure that we could 
not begin to get our share of it with the man-power that 
we then had available for selling. We began adding 
to our sales force until we had six men, one specializing 
on general heating sales, one on repairs and alterations, 
the others on heat regulators, radiator covers, and other 
specialties. All were permitted to sell anything in the 
line if the opportunity arose, however, and the scale ot 
commissions on the various items was as follows: 


Five per cent new heating contracts. 

Ten per cent alterations and additions. 
Fifteen per cent repairs. 

lifteen per cent heat regulators. 

Ten per cent parlor furnaces and gas heaters. 
Twenty per cent radiator covers. 


ach salesman was given a drawing account, in pro- 
portion to his estimated ability, against which his com- 
missions were to apply. The sales jumped up, but so 


did the overhead. 
A Variety of Salesmen 
One had 


The six were recruited from various lines. 


sold oil burners, one electric refrigerators, one insur- 
ance, and one had been in our employ for five years 


be followed in developing 
a sales department 


8§ 


previous to his selling experi- 
ence, having started to work for 
us as a helper. 

One lasted two weeks, long 
enough to draw his first pay 
and to have some cards made 
for him. Another “zoomed” along at a great rate for a 
while until his creditors began to bother him, and then he 
could not keep his mind on the game because of financial 
worries. Another let his love affairs get the best of him, 
and so it went on through the year, things looking bright 
one month and black the next, and our most valuable 
man, appointed sales-manager, was spending the most of 
his time in trying to keep the others “on their toes,” in 
helping them close sales that he might have made per- 
sonally with much less effort. 

At the end of 1928 we had paid out $9,000 to sales- 
men, which was a tidy sum in consideration of the 
volume of business done, and the fact that while sales 
ran ,up in number none ran much more than $2,500.00, 
as we do for the most part residence heating. Commis- 
sions earned during this period were $6,700.00, totaling 
a loss of $2,300.00. 

There was only one of the six salesmen whose com- 
missions even equaled his drawing account. He was 
the most experienced of the group, and an exceptionally 
good salesman, but he worked spasmodically. One month 
he made spectacular sales, wresting orders from the very 
“teeth of the tigers,” and the next he would rest on his 
reputation of the previous thirty days. Had he worked 
always as industriously as he did at times, his commis- 
sions would no doubt have been doubled. While his 
total commissions did equal his drawing account, there 
were six months out of the twelve when it ran in excess 
of his earnings. 

His sales and commissions for 1928 were as follows: 


Sales Commissions 
 , PPPPPee tree $1,110.65 $63.73 
DED. cn ocoanaduses 1,462.40 101.16 
NS re oe ue Fiera 7,325.00 377.75 











August 22, 1931 








CE sicmdekn dei bennewas 1,341.00 138.70 
RS ee ae ae ee 4,503.00 252.74 
A ee eee 5,822.00 268.70 
ie spas wre baie wea nntins 6,924.00 553.35 
NN it base e adeainda a 2,840.00 168.10 
NE bee te bw aces 8,703.00 507.12 
eS ow de a 10,631.50 595.55 
PE onc dw Roa wawaes 3,952.00 321.60 
December . ww. ccc ccc 3,205.00 283.35 
$57,819.55 $3,631.85 
None of the others reached the mark, and had not this 
one man held up the average it would have been a sorry 
showing indeed. Take for a bad example one man 
drawing $1,800 a year, whose commissions totaled $492. 





The Mechanic-Salesman Slips | 


The man who started out as a helper for a time | 
looked like a good bet, for though he had no sales ex- | 
perience, he knew the mechanical end of the business 
and worked hard and conscientiously. His commissions 
each month averaged pretty much the same, around $150 
a month, as the result of constant plugging. He worked 
for the most part on repairs and alterations. We did all 
that we could to help him, and at first he progressed 
rapidly, but there seemed to be a limit to his capacity 
for advancement, or else there was a lack of ambition 
to go further. He seemed to think that we was doing 
well enough, and he got into a rut from which we could 
not budge him. There he remained until we let him 
go, and we did so reluctantly, keeping him longer than 
we should have and hoping against hope that we could 
discover what his trouble was. 

In 1929, of the six, there were two salesmen left, and 
while gross sales of that year fell short $8,000 of those 
in 1928, they figured 24 per cent greater in proportion 
to the cost of getting the business. In 1930, as business 
grew slower and slower, we reduced to one man, a mem- 
ber of the firm, who handled the situation very easily 
and verv profitably last year. He is continuing to do 
so, but as business picks up we will again be confronted 
with a sales problem which one man cannot handle. 

As it stands now we are back to the point where we 
were ten years ago as far as a sales force is concerned, 
but we have learned many things from our experience, | 
among them, namely: | 

1. If there is again as much business available as in | 
1928, we can, by concentration, cover the territory effi- | 
ciently with half the men that we had at that time. 

2. With fewer to manage, we would give them much 
closer supervision and be stricter with them as to reports | 
and sales agreements. 


3. We would abolish drawing accounts. 


4. A man employed would have to have a certain 
working knowledge of the business—no more insurance 
or radio salesmen need apply—and he would not be held 
on indefinitely if he did not produce results. The old 
alibi “this is the dull season” would not hold good. 


Learning these and other facts has been a costly ex- 
perience, but it will help us face this problem in the 
future. Now is the time to get ready for it, but just 
how we shall meet it we have not determined. | 
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Are You Selling 


Trouble-Free Heating Service 


or Just 
Oil Burners? 


T SOMETIMES happens 

that a dealer permits his 
better judgment to be side- 
tracked by the lure of greater 
profits. He takes on the so-and-so oil burner and earns 
the profits—only to see them dissipated by repeated 
service calls. 


The Branford Automatic Oil Burner, made by The 
Malleable Iron Fittings Company of Branford, Connecti- 
cut (founded in 1864), offers and delivers even, depend- 
able, trouble-free heating service month in and month 
out, year in and year out. 

Holders of the BRANFORD franchise operate with 
complete confidence in their product, for they know that 
this Company stands squarely in back of every Branford 
Oil Burner sold, and back of the Company is a 67-year 
old reputation of fair dealing and dependable products. 


We are interested in hearing from 
responsible dealers. 


THE MALLEABL - IRON FITTINGS CO. 
Dept. 40 Branford, Conn. 


BRANFORD _ 
“~ OIL BURNER | 














The last word in heat control and hence the best. 100% all-electric, with a 
perpetually electrically wound clock; etgoee electrically, night and morning, 

set To know 
nd other Universal devices, including Universel Model 10 


on desired hour, the trippers eutomatically for next operation. 
more about this « 
n Thermostat, write today. 


Secure local sales rights. 


UNIVERSAL HEAT REGULATOR COMPANY 


Minnesota 


Minneapolis 
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Dear Neighbor: 

My wife and I have made a discovery 
that has changed our habits a lot. 

We felt sort of selfish keeping the news 
to ourselves and decided to tell you all 
about it. You live so near us that we 
wanted you to hear of it too. 

[t all started last winter. I was kicking 
about this eternal coal heaving and carrying 
out ashes, and the Mrs. could never 
keep the house warm enough while I was 
at the office. 

On top of it all, both the kids caught 
cold and gave us an awful scare. 

What doctor bills too! Oh! Boy! 

One day a friend of ours laughed at our 
troubles, and asked us why we didn’t put 
ina ........... Oil Burner and forget 
our heating problems once and for all. 
We took the hint and found out all about 
it from Mr. Franklin of Merrimac. 
Of course it did not take long to make up 
our minds once we had the facts. 

Our heater was installed in jig time, and 
weve been pleased as “Punch” ever since. 
No more coal heaving or cleaning out ashes 
for me. 

If you want to please all hands, find out 
how much this burner will change your 
habits, too. 

Call up Mr. Franklin at Merimac 68-2 
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This letter was 
sent on note paper, 
and was a photo- 


and have him tell you the facts. His anette can at ae 
wide experience in heating and Oil Burner actual hand-writ- 
problems has well qualified him in this ten letter 


type of work and you may feel assured of 
first class work. 
Yours for a pleasant winter. 


How the sth 
Personal Touch Sells O1l Burners 


Tt IS always a rather difficult matter to sav iust with us in the past. We always make it a point to satisfy 
which method of contact produces the best results every customer on an installation, and what is more, 
in sales. During the ten years that we have ; Ret Dee ee pa eae ae wana Soe 

been in business, we have used most every 
means in order to interest people in the use (SALESMAN'’S FILE) 


of automatic heat, and though advertising of 


various kinds may bring the matter to mind, we —— 
; feel that the direct contact, or personal inter- Name_ 
view, 1s the only method by which a satisfac- Residence Address___ a a ——, 
torv knowledge of the customers’ requirements Business Address_ _____ Business as 
is obtained. [ype of Building_ No. Rooms_____________ Condition 
Name Boiler____No. Sec..___Amr. Rad... _.Hot Water____Steam_____Hor Air. 


Satished Users Produce Sales 


, “+ Amount Fuel used Last Season__If oil, what Burner’ 
“Although direct mail advertising produces 
an informal introduction, we find our best pros- 


Has Hrg. Plant Given Satisfaction im Past’ 


Inside 


> > > a” } 
Probable size of Tank Ourside 


pects through satisfied users who have dealt 
What Selling Point appealed to Prospect? 
Remarks. 
Date of Call 


Hiere ix the report. Note the type of - 4 
information required Salesman < 2 


‘) 
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REQUEST FOR SURVEY 





Name... 
Address... 


City or Town.. 


Remarks: 

Steam Vapor Hot Water Hot Air 
Salesman. 
Date... 

Approved. .... Cost 
Date... .. 





This “Request for Survey” form is St2x1ll1 in. When com- 
pleted, it carries all information, including cost 


keep them satished. This, at times, has been costly, 
but we find it the best form of advertising. 

“As to the method of closing sales, and the arguments 
most effective, these depend wholly on the person with 
whom the salesman is dealing. One thing we do not 
tolerate; that is, high. pressure methods. Nor do we 
allow our salesmen to knock a competitor or his product. 
\Ve argue that the added convenience of automatic heat, 
our reputation for honest workmanship, reliability of the 
product sold and the company behind the product, and 
service, are good reasons why we should install. 

‘We keep a card index of prospective customers, these 
are subdivided into immediate attention, follow up, and 
monthly index with detail of prospective installation. 

“We are reproducing herewith, sample index card, and 
copy of direct by mail advertising being a photostatic 
copy of a letter and addressed in the same hand writing 
ona plain envelope. This letter brought results, and no 
advertising matter was enclosed. 

“You will note that the letter is not sent altogether 
as an advertisement, but as a personal communication 
coming from a friend and neighbor, and contains no 
circular or advertisement except the recommendation. 

“In addressing these to a woman, which 1s done in the 
same hand writing and with the same ink, we sign them 
‘Alice,’ ‘May,’ or ‘Jane,’ in order that the letter may not 
seem too familiar. 

“Referring to the type of salesman best fitted for sell- 
ing oil burners, we find that the technical part does not 
appeal to prospective buyers. We prefer a salesman 
who has a pleasing personality, plus an ability to under- 
stand the principles of ordinary operation. 

“As to the number of replies to our personal let- 
ter, it is hard to say, owing to the fact that our adver- 
tisement did not appear on the letter or envelope. How- 
ever, we did get about 10 per cent comments on it.” 
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Unusually Quiet 
and Dependable 


Briefly, these two performance characteristics 
best describe the Leland Motor—best explain 
why it is, and for vears has been, the choice of 
many who build the outstanding electric 
appliances of the country. 


Particularly suitable for use on 
Automatic Stokers, Oil Burners 
and Water Systems 

























Phe Leland Motor is of advanced design and is built 
to closer tolerances than are usually used in motor 
manufacture, making it exceptionally quiet running. 
The sleeve-bearing models are equipped with a 
type of bearing that virtually eliminates bearing 
trouble when used with the Leland system of 
foolproof lubrication, which filters and circulates 
the oil continuously by an automatic process of 
cleansing. 

The Leland short-circuiting device has, on thou- 
sands of installations, proved its ability to per- 
fornt with the highest degree of satisfaction. 

A complete line of brush lifting motors with 
ventilating grids of the most approved design 
now available as standard equipment. 

Recommended for oil burners, stokers, 
refrigerators ‘and other applications 
where quietness and the highest type 
of performance is required 


A.C. Repulsion-induction D.C. Compound Wound 
A.C. Polyphase Interchangeable frames 


THE LELAND ELECTRIC CO. 
DAYTON 


‘OHIO: U-S-A 






Cable Address 


‘*Lelect- 
Dayton’’ 


Canadian 
Address 


Toronto 





ae 
U 
+ 
O 
M 
A 
T 
I 
C 
H 
E 
A 
+ 











4>mr O-AdZOACD) 








HE to-hell-with-the-public attitude that has char- 

acterized the coal industry in the past (and still does 

in some quarters) originated with the producer and 
trickled down to us high-privates in the rear rank. What 
was more natural than that? Like a bunch of impres- 
sionable children, we just imitated papa. 

After all, the public had to have the stuff, didn’t they ? 
And whatever we think of the progress that seems to be 
in the making along merchandising lines, we shall all 
have to admit that it was not our own intelligence that 
pointed the way; it was outside competition. 

The coal business is not new, but in its present plight 
it might as well be. Let’s for a minute assume that it 
is a new business. Something akin to cash registers and 
amateur cameras 40 years ago—automobiles 25 years 
ago—electric refrigerators 5 years ago, or stokers today. 
Let’s assume that the public is getting all of its heat and 
power from some other source. You and I discover 
coal, and its immense possibilities. What is our first 
problem? Not, certainly, to set up a great big structure 
to produce it, and a big dealer-organization to distribute 
it. There is no need for either production or dis- 
tribution force for a commodity for which there is no 
market. We must get the market first. We must find 
out what our product is and what can be done with it. 
Then we must convey that intelligence to people who can 
profitably make some use of it, and we must do it in a 
way that makes them want to try it. Whose job is that? 
Obviously it is the job of the man who holds within his 
hand the production of that commodity. Did Patterson 
and Eastman look to their retailers to do that job? Did 
Packard and Ford? Did Frigidaire? 

Unfortunately, our business got its start back in the 
days when advertising, merchandising, and selling were 
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Problems of the 


Retail 
Dealer 


Similarity between the problems of the plumbing and 
heating dealer and those in other fields lends interest to 
the following disussion by Mr. 
Robinson, president, National Retail 
Coal Merchants Association. 


comparatively unknown. People 
made as many products as the 
public would come and carry 
away. There was no such thing 
as organized research to develop 
new uses for a prdouct; each in- 
dustry, like Topsy, just growed. 
And the rapid growth of the na- 
tion brought new consumers fast 
enough to take up the added pro- 
duction that individual production-initiative created from 
year to year. Naturally, there was nothing in such a 
growth to develop the kind of brains that could cope 
with our present situation. So we have a greatly over- 
developed industry, a reduced demand, and few among 
us have the training necessary to meet the emergency. 

You gentlemen were graduated from the holes in the 
ground. And when you graduated, your minds stayed 
down in the holes. There were no graduates from the 
merchandising departments of your businesses into posi- 
tions of executive responsibility, because there were no 
sales departments. They were priority departments. 

Wait a minute, gentlemen. I am not talking down 
to you. We are all tarred with the same stick. The 
only difference was that while you graduated from the 
hole in the ground, and your minds stayed down in the 
hole, we graduated from the wagon-box, and our minds 
stayed up on the wagon-box. Tonnage, tonnage, and 
still more tonnage. How can we get more out of the 
hole, and into the car, and out of the car, and into the 
wagon, and out of the wagon and into the bin, and 
out of the bin and into the firebox? 

The whole thing was a cart before the horse. Of 
course, coal has to be mined and hauled before it can 
be used; everybody knows that. But does it follow that 
since it has been mined and since it has been hauled, that 
it will be used? Once that may have been true, when 
demand was increasing faster than supply could keep 
up with the pace. During such a period there was no 
need to develop a school of thought that would look at 
the problem the other way ‘round; to make sure that 
there was a firebox first, and then a bin, and then a 
wagon, and then a car, and finally a hole in the ground. 

During such a period there was no need to develop any 
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“unprovements in merchandising methods either at the 
mine or at the yard. If there was not enough to go 
around, why worry about careful preparation, clean de- 
livery, or economical use? I repeat: the public had to 
have the stuff, didn’t they? 

And then, suddenly, they didn’t all have to have the 
stuff any more. And we snapped our fingers in the 
time-honored way and said to ourselves, “Why worry? 
There will be more to take their places.” 

To make matters worse while outside competition was 
stepping in and stealing our most profitable markets, 
another factor was getting ready to complicate the situa- 
tion. ‘The chaps who were using the most of the stuff 
were quietly discovering ways to use even the squeal 
of the pig. Utilities were finding out that it didn’t take 
five pounds of coal to make a kilowatt of electricity. 
Kailroads were discovering that a tenderful of coal could 
be coaxed to pull the same number of cars a few more 
miles. 

There is no new thought in any of this. You have 
heard it many times. The only new factor in the situa- 
tion is the fact that two years ago our industry was 
the only one suffering from depression. Today we have 
lots of bedfellows. We have been in that state for so 
long that we ought to be able to recommend a remedy to 
our fellow sufferers. Instead of that, there is a danger 
that we, like the other professional hoboes, may become 
so used to going around with holes in our pants that 
we are likely to become reconciled to the situation and 
make up our minds that raggedness is one of life’s neces- 
sary evils. 

Let’s not do that. Let's admit that we were asleep at 
the switch. Let's grant that we have spent too much 
time rolling our cigarettes and too little time developing 
new smokers. Let’s confess that we have brought most 
of our troubles on ourselves by our reversed mental 
attitude. If we only get that far, we shall be well 
started on the road to recovery. 

Well, in the first place, whose job is it to make the 
first move? Ask any group of three retailers and one is 
sure to break out with the exclamation, “The operators 
ought to do something about it.” [ suspect you are tired 
of hearing it. But isn’t there some justification for it? 
In every other field of production and distribution the 
producer leads the merchandising parade. He probably 
does it for selfish reasons, but he does it. His units are 
bigger and he can afford to hire and pay for better 
brains to plan and direct the attack. When the plans 
are made they can be put into effect over his entire mar- 
ket, which must of necessity cover a wider geographical 
territory. 

Don't get the idea that I believe we retailers should sit 
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back and do nothing. As a matter of tact I have no such 
idea. I merely claim that you should be better equipped 
than we should be expected to be, to formulate and lead 
such a plan. As a matter of actual fact I believe that the 
most of what little has been done to date in the way of 
co-operative effort toward better merchandising has been 
led, and in some cases actually directed, by retailers. 
The difficulty in the way of faster progress among our 
folks is the great number of small units whose direct- 
ing heads must be pulled down off the wagon-box and 
put behind the selling counter. [very time we make a 
convert we have improved the retail merchandising pic- 
ture by 1/46000 of the whole. On the other hand, every 
time one of you fellows gets religion, a much larger 
fraction of your army gets into step. 

One of the interesting teatures of the thing is this: 
few converts can really be made. Atter a man’s mind 
has been operating along a certain course tor the better 
part of his business lifetime, whether it’s down in a 
hole or up on a wagon-box, it’s pretty likely to maintain 
that course from then on. The new ideas in the industry 
are being brought in by new people. They are bringing 

plans that they have proven in other fields and are 
putting them to work in the coal business. 

They have come into the picture because they have 
shown that they could sell two gadgets where one gadget 
could be sold before. They believe that the same prin- 
ciples that increased consumer-acceptance of gadgets can 
be made to increase consumer-acceptance of coal. And 
in many cases they are proving it. There is nothing to 
prove that a wizard at production or transportation 
should be expected to prove to be a wizard at mass- 
selling; on the contrary, all evidence points the other 
way. Of course, when production was the main problem 
the production man had a right to be king. Now that 
it no longer is the problem, the economic revolution 
will force his abdication, either through the kind offices 
of the sheriff or some other way. 

In the meantime while the revolution is going on let 
me ask a few favors of you gentlemen who are charged 
mainly with the production problem. (uit looking upon 
your sales departments and your retail outlets as a bunch 
of impractical lunatics who must be tolerated as a neces 
sary evil. Listen to their complaints and suggestions. 
Forget, for a moment, the past glories of the coal busi 
ness. Erase your memories. 
new product that the consuming public never heard 
Take the lead in discovering and developing new mar- 
kets. Give us poor peddlers something to inspire our 


Assume that we have a 


imagination and arouse our enthusiasm. There is a 
growing minority of us who can develop quite a bit of 
power if you furnish the spark. 
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Home Owners want 
you to Stop Shovel 
Drudgery for them! 
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HIS CONSTANT “nursing” of heating plants, 

watching over a fire in the early hours of the 

morning, wondering whether the fire will last 
all day or whether the housewife will allow it to go 
out or put it out with inefficient attention — these 
are afew of the inconveniences of hand fired heat- 
ing plants that home owners want you to end for 
them. 


They want to have the assurance of even, comfort- 
able, economical heat. In a word, they want auto- 
matic heat: oil burners, stokers or gas heat and their 
accessories. 


They want you to sell these things to them because 
they know they can depend upon your experience 
as a heating man and your responsibility as a. busti- 
ness man to select, sell, install and keep sold some 
automatic heat device that will meet their individ- 
ual needs. 


AUTOMATIC HEAT in the pages of Domestic 
Engineering will keep you informed on every 
important merchandising, technical and financing 
development in this phase of your work. 


We solicit your further inquiries on any automatic 
heat question. 


AUTOMATIC HEAT 


7” 


Domestic Engineering 
1900 Prairie Avenue + + Chicago, Ill. 
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DISTRIBUTION OF SALES 1929 
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Chart No. 7 


onditions in the Plumbing 





ANY things 
have happened 
since the last 

convention which was 

held about a year ago at Pinehurst, N. C. Business has 
gone from bad to worse. Whereas, about a year ago 
general business conditions were eight per cent below 
normal, they are now approximately twenty-four per 
cent below normal. Buying has declined considerably. 

’ven those who do not intend to pay for their purchases 

have stopped buying. Unemployment is most acute. Sev- 

eral millions are still out of jobs. Even many good bond 
salesmen have lost their positions. Seriously, we have 
just witnessed a year full of disappointments. 

Still, somehow, I do not see why the plumbing and 
heating industry should feel very bad about it. It is 
true that you have not made any money, but that 1s 
nothing new. You should be accustomed to it by this 
time. Even in 1927, which was regarded as a good 
year, the Harvard figures, based on a study of costs 
of doing business in the wholesaling of plumbing and 
heating supplies, show a gross margin of 20.2 per cent. 
Expenses, however, amounted to 20.8 per cent, thus 


By THEODORE N 





"An address by Dr. Beckman 
ention of the National Pipe and 
The author is Professor of Marketing, 
Consulting Expert in Charge of Wholesale 


_ ensus, 


con: 
QO, 
University, and 
Bureau of the 


before the twenty-second annual 
Supplies Association, Cleveland, 
Ohio State 
Distribution, 


ie) 


and Heating Industry’ 


leaving a net loss of .6 
per cent. Of the firms 
covered by this study, 
showed small net 
profits, while 79 firms reported net losses. 

Your secretary’s compilations for 1929 and 1930 show 
similar results. According to his chart on the cost of 
doing business for the wholesalers or supply houses of 
plumbing and heating supplies, the average gross profit 
1930 was 22.32 per cent, while the average cost of 
doing business with interest was 24.55 per cent, thus 
showing an average net loss of 2.23 per cent, while 
1929 showed a small net profit of 1.2 per cent. 


BECKMAN, Ph. D. 


~~ =~ 
JJ 


It does not take much study to discover that the 
reasons for the poor showing made by wholesalers of 
plumbing and heating supplies are not to be found in 
depressions and periods of bad business. The causes 
are more fundamental. They apparently underlie the 
very structure upon which the distribution of plumbing 
and heating goods is built. There is something wrong 
with the distribution policies of the manufacturers and 
with some of the merchandising methods used by manu- 
facturers, wholesalers and master plumbers. 

At the last convention I tried to point out the impor- 
tance of the wholesaler in the scheme of distributing 
plumbing and heating supplies. I have appealed largely 
to logic and reason. Today, fortunately, I have some 
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statistics of a very comprehensive nature to aid me in’ namely, the steam and other packing pipe and boiler 
this task. covering, and gasket industry (not including gaskets 
Chart 1 shows how manufacturers of plumbers’ sup- made in cork, rubber and leather industries). One hun- 
plies distribute their output. The volume of goods sold dred and seventy plants are reported for this industry, 
by the 255 manufacturers covered in this chart amounted producing merchandise valued, f. 0. b. factory prices, 
. to $129,674,000, f. 0. b. factory value. Of this amount, $45,257,000. Of this amount, 41.6 per cent was han- 
61.9 per cent, or over $80,000,000, worth of merchan- dled by wholesalers, 14 per cent was sold to manufac- 

dise was sold in 1929 through wholesalers, while 23.1 turers’ own wholesale branches, 7.5 per cent to retailers, 

while 36.9 per cent was sold to industrial users, such as 
railroads, contractors, manufacturers of combustion en- 


“To succeed in the wholesale business gincs. refrigerating plants, ete. 
today the jobber must make his eco- 










When the figures for these four industries are com- 
bined, we find that out of their total production of 






nomic position known to all factors 
in the industry in order that he may secure the co-operation which he de- 
serves. There is much misunderstanding concerning the functions of the 





























wholesaler in the industry which must 

per cent was sold through the manufacturers’ own whole- -_ 
sale branches. Only 6 per cent of the total was sold be cleared up and definitely elim- 
direct to retailers, which includes mail-order houses, : d Mf Th d N B I 
direct-to-you houses, etc., while 9 per cent was sold by inated. — eoaore - DecKman 
the manufacturers direct to plumbers, contractors, to 
manufacturers who use plumbing supplies in connection $483,291,000, a little over 69 per cent was handled by 
with their business, etc. independent wholesalers and by manufacturers’ whole- 

The last Census of Manufactures also shows 240 © sale branches, a little less than 7 per cent was sold direct 
manufacturing plants in the steam fittings and steam and _ to retailers, while sales direct to users, including sales 
hot water heating apparatus industry, producing a total made direct to plumbing contractors, were quite sub- 
of $228.109,000. Of this amount, 31.8 per cent was stantial. It is also interesting to note that no less than 
sold to wholesalers, 40 per cent to manufacturers’ own $211,695,000 worth of this merchandise, or a little over 
wholesale branches, 7 per cent direct to retailers, and 45 per cent of the total, went through manufacturers’ 
21.2 per cent to home owners, contractors, and other agents, brokers, selling agents and the like. 







































































users. The wholesaler’s position in the plumbing and heating 
A somewhat different picture is presented by the 72 industry may be viewed from still another angle. The 
manufacturing plants in the wholesale reports for the 
cast iron pipe and fittings in Census of Distribution cov- 
I ] CUSTOMER ANALYSIS 7 Q3 m.. ° = . ) a 
dustry. These plants pro- - ering 93 cities of 100,000 
duced $80,251,000 worth of AMOUNT OF PURCHASES a, and over show 
merchandise, 37 per cent of that there were in existence 
CUSTOMERS GROUP VOLUM : 7 ; 
which was sold to  whole- : | — in 1929 in these cities 2,006 
™ pons 40 b = — 
salers, 5.9 per cent was han- 99 UNDER 9-0-2 “42 establishments _ specializing 
: ee ae “3.2 , ¢ 
dled through the manufac- oe wa” : a in the sale of plumbing and 
turers own wholesale 104 -" ir-, = heating supplies, and report- 
, en o* ye ; é 
branches, while 57.1 per cent , - Rot ing a total volume of busi- 
| / 5.6 , ; 
was sold to industrial users. ” ,? ‘ ness of $637,560,000. Of 
It may not be mopportune ate ” P this number, 1,113 have 
° . ' / Pal 3 ° . 
to present some such statistics "~ eg / been classified as straight 
for still another industry, a ar wholesalers with a volume 
ar a. 
+ ‘ & 4 
202 i @ , 
/ / 
/f Pig 
P i 
4 
/ 601 
4 
71 
/ go 
ce 
on 
216 
100 % 100% 
AVERAGE PER CUSTOMER $2643 PER MONTH 
Chart No. 2 











August 22, 1931 


DOMESTIC ENGINEERING 





Re ns ae 2 mY, 
Sg Noe mene at * ees ~ a4 ? 
Pees ooo eneeiimaaieceeenane ee ne a me . ’ : a 


EP -meceneuovenencesoresran 


ms. 


Ae mene 


ns nine nadie tae 
ieee atiatdnnsinns PR Reetoncnen 


Se 


ate en OTR 











P-6645 


Now the Neo-Classic Sink with shelf 


and utensil drawer convenience 


A fixture that will bring new cheer 
to any kitchen is the distinctive new 
Schenley Neo-Classic design. 
Without a doubt it is the most 
beautiful sink ever presented to the 
American housewife. 


Impressed by its attractiveness, she 
will be interested in its unusual pro- 
visions for her convenience; the 
generous shelf along the back; the 
placement of the fittings on the 
shelf so that the sink compartment 


is unobstructed; the handy spray 
and hose which automatically 
slides back in place; the step-saving 
drawer for utensils under the sink. 


like all “Standard” sink designs, 
the Schenley Neo-Classic is fur- 
nished in regular and acid-resisting 
enamel; in each of eight colors as 
well as white. 


There is no better time than now 
to place one in your display room. 


Standard Sanitary Wf. Co. 


PITTSBURGH, PA. 


DIVISION OF 


AMERICAN RADIATOR & STANDARD SANITARY CORPORATION 





PLUMBING FIXTURES 


St andard 
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This metal drawer, with Chromard Finish 


trim, is furnished only when specified. 
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of business of $366,411,000, or a little over 57 per cent of 
the total. This obviously represents but part of the 
volume of business handled by wholesalers and other 
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types of wholesale organizations, such as manufacturers’ | 
sales branches, manufacturers’ agents, brokers, etc., since | 
the population in these 93 cities amounts to but 29.59 per | 


cent of the total. 


When properly interpreted, the statistics which I have | 


just quoted show: First, that a rather large percentage 
of the total volume is sold direct to plumbers and to 
direct-to-you houses, although such percentage is smaller 
than anticipated; second, that much of the business 
which is done with the direct-to-you houses and with 
industrial users goes through manufacturers’ agents, 


selling agents, and the like, who give relatively little | 
service to the manufacturer but who are a quite expen- | 


sive means of distribution; third, the wholesaler still 
occupies a most important position in the field of dis- 
tributing plumbing and heating supplies. 


It would seem, | 





therefore, that a manufacturer would do well to review | 
his method of distribution and see whether he can not | 


utilize the wholesaler to greater advantage. On the 
other hand, the wholesaler would do well if he were to 
make some of these facts known to his manufacturing 
friends with the view of improving their relations. 

As I view the whole situation from an impartial 
standpoint, as a student of the subject, I see a number 
of factors which favor an increased demand for plumb- 
ing and heating supplies. In the first place, the popula- 


“Every attempt must be made to improve 
the retail merchandising on the part of mas- 
ter plumbers.” — Theodore N. Beckman 


tion has increased considerably. In 1920, we had a 
population of 105,710,620. According to the 1930 cen- 
sus, our population is 122,699,917. 





Thus in a ten-year | 


period we have had an increase in our population of | 


16,989,297. 


In other words, there are approximately 


17,000,000 more people who had need for plumbing | 


facilities. 
In the second place, a larger percentage of our popu- 


lation is now living in cities where plumbing is used to | 


a greater extent than in smaller communities or in rural 
areas. In 1900, only 40 per cent of our population was 
considered urban. This percentage increased in 1910 
to 45.8 per cent. 
the urban population amounted to 56.2 per cent. 
thermore, the standard of living has been constantly 
rising. There are more homes now in existence, condi- 


In 1920 to 51.4 per cent, and in 1930 | 


Fur- | 


tions of living are less crowded, there is a greater appre- | 


ciation of health and comfort, as may be observed from 
the popularity of such devices as radios, electric re- 
frigerators, and all sorts of other electrical appliances. 
All of these seem to point to an increase in the demand 
for plumbing and heating supplies. Yet sales of plumb- 
ing and heating supplies are relatively small. What is 
the explanation? 


The following excerpt from “Distribution in the | 


United States,” which was published in connection with 
the last convention of the Chamber of Commerce of the 
United States, is significant in this connection: 
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Design, workmanship and materials are all important in buying Valves and 
Fittings, but far more important is the INTEGRITY OF THE MANUFACTURER. 


When a company is old-established and responsible; when it has earned a 
reputation for honesty and fair dealings, then you may depend upon it that 
its product is all that you expect it to be. 


For almost 80 years Jarecki has sought through its products to give an EXTRA 
MEASURE of value. That is why Jarecki Valves and Fittings are tested fer 
BEYOND their working pressure ratings—why so many companies who try 
them soon adopt them as STANDARD. May we give you further details? 
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Greatest Efficiency 
Yet Reached | 
NTIRELY new and dif- 


ferent design in an effh- 
cient, permenent Auto- 
matic Hot Water System. 
Lifetime copper heating 
element is submerged in 
vitreous enameled tank. 
Tests reveal an efficiency 
never before attained— 
dependable, continuous 
supply of clean, hot water 
assured for the life of the 


building. 


NEW FOLDER FREE 
Write today for illustrated 
literature and complete details 
which point the way to profits 
for you. 





WATER HEATER 


TRADE MARK REG US PAT OFF 








The Youngstown Welding & Engineering Co. 
3600 Oakwood Ave. YOUNGSTOWN, OHIO 
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SINK FIXTURE For the moderate priced home, 
where costs are a vital factor, 


this Capitol 914 Sink. Fixture 








presents a neat, dressed-up appearance and at a very reasonable price. 


Nickel plated, the handles and soap dish are of china. Metal handles and metal 
soap dish can be supplied at slightly increased cost. With drain at rear, the 
soap dish sets well down between the handles on a short, securely fastened 


stud. 8 inch centers with female eccentric or male adjustable couplings. 


A true Capitol fixture throughout, it is a remarkable value. Workmanship 


equals that of our highest priced sink fixtures. 


The complete line of Capitol plumbing fixtures is handled by the leading 


plumbing supply houses. Install them and insure customer satisfaction. 


N 





Bohn Aluminum & Brass Corporation 


APITOL BRASS DIVISIO 


MANUFACTURERS OF BRASS VALVES, BOILER TRIMMINGS AND PLUMBERS’ BRASS GOODS 


DETROIT ~ MICHIGAN 
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Chart No. 3 


“The changes in the habits of life and of expenditure 
have stimulated and have been stimulated by new prod- 
ucts and new uses for old products. This has led to 
more intense competition between producers and dis- 
tributors for disposing of their products and has resulted 
in dynamic changes in the nature of the competition. 

“The struggle between producers of similar commodi- 
ties has largely given place to a struggle between manu- 
facturers of differing commodities representing alterna- 
tive claims for a share of the consumer’s dollar. This 
has brought about a “‘buyer’s market,’ and the consumer 
now has an initiative and final voice in determining what 
kind and how much of the various commodities can prof- 
itably be produced. 

“These changes have forced some of the older indus- 
tries into a secondary position, while new industries have 
increased in importance from both the social and eco- 
nomic point of view.” 

What has the plumbing industry done to meet this 
new competition? Nothing! Absolutely nothing! Prac- 
tically no constructive effort has been made to secure a 
larger share of the consumer’s dollar. [ven most of 
the advertisements which now appear in various maga- 
zines showing up-to-date bathrooms or kitchens are spon- 
sored by manufacturers of cleaners, linoleums, and 
other commodities not directly connected with the plumb- 
ing industry. 

The wholesalers of plumbing and heating supplies 
spend between five and six cents out of every dollar of 
their sales on salesmen. Yet a study conducted under 
the auspices of the Plumbing and Heating Industries 
Bureau shows that these salesmen are only 62 per cent 
efficient and only 44 per cent efficient from the standpoint 
of creative salesmanship. Good salesmanship is very 
important in every line of business in this day and age. 
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C-9542 three-stream Newera drinking fountain bubbler which 
has passed with honors every one of the tests to which it has been 
subjected, including the Chicago Health Department Bacteria Test 





The most sanitary of 
drinking fountain bubblers 
the Crane 
three-stream Newera 


The most sanitary of drinking fountain bubblers is 
this newest addition to the complete Crane line. One 
drinking stream is formed from three supply jets; as 
it is directed away from these jets, saliva goes into 
the fountain receptor instead of the jet openings. An 
integral shield prevents foreign matter from falling 
into these openings and bars the lips of the user from 
coming into direct contact with them. The rounded, 
sloping design and the absence of crevices enables 
the water to drain rapidly from all surfaces and per- 
mits easy cleaning. Danger of contamination by 
back siphonage is eliminated by the extension of the 
bubbler above the receptor’s rim. 


But in making these provisions for sanitation, the 
requirements of economy were not overlooked. The 
bubbler is equipped with a Crane Automatic Stream 
Regulator which maintains a constant height drink- 
ing stream under varying water pressures. No water is 
wasted as all water that enters the regulator passes on 
to the bubbler; none is discharged into the waste lines. 


CRANE 


CRANE CO., GENERAL OFFICES: 836 S. MICH. AVE., CHICAGO 
NEW YORK OFFICES: 23 W. 44TH STREET 
Branches and Sales Offices in One Hundred and Ninety Cities 
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WITH THE 
ULTRA-MODERN, 
LOW-COST 


New Yorker 


OW YOU CAN GIVE your 
customers the modernistic 
fixtures they want at a price 

they want to pay. Now you can make a quality 

installation throughout and still meet the price 
competition of ordinary fixtures. 





With Republic’s New Yorker line you can crash 
through competition ... can meet low bids on 
tough competitive jobs ... can put in fixtures 
that will build good-will and bring repeat orders. 


The New Yorker is smartly modern with a power- 
ful style appeal in its original design and sym- 
metrical lines. Winning customer-interest with the 
New Yorker is merely a matter of showing this 
new, ultra-modern fixture. 


And once you start talking price the job is yours! 
For we have been able to make substantial 


savings through applying advanced engineering 
principles and new economies in manufacture... 
savings that we pass on to you in full. 


You will win orders and hold customers with the 
New Yorker. For it is a Republic fixture through 
and through. Valves that work easily and keep 
on working that way. Heavy chromium plate 
that holds its satiny beauty under thousands of 
wettings and scrubbings. Republic’s far famed 
Selectaspray Shower Head, Trip Lever Drain 
and Integral Stop Valves to assure greater utility 
and added customer satisfaction. The New Yorker 
gives you all these together with modern-to-the- 
minute style and order-impelling price. 


Your Republic Jobber has the New Yorker on 


REPUBLIC 
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Fig. No. 3670 Fig. No. 3662. New Yorker Four Valve 
Body Bath and Shower Fixture. Available 


New Yorker Shower Fixture. 
Available with Selectaspray Shower Head and with Selectaspray Shower Head and Trip 
integral Stop Valves. Lever Drain. Patent No. 1,332,793. 
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Fig. No. 3724 | = No. 3730 Fig. No. 3410. New Yorker Lovatory Fixture. 

New Yorker Tub Fixture. New Yorker { ter Bath and Shower Fixture. Also available with long spout for hooded 

Available with Integral Stop Valves Avoileble lec Shower Head, overflow; with concealed spout; and for 
Patent No. 1,556,406 Trip Lever and Integra! Stop Valves. integral supply lavatory. 


Patent Nos. 1,332,793; 1,357,503; | 406 
1,647,984: 17,034 — 


on to your customers. You'll find yourself 
crashing through competition into orders that 
bring both profit and customer friendship. 


Brass Goods i 2ettts28895 coMPany 


display. See it. Learn how much it offers in 
stylish beauty. Get the price. Then pass the story 
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ARMSTRONG BROS. 








Here’s a new thrill 
—Just ‘“‘weigh”’ 
this Pipe Wrench 
in your hand. 


Next time you are at your supply house, ask to see the 
patented ARMSTRONG BROS. All-Steel Pipe Wrench. 
‘“‘Weigh’’ it in your hand—there’s an actual thrill in the 
‘feel’ of this wrench, a new balance and handiness that 
you will instantly sense. 

This is a perfect tool, improved in a dozen ways includ- 
ing: (1) All-steel, no cast frame or nut housing; (2) No 
clumsy flat spring; (3) The nut cannot fall out; (4) Heavy 
forged lugs to take up side strain; Replaceable hard- 
ened tool steel jaws; (6) Handle strongest at point of great- 
est strain-—instead of weakest; (7) No projections below 
the line of handle; (8) Self-cleaning action; (9) Multi- 
plied strength—large recessed nut; (10) a trimness, handi- 
ness and balance never before achieved. 

This is one of a complete line of improved tools, the 
‘Better Pipe Tools,’’ that you can distinguish by the Arm- 
and-Hammer Trade Mark. Write for Catalog P-10. 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People’ 


323 N. Francisco Ave. CHICAGO, U. S. A. 
London Branch 
ARMSTRONG BROS. TOOL CO., LTD. 
35 Upper Thames Street, London, E. C. 4, England 
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BRASS -PRODUCTS 











If you want to be sure of giving 
your customer the advantage of 
the highest quality, recommend 
to him Trenton Brass Flush Valve 
Assemblies. [They smooth out 
closet water supply dificulties 
and will givea lifetime of trouble 
free service. 


THE TRENTON BRASS & 
MACHINE COMPANY 


Trenton » » New Jersey 





Represented by ROLLIN C. WILSON 
7 East 42nd Street New York, N. Y. 


261 Franklin Street . . « Boston, Mass. 
Elizabeth, N. J. 


427 North Broad Street. 
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Many authorities are regarding that as one of the most 
important problems of 1931. And yet very little has 
heen done so far in order to improve the efficiency of the 
sales force. 

A whole year has passed since I met with you at 
l’inehurst. I have had much time since for reflection and 
analysis, but somehow I still feel as I did a year ago. 
[ am still convinced that in order to succeed in the 
wholesale business today you must make your economic 
position known to all factors in the industry 1n order 
that you may secure the co-operation which you deserve. 
There is much misunderstanding concerning the func- 


“It is imperative that every wholesaler 
increase his own efficiency. He must train 
his salesmen to do a better job. The most 
progressive industries are following such 
a program.” — Theodore N. Beckman 


tions of the wholesaler in the industry which must be 
cleared up and definitely eliminated. 

Second, every attempt must be made to improve the 
retail merchandising on the part of master plumbers. 
Much credit is due for such work to the Plumbing and 
Heating Industries Bureau. Every effort must be made 
to see that the neck of the bottle in the merchandising 
of plumbing and heating goods is stretched to a point 
where it will permit of free and steady movement of 
goods from producer to consumer. 

Third, it is imperative that every wholesaler increase 
his own efficiency. You must train your salesmen to do 
a better job. The most progressive industries today are 
following such a program. 

Furthermore, you must analyze your own activities. 
It is possible that your business is different from that 
shown on Charts 2 and 3, but I doubt that very much. 
These charts are based upon an analysis of a whole- 
saler’s business. Chart 2 shows the analysis of sales 
by customers. According to this chart, 21.6 per cent 
of all the customers contributed over 69 per cent of the 
business, while 9.9 per cent of all customers contributed 
only .4 of 1 per cent of the total volume of business, 
and another 10.4 per cent of the customers contributed 
only 1 per cent of the total volume. Thus, over 20 per 
cent of the customers could be eliminated and yet the 
loss in the volume of business as a result would be less 
than 1.5 per cent. I am not advocating the elimination 
of such customers without first making a sincere attempt 
to make such customers profitable to the house. 

Chart 3 shows an analysis of sales volume by the 
size of the order. It is interesting to note that the 
orders over $25 each amounted to 13.1 per cent of 
the total number of orders, but this 13.1 per cent of 
the orders contributed 52.8 per cent of the total volume 
of business. On the other extreme, we see 4.6 per cent 
of all orders under $1 apiece contributing a total of 
only .2 of 1 per cent of the total volume. Furthermore, 
fully 28.9 per cent of all orders were between $1 and 
$5, contributing only 5.2 per cent of the business. Obvi- 
ously a program must be developed which would elimi- 
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DESIGN STANDARDS FOR 
OXWELDED PIPING 
Any welded piping system, even in its most 
complicated form, is a combination of a few 
fundamental welding design details. 


STANDARD PIPE BENDS 
AND TUBE TURNS 


Explanation of Designs: 
The various standard pipe bends having 
their ends beveled may be butt welded 
into position. The standard radius of such 
bends is 5 diameters or greater. 





Eliminates 
Joint Maintenance 


There are a number of sound reasons for the growing popu- 
larity of the oxwelded joint among piping designers. One 
of the most important is permanency. A properly made 


Uses: 
For lines carrying high pressures and sub- 
jected to high temperatures, it is recom- 
mended that standard pipe bends or tube 








oxwelded joint is permanently tight. After testing it may turns be used. 

Specification: 
When standard pipe bends and tube turns 
are specified the following features should 
be included in the specification: 


be forgotten. There is no maintenance cost. 
The oxwelded joint entirely eliminates joint leaks and 
resulting losses, delays and reinsulation and maintenance 


Standard pipe bends and Tube 
* Turnsshall be of the desired radius 
with ends beveled 45 deg. for welding. 


expense. In addition, the oxwelded joint is as strong as the 
pipe wall and equally resistant to corrosion. The only 9. Tangent lengths shall be in con- 


“* formance with the usual practice 
for flanged bends as given on page 49, 
“Design Standards for Oxwelded 
Piping.”’ 


maintenance costs that arise 1n connection with welded 


S ¢ ) y < ¥ Yas , ; - 
lines are for tightening and replacing gaskets where con % The Open Single Veo Butt. Weld 
“"* shall be used for connecting stand- 
ard pipe bends and Tube Turns into 
the line. 


nections necessarily are made by other means. 
Under Procedure Control, welded piping construction 


dee above is excerpted from a hand- 
a . . . ok on fundamental designs, titled, 
may be undertaken with the same confidence in a satis- “Design Standards for Oxwelded Stee! 
| and Wrought Iron Piping,’’ published 


by The Linde Air Products Company 





factory result as older methods, and with further assurance 
Yi MM thould ha ”? acon’ i th 


of increased economy and serviceability. Je is yours for the a 


THE LINDE AIR PRODUCTS COMPANY District Offices 


Atlanta Detroit New York 
Baltimore El Paso Philadelphia 
Unit of Union Carbide and Carbon Corporation ann te rll ay 
UCC 7 Wereh — Buftalo prong va = oe City 
6 t Chi geles ancisco 
a clienancnimeatl ee Clevelond Mimwaukee Seattle.” 
e- : 
IN CANADA, DOMINION OXYGEN COMPANY, LTD., TORONTO ain “haa 








LINDE OXYGEN - PREST-O-LITE ACETYLENE + OXWELD APPARATUS AND SUPPLIES + UNION CARBIDE 
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nate or minimize orders under $5—certainly the orders 
under $1 each. 

These two charts are introduced here merely for the 
purpose of showing the prime need for placing business 
under the microscope and analyzing conditions as they 
exist in order that substantial improvements may be 
brought about. 

Despite all that I have said so far, I am quite opti- 
mistic as far as the future of the wholesaler in the 
plumbing industry is concerned. I still believe that the 
wholesaler’s position is secure so long as a real effort 
is made to perform his functions efficiently and with 
the greatest possible economy, and so long as he secures 
the proper co-operation from the manufacturers on the 
one hand and the master plumbers on the other. A 
hetter system for the distribution of the bulk of plumb- 
ing goods remains to be discovered. 


Utility Law Opens Merchandising 
Opportunities 


(Continued from page 49) 


successful follow-up business. The public utilities 
man is in the home every month, and the plumber’s 
man will have to find some way of making that per- 
sonal contact, if he is to keep in touch with the needs 
of his customer. In demonstrating his articles, he 
must show what they will do and what they will 
mean to the customer, rather than explain the me- 


QUICK-ACTING 
LONG-LIVED 
EASILY HANDLED 


The most complete 
line of tank heaters 
on the market 


Gloco Tank Heaters have fine- 
mesh, separate-shaking grates 
which burn the smaller and 
cheaper sizes of coal. They are supplied with plain, 
copperized, galvanized or brass water sections. 


There are 45 Gloco sizes to choose from-—each covered 
by an absolute guarantee to withstand a working pres- 
sure of 125 pounds. Actually tested to 300 pounds 
hydrostatic pressure. 

A quick-acting, long-lived hot water machine, which is 


recognized the country over as the leader among Tank 
Heaters. Ask your Wholesaler. 


EVINS F. GLORE & SON, Inc. 
Grand Central Terminal Bldg. New York City 


“LOOK FOR THE RED BAND OF QUALITY” 
TRADE MARY 











| 


RED BAND TANK HEATERS. 
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chanical construction, which half the people care 
nothing about. 

“In his personal visit, he will create a good will 
toward the customer, and not try any high-pressure 
selling methods on him. The plumbing business will 
have to provide more work for the workman, and 
more profit for the business. These things, with the 
advantage that the utilities law has to offer us, will 
make for a bigger and better plumbing business 
throughout the state.” 

Since Kansas was also successful in passing the 
law, the plumbers association there is putting on an 
extensive sales campaign, concentrating on water 
heaters. Prizes are offered for the best sales. The 
Kansas men asked the Oklahoma association to join 
them in this campaign. The matter was brought up 
before the wholesale dealers and the board of direc- 
tors of the association, meeting with. the approval 
of both. Details of the field work and contests have 
not been worked out in Oklahoma, but salesmen are 
stressing the sales of water heaters. 

“This is not a logical time for sales, unless the 
customer is ready to buy,’ Green said, in regard to 
the sales campaign. “We must know how to sell, 
when to sell, and where to sell, if we expect to make 
a profitable business out of the plumbing industry.” 

“In this day of economic reconstruction,’ Watt 
added, “it is not safe economy for the retailer to carry 
or encourage the sale of cheap or inferior grades of 
merchandise. The success of the selling plan de- 
pends upon the individual efforts of the retailer.” 





NO RUSTY WATER 


from 


Pennsylvania 
Range Boilers 
because 
We GALVANIZE 
them INSIDE AND 
OUTSIDE to U.S. 


Std. Specifications and 
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then we exceed those 
specifications by as 
much as 50%. 


Sold by 
Leading Jobbers 


Complete Line of ALL 
WELDED and RIVET- 


JOBBERS: Write us for sample of ED AND WELDED 
any boiler for 30 day inspection. Galvanized Boilers. 


Pennsylvania Range Boiler Co. 
24th and Washington Ave. Est. 1895 Philadelphia, Pa. 
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Right: Double drain board Monel 

Metal kitchen sink. Made in 

nominal sizes of 72” x 21” and 
60” x 21”. 


Below: Monel Metal corner kit- 
chen sink. Corner splasher at 
bowl end, drain board either 
right- or left-hand. Made in 
nominal sizes of 61” x 21” 
and 42” x 21”. 










Below: Single drain board Monel 
Metal kitchen sink. Available in 
both left - and right - hand drain 
board models. Made in nominal 
sizes of 50” x 21” and 41” x 21”. 





Monel Metal Sinks 
offer these 3 points of superiority 


I. Rich, lustrous beauty...with a satiny, glass-smooth surface that is easy to 
clean and keep clean. 


2. Neutral, silver tone that blends with any kitchen color scheme and elimi- 
nates troublesome color problems in stocking sinks. 


38. Rust-proof... highly resistant to corrosion ...strong as steel. 


4. Solid metal clear through, with no coating to chip, crack or wear off. Less 
danger of damage during installation. 

5. 10 standardized models and 6 sizes. One-piece construction of heavy gauge 
Monel Metal. No joints or seams. Reinforced and sound - deadened. 


G. 31% more working space than an ordinary sink of same nominal size. 


7. Less weight saves labor and expense... installing, stocking and handling. 


%. Standardized construction and quantity production methods bring prices 
within reach of the average purse. 
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Aovertisine 

IS BUILDING BUSINESS FOR 

PLUMBERS WHO SELL THE NEW 

STANDARDIZED MONEL METAL 
SINKS...! 


® Don’t think of Monel Metal sink advertising as 
a “flash in the pan”. It’s a steady, month after 
month campaign that keeps pounding away at 
more than 7,000,000 of the “first families” of the 
country! 

The national magazines in which Monel Metal 
sink advertising appears have been carefully se- 
lected to give you the strongest possible backing 
in selling these modern sinks. They represent the 
pick of the publication market... they lead the 
field in circulation, reader intelligence and con- 
sumer influence. They are bought and read by the 
kind of people you would choose for customers if you 
made a personal canvass of your own community. 

The campaign behind this remarkable new prod- 
uct is the biggest sink advertising campaign ever 
launched. You can be sure that it is an investment 
that will pay for itself many times over in profits 
for everyone who sells and distributes these mod- 
ern sinks. 

“Let's Talk About Money-Making Monel Metal 
Sinks” is the title of a booklet that will show you 
the way to bigger profits. If you haven't seen it, 
drop us a line today. 





Monei Meta! ie a registered trade mark applied to a technically con 
trolled nickel-copper alloy of high nicke! content. Mone! Meta! ia mined 
emeited. refined, rolled and marketed solels by Internationa! Nicke! 


THE INTERNATIONAL NICKEL COMPANY, INC., 67 WALL STREET, NEW YORK, N. Y. 


THE INTERNATIONAL NICKEL COMPANY, INC., 67 Wall Street, New York, N.Y. 
Gentlemen :— I am interested in Monel Metal sinks. Please send me complete 
information on these sinks and samples of the selling helps for Plumbers. 


My Jobber is 








(Jobber's Address) 


My Name is : 2 


(Your Addrens) 

















A HIGH NICKEL ALLOY a 


ONEL METAL 


| NICKEL ALLOYS LOOK BETTER LONGER 
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The SQUARE “GEE” Line 


STANDARD AND EXTRA HEAVY 











“Gee” Trus-Fittings. Breakage losses are reduced.... 
work goes faster... . stronger construction is assured AND GROUND JOINT UNIONS RAIL 
... with Trus-Fittings on the job. FITTINGS ... STANDARD CAST IRON 
The Square “Gee” is a mark of dependable uniformity on fittings STEAM FITTINGS... STANDARD AND 
of every type, for Grabler’s advanced manufacturing methods PATENTED CAST IRON DRA 
and triple inspection of every fitting makes high merit certain. PATENTED CAST IRON DRAINAGE 
Solve your fitting problem by saying Square “Gees” every time SITTINGS nse ND ARP AN 
you order. HEAVY BRASS FITTINGS... BR 
THE GRABLER MANUFACTURING COMPANY UNIONS... STEEL AND BRASS NIPPLES. ._ 
6565 BROADWAY $3 CLEVELAND, OHIO HANGERS..FLOOR AND CEILINGP 

Warehouses: NEW YORK - CHICAGO - LOS ANGELES + SAN FRANCISCO HANGERS - FLOOR AND CEILING PLATES. 


YOUR FITTING PROBLEM IS SOLVED WHEN YOU SAY SQUARE “GEES” 


SQUARE “GEE” 
Pipe Fittings 


ORAINAGE, GRASS 


A dded metal, logically placed, ruggedly reinforces Square MALLEABLE FITTINGS ... STANDARD 
SA NORILRE RES. NEAT ARR ERE EEE ELE ARENA PERILS: PP EELS ETE IE I EE 
at 


















MALLEAG LE, CAST IRON 
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Pittsburgh Tube Co. Appoints Representative 


Walter Monroe, Jr., formerly with the Crane Co. at 
its Dallas, Tex., branch, is now representing the Pitts- 
burgh Tube Co., Pittsburgh, Pa., in the states of Texas 
and Oklahoma. 

* 
Secretary Entertains Credit Men at Summer 


Home 

On Saturday, July 25, D. R. Thomas of Minneapolis, 
Minn., secretary of the Central Western Credit Asso- 
ciation, and Mrs. Thomas entertained members of the 
lowa Credit Association at their summer home, “Bryn 
Peris,” at Lake Independence, near Minneapolis. The 
occasion was the regular monthly credit conference of 
the association. 

Among those present were: C. [. Chapman, Kret- 
schmer-Tredway Co., Dubuque; I. L. Turner, Leighton 
Supply Co., Ft. Dodge; G. Phillips, Globe Machinery 
& Supply Co., Des Moines; C. H. Gimar, L. H. Kurtz 
Co., Des Moines; A. H. Davidsaver, A. Y. McDonald 
Mfg. Co., Des Moines; T. H. Rettig, Crane Co., Des 
Moines; Geo. Johnson, Chandler Co., Cedar Rapids; 
D. C. Knight, Winterbottom Supply Co., Waterloo; L. J. 
Inkman, N. O. Nelson Mfg. Co., Davenport; F. R. 
Ervin, N. O. Nelson Mfg. Co., Davenport; W. A. 
Odell, Crane Co., Mason City; George W. Scott, Crane 
Co., Sioux City. 

Among the ladies present were: Mesdames Chapman, 
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D. RR. Thomas, secretary, Central Western Credit Associa- 
tion: FE. R. Mots, Manners-Motz Co., St. Paul: A. J. Koch, 
Ss, S. Spencer Co., St. Paul; J. P. Holliday, D. M. Gilmore 
Co., Minneapolis; W. A. Ferrell, assistant secretary, Central 
Western Credit Association; L. FE. DeVault, Terminal Sup- 
ply Co., Geo. H, Deringer, Deringer Boiler Co., A. C. Ekman, 
Central Supply Co., M. A. Pladsen, HRoberts-Hamilton Co., 
all of Minneapolis; H. A, Hadler, Crane Co., St. Paul; R. 
W. Anderson, Crane Co., Minneapolis; A. Malmauist, Coch- 
ran-Sargent Co., St. Paul; R. I, Bischel, Grinnell Co., Min- 
neapolis 


Turner, Phillips, Gimar, Davidsaver, Rettig and Ervin. 
Mr. and Mrs. Thomas also entertained the Muinne- 
apolis and St. Paul credit men at a joint conterence on 
July 28. 
Those who attended this gathering are shown in the 
accompanying photograph, which was taken on the dock 
at the Thomas’ summer home. 


Dates of Coming Conventions 


September 8-11, 1931—A. S. S. E.—The annual convention 
of the American Society of Sanitary Engineering to be held 
at Richmond, Va., with headquarters at the Jefferson hotel 

October 12-16, 1931—A. G. A.—The 13th annual convention 
and exhibition of the American Gas Association to be held 
at Atlantic City, N. J. 

April 27-29, 1932——N. P. S. A.—The annual convention of the 
National Pipe and Supplies Association, to be held at the 
Greenbrier Hotel and Cottages, White Sulphur Springs, W. Va. 


COMING TRADE EVENTS 


August 22, 1931—The annual outing of the Contracting 
Plumbers’ Association of St. Louis, Mo., to be held at the 
Ferguson Country Club. 

August 22, 1931—The annual outing of the Albany (N. Y.) 
Master Plumbers’ Association, to be held at Picard’s Grove. 

August 24, 1931—The fifth tournament of the Central Trades 
Golf Association of Pittsburgh, Pa., to be held at the Wild- 
wood Country Club. 

August 26, 1931—The annual picnic of the North Shore 
Master Plumbers’ Association of Salem, Mass., to be held at 
Raymond’s Sunnyridge Farm, near Amesbury, Mass. 

August 27, 1931—-The annual outing of the Manhattan (N. 
Y.) Master Plumbers Association, to be held at Karatsonyi’s 
Hotel, Glenwood Landing, Long Island, N, Y. 

August 30, 1931——-The joint picnic of the Colorado Society 
of Sanitary and Heating Engineers and the Denver Master 
Plumbers Association, to be held at Roxwood Park, Boulder, 
Colo. 

September 12, 1931—The annual outing of the Master 
Plumbers Association of Jersey City, N. J., to be held at 
Blasberg’s Farm, Hawthorne, N. J. 

September 12, 1931—The annual outing of the Master 
Plumbers’ Association of the Borough of Queens (N_ Y.), to 
be held at Narragansett Inn, Lindenhurst, Long Island. 


September 12, 1931—The annual outing of the North Hud- 


son (N. J.) Master Plumbers’ Association, to be held at 

tellvedere park, Pearl River, N. Y. 

September 19, 1931—-The annual outing of the Master 
Plumbers’ Association of Nassau County (N. Y.), to be held 
at Narragansett Inn, Lindenhurst, Long Island. 

September 19, 1931—The regular meeting of the Federation 
of Merchant Plumbers of Southern California, to be held at 
Santa Barbara. 

September 21, 1931—The sixth tournament of the Central 
Trades Golf Association of Pittsburgh, Pa., to be held at the 
Latrobe Country Club, Latrobe, Pa, 

September 23, 1931—The fifth golf tournament of the 
Plumbing Contractors’ Association of Chicago, to be held at 
Oak Hills Golf Club. 

September 23, 1931—The fourth tournament of the Plumb- 
ing and Heating Golf Association of New York, to be held at 
the Westchester Country Club, Rye, N. Y. 

September 24, 10931—Monthly tournament of the Eastern 
Trade Golf Association, to be held at Echo Lake Country Club, 
Westfield, N. J. 

September 26, 1931—Meeting of the Northern California 
Federation of Plumbing and Heating Industries, to be held at 
the Saint Claire Hotel, San Jose, Calif. 

October 5-10, 19231-—The tenth annual meeting of the lL'a 
cific Coast Building Officials Conference, to be held at 
Berkeley, Calif. 

October 6, 1981—Monthly tournament of the Eastern Trade 
Golf Association, to be held at Woodmere Country Club, 
Woodmere, Long Island, N. Y. 


October 20, 1931—The fifth tournament of the Plumbing and 
Heating Golf Association of New York, to be held at Kings 
Ridge Club, Portchester, N. Y. 

November 16-21, 1931—The Third International Conference 
on Bituminous Coal, to be held at Carnegie Institute of 
Technology, Pittsburgh, Pa. 

January 25-29, 1982—The Second International Heating and 
Ventilating Exposition, to be held in Cleveland, Ohio, 
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ANNOUNCING 


A New Source of Profit 











$10 to $25 Clear Profit for You 
on Every “X” Flushing Job 


Here’s How—Thousands of boilers all about you need flushing right 
now. Order a carton of “X” Boiler Flush from your wholesaler, and start 
cashing in on this new source of profit. 


t Inch of Scale Plan Now for Flush Profits 


Requires 2 5G More Fuel Make your plans right now for a thorough 


canvass of your neighborhood; by personal 
Just point this out to householders, and you calls, mailings and telephone. At $10 to $25 
will find them glad to pay the cost of flush- per job, ‘‘X’’ Flushing will give you a splen- 
ing, to effect such great fuel savings. did profit. 






Packed in Halt-Gallon Cans 
6 Cans to the Carton 






Quantities required for 7 room 






house: Peer Liam, 


| / —0 p com 
Steam: |» Gal. Po act LP 
Hot Water: | Gal. (2 ’ 
(7 Mthihee , 
‘ CO a ) 






















(;al. for Boiler alone 





“xX” BOILER LIQUID 
Quickly Repairs Leaks 


Used by 30,000 fitters to repair 
leaks in high and low pressure 
steam boilers, hot water heating 
systems. Used on new installa- 
tions to leak-t _ the job and 
hasten the chec 
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"X BOILER FLUSH 


“X” Flush Cleans Thoroughly 


Ordinary draining and blowing off, as every 
fitter knows, will not clean out the heavy 
encrustations of scale. ‘‘X’’ Flush positively 
cleans the scale from all parts of the boiler, 
including the top of the crown sheet, and other 
places where scale accumulates heavily, and 
which are not affected by blowing off. 


ee ee 


Silt? Ape ee 


$ 
- 
- 
: 
- 
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Plenty of Prospects 


Homes, Stores, Institutions, Office 
Buildings, Industrial Plants—All are 
live prospects for flushing. The bigger 
the heating plant, the bigger the fuel 
saving. 


WV rite for Circulars **X’”’ Flush is a liquid, simple to use. Simply 
pour it into the boiler, let the boiler run nor- 


Circulars designed to get flushing mally for a week, then flush out with clean 
jobs for you. Imprinted with your sitll 


name and address. Just write *‘Cir- 
culars’’ on your letterhead and mail 
it to us. 





+ 
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SPECIAL OFFER 


n “X” Liquid and “X” Flush 
For Limited Time Only 


Buy a Carton (6 Cans). Pay for 
5 Cans and get 1 Can FREE 
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CARTON ‘‘X’’ BOILER FLUSH 


Consists of 
5 Half-Gallon Cans at $4.50 .$22.50 
1 Half-Gallon Can FREE $4.50 


\ 


You Invest 


$11.25 

















Costs You $11.25 
Your Profit 6 Flushing Jobs at $10 $60.00 
$48.75 Your Profit $48.75 
CARTON ‘*‘X’’ BOILER CARTON ‘**X’’ BOILER 
— ID LIQUID 
Consists of Consists of 


5 Hall-Gellon Cans 





5 Quart Cans at $5.50 $27.50 





t $8 $40.00 
1 Half-Gallon Can $8.00 1 Quart Can FREE $5.50 FRO, £ 
Costs You $21.00 Costs You $14.00 OUSE HEATIC ale w nessuie gS mpi 





“X” LABORATORIES 


25 W. 45th St. 





New York, N. Y. 
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‘Vulean Superior’ Tongs 
were first choice in the 
erection of the World’s 


Greatest Building ... 




















‘THE miles of pipe that comprise the plumbing 
and heating system in the Empire State 
Building, represent a man-sized installation job. 
For this work, Williams’ “Vulcan Superior” 
Pipe and Fittings Tongs were selected against 
all competition. And they proved one hundred 
per cent satisfactory. 
“Vulcan Superior” is a universal service Tong 
for both pipe and fitting—TWO tools in one. 
The radius of jaws and manner in which chain 
is hung give extra “bites” and instant release. 
The “V” recess in the jaws assures quick and 
positive grip on fittings. 
Seven sizes, with either flat link or cable chain, 
will handle pipe from 1/8 to 12 inches. Fully 
guaranteed. Ask for literature. 


J. H. WILLIAMS & CO. 
“The Wrench People” 


75 Spring St. New York 


WILLIAM 


VULCAN 
SUPERIOR 
PIPE ano FITTINGS TONGS 


‘MYROR) 


“gaan € ee od 


How many of these buildings 
can you name ? 


Empire State Building 
200—5Sth Avenue 
Hecksher Bldg. 
Twenty-two E 40th St. 
Lincoln Bldg. 

N. Y. Central Bldg. 
Waldorf Astoria Hotel 
Channin Bldg. 
Chrysler Bldg. 


BUY FROM YOUR DISTIBUTOR 


OFFICE 


N y. 











News of Plumbing and 
Heating Contractors 








New York Dealers and Gas Company Discuss 
Sales Plan 


Representative members of the five borough master 
plumbers association of Greater New York formed a 
joint committee with representative members of the 
American Gas Association and met at a Greater New 
York gas conference on Wednesday, July 29. 

At this meeting was discussed in particular, plans tor 
selling gas appliances by the plumbing contractors of the 
Greater New York area. A program was agreed upon 
and while it has not yet been distributed in printed form, 
it will be in the hands of interested parties in the near 
future and becomes effective upon distribution. 

Because the program will be standard in all of the 
five boroughs of New York with the exception of a few 
deviations for Richmond, it is intimated that it will be 
received with enthusiasm by plumbing contractors and 
that it will facilitate their work greatly. 

Members of the master plumbers committee are: Wil- 
liam Wolff, president, New York State Association of 
Master Plumbers, chairman; M. J. Kennedy, president, 
Greater New York Association; John J. Dixon, treas- 
urer, New York State Association, and _ secretary, 
Greater New York Association; John D. Cooley, presi- 
dent, Manhattan Association; Harry Voletsky, presi- 
dent, Brooklyn Association; L. Frisse, Brooklyn; P. H. 
Gleason, Brooklyn; Jacob Stockinger, Jr., Queens; E. 
Siekmann, Richmond; A. Lipsky, Brooklyn; J. Sharp, 
Manhattan; H. Sugarman, Bronx; Fred Schmalstich, 
Bronx, and Charles F. Fritz, Freeport, L. I. 

i 
New York Oil Burner Dealers Re-Organize 
Association 


A meeting of oil burner distributors, dealers and 
allied trades was held under the auspices of the 
Dealer Division of the American Oil Burner Asso- 
ciation, Inc., at the Empire hotel, Broadway and 63rd 
street, New York City, on Tuesday, July 21. The 
meeting was called to order by A. W. Clark, past 
president of the New York Oil Heating Association 
and managing secretary of the Dealer Division to 
discuss the needs of the industry today as applied 
to dealer and branch office selling in New York City. 

After a discussion of some of the needs of oil bur- 
ner selling it was voted to revive the New York O1l 
lleating Association and a committee was appointed 
to arrange for a meeting which was held on Tuesday, 
August 17, to elect officers and to plan a program. 
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How the National Government Awards 
Building Contracts 


Many plumbing and heating contractors are not 
familiar with the National Government's method of 
handling construction contracts. In view of the large 
volume of construction work the Government is now 
doing, the following letter from the Office of the Super- 
vising Architect, Treasury Department, Washington, 
D.C., explaining the method of awarding contracts, con- 
tains information that will be O} interest toa large nuimn- 
ber of contractors. 


The plans and specifications are limited and the reg 
ulation is to send them upon request only to general con- 
tractors who are in a position to submit a lump sum bid 
for the entire work with the exception that upon request 
they are sent to such organizations as Builders’ Ex- 
changes, Chambers of Commerce, ete., with the under- 
standing that they will be filed where any subcontractor 
or material men may have access to them. 

The terms of the invitation permit general contractors 
to have more than one set and general contractors are 
expected to turnish any parties from whom they request 
sub-bids the data necessary for them to prepare their 
figure. Usually lump sum bids are invited tor the com- 
plete construction of a building. 

It is contrary to the-regulations to specify the product 
of any particular concern or material from any partic 
ular section of the country to the exclusion of other 
products of a similar character. The specifications set 
forth in general terms the requirements as to materials 
and appliances suitable to the proposed design and con 
struction. After the award of the contract, the success- 
ful bidder is required to name the make or submit 
samples, as the case may be, of the materials and ap- 
pliances he proposes to use, and should your product be 
submitted for any project where such material is re- 
quired, it will receive consideration, 1f it complies with 
the specification requirements. 

The general contractor makes his own sub-contracts 
and this office does not deal directly with sub-contractors 
or material men. 

When work goes on the market, advertisements are in- 
serted in a local paper of the city where the particular 
building is to be erected and in some of the leading 
technical journals of the United States. 

There is maintained in the Office of the Supervising 
Architect what 1s known as the ‘Contractors’ Room.” 
where are filed information as to advertisements issued, 
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parties to whom plans are furnished, bids received and 
action taken. This file is open to the public and the 
representatives of the press. 

It is believed that through the means of information 
above indicated, you will be able to keep in touch with 
the work of this office and if possible, arrange for the 
use of your product whenever the design and construc- 
tion call for such material. 

© 


August 22 Is Date for St. Louis Contractors’ Picnic 


The annual picnic of the Contracting Plumbers’ As- 
sociation of St. Louis, Mo., will take place on August 22, 
at the Ferguson Country Club. John H. Weiler is chair- 
man of the committee in charge of the affair. Others 
on the committee are: John D. Els, Franklin Kuhns, H. 
Schlapprizzi, Hy. Bartosch, R. E. Jarvis and John B. 
Moore. 

. 


Albany Masters Hold Picnic August 22 


The Albany (N. Y.) Master Plumbers’ Association 
will hold its annual outing and picnic on August 22, at 
Picard’s Grove, near that city. M. Farrell is chairman 
of the committee in charge of arrangements. He is 
assisted by J. Doody, A. Keller, C. Brodbeck and F. 
Weber. 

+ 


Westchester County Masters Hold Outing 

The Westchester. County Master Plumbers Associa- 
tion held its annual outing on August 5 at Old Stone 
House, City Island, N. Y. E. Sheppard, secretary, han- 
dled all the arrangements which were exceedingly suc- 
cessful in enabling the large crowd that turned out to 
enjoy the day to the fullest extent. Varied games and 
good eats were the feature of the day. The crowd came 
early and left late so that everyone had plenty of time 
to join in the merry-making. 
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Government Plumbing and Building Code 
Tabulation Is Completed 


The Division of Building and Housing, Department 
of Commerce, Bureau of Standards, Washington, D. C., 
has just completed a tabulation showing the status of 
building and plumbing codes in cities of 5,000 population 
or over, according to the 1930 census. 


This tabulation has been issued for several years and 
has been found to be of considerable interest to those 
engaged in the revision of local codes and to organiza 
tions whose products are affected by code revision. 


A summary of the replies, upon which the tabulation 
is based, shows that 88 cities have building codes and 
82 have plumbing codes 20 years old or over; 126 have 
building codes and 104 have plumbing codes from 15 
to 20 years old; 162 have building codes and 97 have 
plumbing codes from 10 to 15 years old; 342 have 
building codes and 210 have plumbing codes from 5 to 
10 years old; 419 have building codes and 324 have 
plumbing codes less than 5 years old. 


“ 


San Francisco Trade Body Elects New Officers 


The recent meeting of the board of directors of 
the Plumbing and Heating Club of San Francisco 
(Calif.) and the Bay Cities, was featured by the 
choice of officers to serve for the new fiscal year. A 
renewed effort looking toward an increased mem. 
bership and a still greater participation in the affairs 
of the club is expected to result from this meeting. 
First known as the California Sanitation Develop- 
ment League, the organization is now rounding out 
its seventh year. Included in the club membership 
are executives and their staffs from all branches of 
the industry, as well as manufacturers’ representa- 
tives. 

Emile Heymans of the Eljer Co., succeeds J. V. 





Group picture taken at the annual outing of the Westchester County Master Plumbers Association, which was held at Old 
Stone House, City Island, N. Y. 
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CNew York State’ 
fine new office building 
in Albany oe or | 





be Built with the best of materials including ‘“‘SPANG”’ | 
Architects:WilliamE. | —the Welded Steel Pipe that now serves’faithfully in | 
Haugaard,—Commis- | —- .~  - Ms 
sioner of Architecture | | hundreds of the nation’s finest and most prominent 
State of N.Y. Heating 1); 
Contractors. Power Ef- buildings. 
ficiency Corporation. aa a : | 
Plumbing Contractors: ; SPANG’’—used by generations of master plumbers, | 
T. E. O'Brien. because of its dependability in the most important of 


installations—preferred because of its soft, ductile, 
easy working qualities which assure clean-cut thread- ! 
ing and good, tight joints at all times. It always | 


pays to specify ‘“SPANG.”’ 


SPANG, CHALFANT & Co., INC. 


GENERAL OFFICES, CLARK BUILDING 


, PrrTrsscrenc,Pa. | 
Sales Offices: New York Boston Pittsburgh Chicago St.Louis Tulsa | . 
Los Angeles Dallas San Francisco | a “il 


Welded Mills: Etna, Pa. Sharpsburg, Pa. Seamless Mills: Ambridge, Pa. 
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Part of the group picture taken at the fifth annual family picnic given by the Tri-City Plumbing and Heating Development 
League at Credit Island, Davenport, Ia. 


Young as president; F. F. Elliott of Crane Co., is 
the new vice president; Ralph Olsen of Heffernan & 
Olsen, is treasurer; and H. Sales of Crane Co., con- 
tinues in office as secretary, his address being 120 
Page street, San Francisco. 

In addition to the new official roster, the board 
of directors includes Ross M. Clark, Robert Allmon, 
William A. Rowe, M. Greenberg, W. F. Mauzy and 
Jack Camp. The advisory committee is made up of 
Chairman J. V. Young, W. H. Finch and Donald 
()’ Hair. 

The committee charged with boosting the mem- 
bership includes Chairman Elmer K. Ross, Clarence 
Drucker, Charles Aronson, A. G. Atwood, J. H. Ahl- 
bach, J. W. Forsythe and D. W. Durant. The golf 
committee is composed of Chairman Robert Allmon, 
W. H. Rainwater, Wm. Turner and Thomas Leary. 





CADWELL 


7, 
«4 











Tri City Development League Holds Fifth Annual 
Picnic 

The fifth annual family picnic of the Tri-City Plumb- 
ing and Heating Development League was held at Credit 
Island, Davenport, Ia., on July 29, with a total regis- 
tration of 763 persons. Many guests were present from 
surrounding cities. The annual baseball game between 
the master plumbers and the journeymen plumbers was 
won by the latter, by a score of 7 to 2. 

Those in charge of arrangements: for the picnic in- 
cluded: L. R. Sidney, chairman, H. F. Lamp, vice 
chairman, R. F. Brasher, Leonard Johnson, Oscar New- 
berg, Henry Fries, Tom Murphy, William Davis, Wal- 


ter Forssman, Geo. Steckel, R. E. Feeney, John Day, 


Jr., W. H. Collins, Frank Martens, Kirk A. Journy and 
Kk, McDermott. 






This is the time to concentrate on remodeling and modernization work. This is 
the time to ASK PEOPLE TO BUY. You can save many of your customers real 
money and trouble by modernizing their heating plants with CADWELL No. 10 
NON-ADJUSTABLE AIR VALVES. Explain to them why worn out and obsolete 
valves cost them money in fuel. 
NON-ADJUSTABLE AIR VALVES. 


ASK THEM TO BUY CADWELL No. 10 


Your Jobber can supply you 


BEATON & 





Established 1894 
BRITAIN, CONN. 
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The HIDDEN QUALITY that GIVES LONGER LIFE 


If Toncan Iron could talk it would prob- 
ably brag about one quality which, while 
hidden, means more than every other—its 
uniform resistance to destructive attack. 
For Toncan Iron is just that—uniformly 
fortified against the inroads of rust and 
corrosion from one end of the pipe to the 
other, from the inside surface to the out- 
side, throughout the shallow threaded sec- 
tion, at cut ends, at bends and through 
the couplings. 

Toncan Iron is an alloy of refined iron, 
copper and molybdenum—a reflection of 


ofa, AEG US Pal OFF 
<] CNCAN’ 


9" faelt 14: *e,9* 
MO-LYB-DEN-UM 


IRON PIPE 
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metallurgical progress through more than 
twenty years. Like any quality product it 
costs a little more. In the first place, the 
copper and molybdenum themselves are 
expensive. Also, the alloying and refining 
Operations materially increase production 
costs. Yet, in the final analysis, it is the 
refining of the iron and the alloying of the 
iron with copper and molybdenum which 
make Toncan Iron a real economy—which 
make it a low cost ferrous pipe figured on 
the basis of additional useful troublefree 
years of life. 





REPUBLIC STEEL 
CORPORATION 


GENERAL OFFICES: YOUNGSTOWN, OHIO 


~—aRs— 














a 
anyon . 
feabeaceirmielenaiak <i. ee anne eee ee eae taehddedat teen ee 


hid <cahenbiaadinnettiriamentamainmenrtanmeniiadetaicchineid, Aieodanscin eck GE ae a a ee ee ae eee . 








pace ea Mat is eatin tsb es han 2h 

















118 DOMESTIC ENGINEERING August 22, 1931 











Here at last is a competitively 
priced toilet seat line that has 
superlative quality and which 
allows you a real margin of 
profit. It it just the line you 
have wanted to handle. 


Every seat is finished either with 
sheet or liquid Tuskoloid. It is 
the one perfect toilet seat finish, 
beautiful, durable, easy to keep 
clean and moderately priced. 


Tuskoloid Seats are fully guaran- 
teed not to break, split, chip or 
craze. 


Write for our catalog 
showing complete col- 
or line, detail of con- 
struction and design. 





THE PERFECT TANK & SEAT CO., inc. 


SYRACUSE — NEW YORK 











Brooklyn Heating Engineers’ Annual Outing 


The Heating Engineers’ Association, Inc., of Brook- 
lyn, N. Y., held its annual outing at Narragansett Inn, 
Lindenhurst, Long Island, on Wednesday, July 15. The 
picnickers met at Trommer’s Restaurant in Brooklyn, 
from which point they journeyed to Lindenhurst, where 
breakfast was served upon arrival. Following this the 
baseball game and athletic events took place. 

In the baseball game the Salesmen’s team, led by 
Howard Allen, defeated the Heating Engineers’ team, 
captained by Meier Dirks, with a score of 8 to 5. 

Among the prizewinners in the other events were: 
G. N. Cook, who won a complete golf set; H. W. Kuhl- 
man, J. Lutz, Charles Bender and Allen Gilmour. 

Among heating contractors attending the affair were: 
William Emery, Robert Sharp, J. Curry and J. Hen- 
nessey. 

A shore dinner at the i iaeeaas Inn in the eve- 
ning brought the outing to an end. Ed Crutchley acted 
as toastmaster on this occasion, and he was ably as- 
sisted by F. Long and Marcus Musaus. 


2 
Northern Zone Colorado Master Plumbers 
Association Meets 


A meeting of the Northern Zone, Colorado Master 
Plumbers’ Association, was held recently at the shop of 
E. L. Moore in Longmont, Colo. J. J. Wafer and 
Edwin B. Clayton, both of Denver, and E. H. Horton 
of Greeley and Ben Bernzen of Boulder, all gave inter- 
esting reports on the last national convention. 

Mr. Bernzen told the members present that he had 
ordered sets of salesmenship lessons from the Plumbing 
and Heating Industries Bureau. Plans were made to 
consider the studying of these lessons at the regular 
meetings. 

® 
Alameda County Association Elects New Officers 


Facing the new fiscal year, commencing July Ist, with 
an intensive drive for new members and a more aggres- 
sive effort toward the stabilization of conditions within 
the area controlled by this organization, members of the 
Alameda County (Calif.) Merchant Plumbers Associa- 
tion met at Plumbers Hall, in Oakland, July 13th and 
elected officers for the coming year. 

W. D. J. Evans was chosen president, Robert Dun- 
can, Jr., vice president, and Hudson Salisbury, treasurer. 
W. Herbert Graham, incumbent, was re-elected secre- 
tary. With the active co-operation of President Evans, 
the membership committee will continue its work. 


* 
Death of Joseph Foran 


Joseph Foran, plumbing and heating contractor at 
Milwaukee, Wis., died at his home in that city on July 
23 after a short illness, in his 57th year. Mr. Foran 
was born in Chicago, but moved to Milwaukee at an 
early age. He entered the plumbing trade in 1893 and 
was for the last 26 years located at 1023 Brady street, 
Milwaukee. He was an active member of the Milwaukee 
Master Plumbers’ Association and the Wisconsin Asso- 
ciation of Master Plumbers. Four of his sons, Walter, 
William, Paul and George were in business with him 
and will continue the concern. 
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THE HANDY SPEEDLOK 








The SPEEDLOK is a quick operating catalog binder 
designed to fit re ts of catalog pages in ‘Domestic 
Engineering Plumbing and Heating Catalog’’ as well as 
all other —— pages that conform to the standards 
adopted by the plumbing and heating industries. 


Easy and speedy operation are special features of this 
binder. A slight pull on the concealed bar under the top 
cover unlocks mechanism when sheets are inserted. 
Equipped with bar for removing sheets when changes are 
made. 


Minimum capacity 14 inches. By simply unscrewing 
extension ts capacity can be extended to 24 inches. 
Works ectly for all requirements—either a few sheets 
or filled to capacity. 


POT Covers are bound in heavy black 
, Levant Grained Fabricoid, serni-flex- 
ible, very durable and attractive look- 


ing. 


To unlock Binder—Pull out slide bar in 
top — Top cover will immediately fall 
bac 


1H 
AN 


i! 


To lock Binder—bring top wing back 
over the ts—be sure posts fil in the 
— in the top wing — then push in slide 





Separate the sheets where desired and 
slip sheets off the posts. Take out sheets 
or put in new ones as desired. These 
three moves take but a few seconds. 
Each operation is a natural one. 


To increase or to decrease the capacity 
of the binder is a simple operation. The 
two posts are so constructed that they can 
be easily raised or lowered to meet the 
height requirements. Binder posts can 
be extended from 114 inches to 2\4 inches. 








Dit dds utiesnnbiaeédacaatuaes 100 500 1000 
Die thevddddetbobheatwdtdudaes d6weteeowee $1.00 $3.00 $5.50 


Prices for larger quantities quoted on application. 


Domestic Engineering Catalog Binder 


Especially designed for the standardized catalog page 
adopted by the plumbing and heating industries 


For Plumbing and Heating 
Contractors — 


Many master plumbers and steamfitters assemble work- 
ing catalogs from standardized catalog sheets filed in 
binders. 


Domestic Engineering is in position to furnish without 
charge, upon request, loose sheets—which are reprints 
from catalog pages appearing in ‘‘Domestic Engineering 
Plumbing and Heating Catalog’’—of several hundred man- 
ufacturers. They are standard catalog page size—10% x 8% 
inches — are printed on a good grade of light paper and 
punched according to the standard adopted by the plumb- 
ing and heating industries. These sheets fit the SPEED- 
LOK binder. 


For Jobbers’ Salesmen— 


The loose-leaf system reduces to the minimum the 
bulk and weight of catalog material required by the sales- 
man. Only matter actually required for selling purposes 
need be carried in the binder. It does away with the 
necessity of carrying entire catalogs, booklets and circulars 
of various sizes and shapes. 


Salesmen using the loose-leaf system have a great ad- 
vantage over men not using this equipment — to say 
nothing of the added convenience, time and labor-saving 
features. 


With a modernly equipped loose-leaf binder, the sales- 
man can present his products in a more comprehensive 
manner than it is possible to accomplish by the old meth- 
ods. Having all his material up to date in compact form 
and easily available, he can show latest specifications, 
answer questions or quote prices more readily. 


When orders for binders are accompanied by requests 
for catalog reprints the binders will be equipped with the 
sheets desired and shipped complete. 


Write for full details regarding loose sheets and binders. 


Price of binder—$3.00. Prices on quantities on application. 


DOMESTIC ENGINEERING 


1900 Prairie Avenue 


(Catalog Department) 


Chicago, Illinois 
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“KELLY” 


AIR OR VACUUM VALVES 


WILL FILL EVERY AIR VALVE 
REQUIREMENT FOR A GRAVITY 
ONE-PIPE ATMOSPHERIC OR 
VACUUM TYPE HEATING SYSTEM 























Stock up with KELLY Valves now. 
Let them open the way to heating 
remodeling jobs for you. KELLY 
Valves require no adjustment and 
are positively fool-proof. They're 
guaranteed for 5 years and theyre 
priced right. 


They operate under all pressures up 
to 10 pounds, venting the radiator 
of accumulated air and closing 
against steam and water. 


Made complete by the Kelly 
organization and made identical 
except for the extra vacuum feature 
represented by the small bronze 


ball at the top which is used in all 
KELLY Vacuum Valves. 


Write today for complete informa- 
tion and prices on the Kelly line or 
insist Upon Kellys from your jobber. 





KELLY BRASS WORKS 


226-32 W. ONTARIO ST. »« CHICAGO 
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Will Take On Stoker 


To the Editor: 

We are thinking very seriously of adding to our line 
of heating equipment a good automatic stoker. Were 
very much interested in your remarks published in the 
Domestic ENGINEERING of June 27 under “Automatic 
Heat.” Having read a great deal about the different 
makes of stokers now on the market, all telling about 
their good qualifications, still leaving us in doubt as to 
their efficiency. We are just a little skeptical as to 
which one to handle. Would you mind giving us the 
address of the Ohio dealer you mention in the last 
paragraph in your article, which will be kept in strict 
confidence ? 

Zanesville, O. (Signed) “B.” 


Rebuilding Cities Will Revive Business 


To the Editor: 

The following letter, sent to the New York Herald 
Tribune and published by it on July 9, may interest you 
and your readers as well: 

Having passed through several periods of depression 
during the last fifty years, I have seen building, and 
especially home building, more than anything else, bring 
back good times. While government spending helps the 
volume, the bulk of spending must be done by individu- 
als and corporations. 

It is my belief that a program backed by the united 
New York newspapers would start work going that 
would spread to every part of the country and set an 
example by putting our own house in order. 

Out of the mass of opinions about what caused the 
present depression and the suggested remedies, distribu- 
tion of the wealth of the country through labor comes 
more and more to the front. Most of the suggestions 
are due to looking up and over, instead of down and 
next door. What we want and must have is immediate 
relief. How can we get it? 

We have the money, we have the labor, we have the 
work to be done. The work that will bring back good 
times quickest and surest is building, in which there is 
an immediate call for labor and building materials. If 
any one suggests that we are overbuilt, let him get on an 
elevated train at the Battery and ride to the Bronx, 
then on other elevated trains through Brooklyn and 
ueens. He will see acres and acres of buildings in 
which human beings are working and living that are not 
fit to live and work in and are breeding places for disease 
and crime. These buildings should be torn down and 
replaced with modern buildings of sufficient height to 
take care of the present number of occupants. Let New 
York set the example of what can be done and the whole 
country will follow. 

You can ride through the cities and towns on any 
railroad in the country and look out the windows and 
see a chance to modernize buildings that would mean 
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Our Readers Tell Us 


better working and living conditions for those working 
and living in them. 

The results are labor put to work at once tearing down 
and rebuilding, labor put to work furnishing building 
materials, labor put to work making furniture for the 
new buildings and all along the line money placed where 
it will secure the quickest and most profitable turnover, 
counting health and happiness added to dividends. 

(Signed) C. F. Bennett, 

Vice President, Pierce, Butler & Pierce Mig. Corp., 

New York. 


A Salesman Discusses Credits 
lo the Editor: 
| am enclosing “The Old Black Hen” which you have 
no doubt seen. The rejoinder, “The Little Red Rooster,” 
is my own. 


The Old Black Hen 


Said the little red rooster, ‘Gosh all hemlock ; things are 
tough, 

Seems that worms are getting scarcer, and I cannot find 
enough, 

What's become of all those fat ones is a mystery to me; 

There were thousands through that rainy spell but now 
where can they be?” 

The old black hen who heard him didn’t grumble or 
complain ; 

She had gone through lots of dry spells, she had lived 
through floods of rain, P 

So she flew up on the grindstone, and she gave her claws 
a whet, 

As she said, “I’ve never seen the time there were no 
worms to get.” 


She picked a new amd undug spot, the earth was hard 
and firm, 

The little rooster jeered, “New ground! that’s no place 
for a worm,” 

The old black hen just spread hey feet, she dug both fast 
and free: 

“IT must go to the worms,” she said, “the worms won't 
come to me.” 

The rooster vainly spent his day, through habit, by the 
ways 

Where fat worms passed in squads, back in the rainy 
days. 

When nightfall found him supperless, he growled in ac- 
cents rough 

“I’m hungry as a fowl can be; conditions sure tough.” 


He turned then to the old black hen and said, “It’s worse 
with you, 

For you're not only hungry but you must be tired too. 

[ rested while I watched for worms, so I feel fairly perk, 

But, how are your Without worms too. And after all 
that work?” 


The old black hen hopped to her perch and dropped her 
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Customer 





MORE 


Several Attractive 
Models ...$50 and up 


Ample Capacities 
—15 to 1000 gallons 


Safety Pilot Control 
...No extra charge 


LOW FIRST 
COST 






LOW 


COST 






OPERATING 


We sell 
through the 
Plumbing 
Trade 
Exclusively 


OHIO 


. Profit for YOU 


When you install an Ohio 
Automatic Water Heater you 
sell satisfaction That’s 
why our dealers are finding 
business easier to get. That’s 
why Ohio Automatic Water 
Heaters will make you money. 


Write today for our attractive 
proposition. 
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eyes to sleep, 

And murmured, in a drowsy tone, “Young man, hear 
this and weep: 

I’m full of worms and happy too, for I’ve dined both 
long and well. 

The worms are there, as always—but I had to dig like 
hell.” 


Oh, here and there, red roosters still are holding sales 
positions ; 

They cannot do much business now because of poor 
conditions. 

But soon as things get right again, they'll sell a hun- 
dred firms— 

Meanwhile the old black hens are out, and gobbling up 
the worms. 


The Little Red Rooster 
(Rejoinder to “THe O_p BLack HEN”) 
Then the little red rooster hopped off to bed 
And pondered o’er the things the old hen had said, 
“I think she was kidding, but you never can tell, 
So I'll go out in the morning and scratch like hell.” 


The little red fellow started at dawn, 

And he scratched and scratched until the sun had gone. 

When the moon came out he scratched some more, 

And he kept on scratching though his scratchers were 
sore. 


At last he decided to call it a day, 

Picked up his worms and was on his way. 
Surely the old hen’s tip was good, 

And now he would never be without food. 


Sut alas, he had forgotten the hard credit guy, 
Who doesn’t like worms as do you and I, 

The guy looked them over, each one apart. 

Great guns, what he did to that poor rooster’s heart. 


“This one’s rating is entirely too low, 
That one’s payments are always slow.” 
()ne was a crook, another was punk ; 
In fact, they were all just a big bunch of junk. 


The rooster himself was a “Big hunk of cheese.” 

Who thought he was a whirlwind but was only a breeze. 
A hustler—go getter—ye gods, what a laugh! 

He was less than an atom—yes, less than a half. 


Oh, weep, brother, weep for the little red man; 
Each day he hustles as hard as he can; 

A worm now and then, or if lucky a pair, 

sut the credit guy usually gives them the air. 


Sut our little red rooster keeps digging away, 
From earliest dawn to the close of the day; 


| Then at night on his knees by the side of his bed, 


He pours out his soul to the ONE overhead. 


“Dear Lord Our Father, Maker of all, 


Ruler and Master, oh, please hear my call, 
Grab that CREDIT GUY now and pull him apart, 
And if you put him together again, please give him a 
heart.” 
(Signed) John F. Hoy, 


Barberton, O. Pittsburgh Valve & Fittings Co. 











Edwin D. Hornbrook 


1857-1931 


DWIN D. HORNBROOK, for more than 30 
years a national leader in plumbing and heating 
affairs, died August 9 at his home in Kansas City, Mo. 
He was 74 years of age and had been engaged in the 
plumbing and heating business in his home town for 52 
years. 

While Mr. Hornbrook for several years had not 
enjoyed good health, he had continued his active 
direction of his company and his participation in the 
affairs of his national, state and local organizations. 
A few days before his death, he attended a meeting 
of his local group apparently in good health. The 
following day he was ill, becoming steadily worse. 
The cause of his death was given as pneumonia. 

In the record of the National Association of Mas- 
ter Plumbers and its contribution to the advancement 
of the plumbing and heating industry, the work of 
Mr. Hornbrook stands out prominently. He was 
whole heartedly interested in the progress of the 
industry and was equipped for leadership in energet- 
ically working for its advancement. During the past 
three decades, many of the policies and programs 
initiated and carried on by the national association, 
bear the impress of his 
work. Much of his time was 
given to association prob- 
lems and a measure of the 
effectiveness of his work is 
gained by recalling that 
while striving for the up- 
building of the contracting 
branch of the industry he 
was able to win the respect 
of the wholesalers and man- 
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uftacturers with whom he was in frequent conference. 

Mr. Hornbrook was president of the National 
Association of Master Plumbers for three years, be- 
einning in June, 1901, the only man who has had 
the distinction of directing the affairs of that organ- 
ization for three terms. Both before and after, Mr. 
Hornbrook was an active leader in the affairs of his 
local, state and national associations. He served 
many times as a director of the national association 
or as a chairman or member of its committees. One 
of his last duties was to serve for several years as 
chairman of its trade relations committee. While 
not a charter member of that association, Mr. Horn- 
brook had been afhliated with the national associa- 
tion practically from the time of its organization, his 
membership having extended over 48 years. 

Mr. Hornbrook was born in Ohio. After learning 
the plumbing trade at Wheeling, W. Va., he went 
to Kansas City in 1879. A short time afterwards, he 
and his brother, the late C. W. Hornbrook, started 
in the plumbing and heating business. He was a 
member of the Elks, Rotary Club, Kansas City Club 
and the First Congregational Church. Beside his 
widow he is survived by a 
brother, Kugene [lornbrook. 

Mr. Hornbrook’s interest 
in the advancement of the 
plumbing and heating indus- 
try was shared bv his wife, 


Kdwin D. Hornbrook 
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Mrs. Emily Virginia Hornbrook. This led to 
initiating the movement which brought about the 
formation of the Women’s Auxiliary to the National 
Association of Master Plumbers. This organization 
was completed at New Orleans in 1921 and the 
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her 





One of the Many Telegrams of Sym- 
pathy Received by Mrs. Hornbrook: 


Mrs. E. D. Hornbrook, 
521 Garfield Ave., 
Kansas City, Mo. 


‘Founded upon a gifted intellect, tempered by 
generous impulse, his every act of life was deter- 
mined and bravely executed. Ass the years pass on 
and on our fraternity will by force of a just memory 
venerate the name of Edwin D. Hornbrook. Dear 
Friend, our tears fall in affectionate sympathy.— 


Annie and John L. E. Firmin.”’ 











affairs of the National Auxiliary were directed by 
Mrs. Hornbrook until June, 1929. This mutual in- 
terest in the upbuilding of the industry provided an 
unusual Mr. Mrs. Hornbrook 
throughout their married lite. The couple celebrated 


METAPHRAM 


DAMPER REGULATORS 
for 


DOMESTIC HEATING BOILERS 
TYPES A-AA-B-C-D 


for pressure, vapor or vacuum systems 


TYPE F 


For large hot water boilers 


TYPE H 


for small, jacketed hot water boilers 
and tank heaters 


NATIONAL REGULATOR Co. 
2317 Knox Ave., Chicago 


Descriptive bulletins on request 


bond between and 
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their 50th wedding anniversary in February of this 
year. 

Testimonials to the high regard in which Mr. 
Hornbrook was held were offered at his funeral on 
Wednesday, August 12. Close to 200 master plumb- 
ers were at the funeral, many of them friends from 
Oklahoma, Kansas and Missouri, including a delega- 
tion of about 30 from St. Louis. The national asso- 
ciation was represented by its vice president, E. B. 
Kleine, Cincinnati, O., its treasurer, H. O. Green, of 
Tulsa, Okla., John J. Vogelpohl of Cincinnati, and 
Jere Sheehan of St. Louis, both past national presi- 
dents. The members of the Kansas City association 
closed their places of business the morning of the 
funeral as a mark of respect to Mr. Hornbrook. There 
was also a large delegation of the Kansas City jour- 
neymen attending the services, which were held at 
the home, 521 Garfield Avenue. Hundreds of tele- 
grams and floral tributes were received from all over 
the country, coming from the many friends he had 
made in the contracting, wholesaling and manufac- 
turing branches. 


The honorary pallbearers were E. H. Graham, 


Crane Co.; J. J. Sheehan, Standard Sanitary Mig. 
oe Re 8 (goodson, A. Y. McDonald Mtg. Las oh. J. 
Ross, Ross Mfg. Co.; R. M. Ousterhaus, W. B. 


Young Supply Co.; H. M. Curfman, Kohler Co., and 
W. KE. Talbott, Baker Supply Co. The active pall- 
bearers were E. F. Spaeth, Carl Schmidt, H. J. Nott- 
berg, E. A. Kuebler, J. S. Levere and W. C. Green, 
secretary, Southwestern Credit Bureau. 
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BLOOD VS WATER 


A Gallon of Blood 


Per minute. The human heart 
pumps an average of a gallon of 
blood each minute, year in and year 
out, during the life-time of an adult, 
according to research reports. 


Hats off to the human heart for 
blood-pumping purposes! For water 
system work, however, we submit 
that Burks Super Turbine Pumps 
have no equal. 

Stainless steel and cast bronze ; 
insure durability and long life. Cor- i 
rect design, coupled with skillful 
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construction, guarantees masterful os 
performance. Experience teaches 7 
that— It pays to own a Burks Pump. 





SERIES 8750 
HOME WATER 
SYSTEM 


Water System Bulletin No. 94-C. 
Condensation Bulletin No. 95. 
Send for either or both. 


DECATUR. 


DECATUR PUMP COMPAN 


ILLINOIS 
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HE outstanding development in the market during the past fort- 
night was the announcement on August 10 by the majority of 
large manufacturers of boilers and radiation of changes in their 
published prices to the trade. Generally speaking, this amounted to a 
reduction; but in certain sections of the country, where the actual 
going price on these commodities was below the prevailing sheet 


price, the change amounted to an increase in manufacturers’ prices. 
One large manufacturer has announced that it is not reducing its 
present scale of published prices. Those manufacturers making the 
change indicate that it was followed by a substantial influx of orders 


for future delivery. 


In the plumbing line, little change was apparent during the period 
in demand from contractors for material, and finishing goods con- 
tinue to move the most freely. Wholesalers are continuing to pur- 
chase supplies in accordance with their near-at-hand requirements. 
Manufacturers’ stocks are ordinarily sufficient to take care of busi- 


ness promptly upon receipt. 


Moving slightly against an established seasonal trend, several sec- 
tions of the country produced higher construction contract awards 
in-July than in June. F. W. Dodge Corporation finds that the New 
England, Upstate New York, Middle Atlantic, Pittsburgh and Chi- 
cago territories are included in this category. 


Despite a decline in the total value of such contracts in the 37 states 
east of the Rockies, these large areas registered a go-ahead over June 
in July when they would normally be expected to drop behind June. 
The total for July was $285,997.300 and was divided among the three 
major construction classes as follows: $116,265,500 in public works and 
utilities; $105.839.500 in non-residential building; and $63,892,500 in 


residential building. 


In the advancing territories the lead was largest in the Middle 
Atlantic district. Both the Chicago and New Orleans areas showed 
increases in non-residential building over July. 1930. 


July wholesale prices of six standard plumbing fixtures for a six- 
room house, ascertained by the Bureau of the Census from reports of 
twelve representative manufacturers and wholesalers, averaged 
$98.91, as compared with $98.96 in June, $98.27 in July, 1930, and 
$97.94 in July, 1929. 


June shipments of plumbers’ woodwork, according to reports by 
19 manufacturers to the Bureau of the Census, were 126,368 pieces, 
as compared with 125,652 in May and 109,040 pieces in June, 1930. 
Total shipments for the first six months of 1931 were 729.413 pieces, 
as compared with 851,010 pieces in the corresponding period of 1930. 
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Chart Shows Movement of Enameled Ware 
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Collections and Sales Volumes Resist Drops 
for Third Month 


HAT the ultimate botiom in the business cycle pected greater than usual decline this summer be- 

has been reached, from the standpoint of sales cause of seasonal variations and poor business con- 
and collections throughout the country, is em-_ ditions, the survey reveals resistance to further drops 
phasized in the survey of July business in 95 of the in the volume of sales and collections in the nation. 
country’s leading trade centers by the National Asso- Of the 95 correspondents reporting to the maga- 
ciation of Credit Men. zine, approximately 60 per cent record fair condi- 
For the third consecutive month, despite an ex- tions in both classifications, figures that compare 


Sales of Electric Refrigerators in Big Gain 


1921 4192241923 4192411925 41926141927 1192811929 11930 


TT 








175 ml 


{ 
150 





125 | 





f 
100 { 





75 alll 





20 





25 





MILLIONS OF DOLLARS SALES 
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The Metal Market 


Avg. Avg. 
July, May, Avg. 
Aug. 17 1931 1931 1929 
PIG IRON— 
No. 2 foundry, Chicago... .$17.50 $17.50 $17.50 $20.00 
PLATES AND SHEETS— 
Steel boiler plates, Pitts- 


ee ON i a ceeds 1.60¢e 1.60¢ 1.65¢ 1.93¢ 
Blue annealed sheets, No. 
10, Pittsburgh, per Ib.... 1.85e 1.85e 1.85¢ 2.17¢ 
*Hot rolled annealed sheets, 
No. 24, Pittsburgh, per Ib. 2.40¢e 2.400e 2.15¢ 2.85e 
yalvanized sheets, No. 24, 
Pittsburgh, per Ib....... 2.90¢c 2.80¢ 2.90¢ 3.57¢ 
TIN— 
Straits tin (spot) New York 26.25c 
LEAD— 
i er RL do cies ware ee ee 4.22%ec 


The Old Metal Market 
Dealers’ Buying Prices 


Per Ib. Per lb. 
Aluminum clippings ..14 ec eae) eee 4%eoc 
Block tin pipe......... 16 c Heavy copper and wire 5 ec 
ee ee 234C EE 6 hen iB dw ke we 1%e 
Brass, heavy yellow... 3\4c in, POD és cc cetaceans 3 6c 
No. 1 comp, red brass... 4%c Solder joints (close cut) 4\4ec 


Heavy crucible copper. 5%e 





NOTE: Prices are those quoted on Tuesday of this week. 
* Comparisons are with old classification No. 24 black sheets. 








favorably with the other summer months. 

Only one city in the country, Miami, Fla., reports 
collections as being good, while two cities find good 
sales conditions. The two are Sioux Falls, S. D., 
and Helena, Montana, both in the northwest sector 
of the country. 


Supplementary reports from that portion of the 


nation, however, are not as rosy, one stating that 


“collections in the northern half of Montana are 
exceedingly slow and in one section the Red Cross 
has already started its good work and it is expected 
that it will be further called upon. Loss of crops is 
the reason and many commodities sold on contract 
are being returned because of inability to meet pay- 
ments.” 

Minnesota reports are optimistic to a great degree 
for although collections and sales are reported as 
being fair, “in many cases collections are better 
than in 1930. Hot weather and good rains have 
greatly benefited the corn crop and Minnesota will 
have the greatest crop in history. Small grain has 
been hurt to some extent by the heat and in all 
probability will not be as good as expected. Depart- 
ment store sales are a little better than in most 
markets.” From other portions of that region it 1s 
noted that rains in western Dakotas and Montana 
came too late to save the grain crop, but grazing has 


been helped. 
& 


Oil Burners for Stoves 


The principle of the oil burner that heats your 
home has now been applied to kitchen stoves with 
the result that liquid fuel is being used in many 
places to cook the family dinner. Special oil burn- 
ers have been designed to fit into the firebox of coal 
ranges. The intensity of the flame is controlled as 
easily as that on a gas stove. 
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PHOENI 
BRASS 
FITTINGS 














A complete line— made of 
finest red metal — mechan- 
ically correct. Every fitting 
air tested under water, assur- 
ing entire satisfaction. 


Phoenix Brass Fittings Corp. 
IRVINGTON, N. J. 
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The Contribution 
of Plumbing 





DIRECT cause for the influence 

and authority of America among 

the nations of the world is our 
standard of living. Sanitary standards 
have been steadily rising for the past fifty 
years. Nothing will justify their reduc- 
tion. We sincerely acknowledge the im- 
portance of the work performed by state health officers. 
They have brought to mankind many dividends of health 
by arousing the sanitary conscience. 

Gratefully we pay tribute to the miraculous achieve- 
ments’ of modern surgery. We marvel at the results 
traceable to intensive research with drugs, and the ad- 
vancement of the nursing profession is outstanding. 

In prepared reports from all sources dealing with the 
extension of health and sanitary advancement, what has 
been accomplished by modern plumbing is never men- 
tioned. 

We of the plumbing industry submit that on the broad 
highway of achievement we, too, have placed some mile- 
stones. The contribution of plumbing to health is not an 
empty phrase, and our part in the promotion of health 
and the prevention of disease must not be indexed as an 
item in building construction. 

Health is concerned with other factors than disease 
germs. Toa great degree health is dependent upon en- 
vironment. The human instinct to rebel against offensive 
odors must be closely interwoven with or possess some 
influence with human health. The evolution of modern 
plumbing or domestic sanitary engineering may be traced 
to mankind seeking release trom the bondage and 
drudgery necessary where stream or shallow well is a 
source of water supply, with the dread menace of the pit 
or privy contaminating the air, polluting the water source, 
and poisoning food supply through fly transmission. 

Lacking a proper supply of hot or cold water, hygienic 
practices cannot be followed, and disease germs can be 
conveyed to the mouth, introduced into the system with 
food that has become infected from unclean hand con- 
tact. 

It is difficult to properly clean food supplies or sterilize 
cooking utensils. All these factors contribute to de- 
vitalize and lower the disease resistance of the individual. 
The medical profession now agrees that proper bathing 
will fortify resistance to disease, an outstanding argu- 
ment for an adequate supply of hot and cold water. 

For the proper operation of plumbing fixtures, the 
supply and drainage systems are mutually responsible. 


* Address delivered at the recent convention of the National 
Association of Master Plumbers, at Milwaukee, by Mr. Crotty, 
vice president of Central Foundry Co., New York City. 
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By Water carriage is essential to proper flow 


JOSEPH J. CROTTY 


and drainage disposal. 

Domestic sanitary engineering, respon- 
sible for plumbing design and installation, 
is undergoing a continuous change, and the pursuit of 
perfection is an endless chase. 


The trend of standards throughout our entire industry 
is onward and upward. Manufacturers, operating plumb- 
ers and sanitary engineers are giving freely of their time 
and money to intensive research, analysis and tests which 
certify to the material used in modern plumbing in- 
stallations. 


Plumbing fixtures have been the subject of constant 
study with the object of improvement. Vitreous china 
and enameled ware make dirt conspicuous, and contribute 
to the elevation of sanitary standards and morale by 
usage. 


Who can deny the beneficial influence on child health 
through the introduction of bubbler fountains in schools, 
and the elimination of latrines. Tread control fixtures 
are now standard equipment for hospital service. Do- 
mestic sanitary and operating engineers are constantly on 
the alert to detect fixtures that pollute water supply by 
cross connection with sewage. 

American kitchen fixtures are the delight of woman- 
kind. Municipal baths and swimming pools are a health 
factor in city life. 

Public comfort stations are recognized as an American 
institution, and constantly increasing in number and im- 
proving in design. 

The splendidly appointed bathroom of today makes 
America lead the world in personal hygiene. 

Plumbing is not permanent in any building, and will 
wear out with usage as does any other equipment. 

We most cordially invite the medical profession of this 
country, through their membership on public health 
boards, to co-operate with us in our endeavor to remedy 
conditions caused by the lack of legislation that will 
compel the inspection and reinspection of all plumbing. 
New plumbing seldom causes trouble. The danger lies 
in old plumbing in need of repairs or filthy through 
neglect. 

There is a startling inconsistency in law that compels 
rigid observance to plumbing regulations in a new build- 
ing that may be flanked on both sides by old buildings 
wherein plumbing installations have through age outlived 
their usefulness, and are a distinct menace to health. 

Proper sanitary standards demand a separate water 
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closet for each family. Combined usage of this fixture 
destroys responsibility for its maintenance in a cleanly 
condition amd contributes toward indecency and im- 
morality. 

Certain state health officers challenge the statement 
that there is any relationship between plumbing and 
health. Judgment in order to be sound must be well 
informed. 

Because of the opposition of state health officers, many 
towns in the rural districts of this country are lacking the 
protection of plumbing regulations. 

It is our firm conviction that if rural life is to be de- 
veloped and placed upon a plane of sanitary security the 
old shallow well, the hand pump and the unsanitary privy 
must be replaced by better and more modern devices. 


The idea that rural life is more healthy than city life 
is not always borne out by facts. The water in the old 
family well is not always nectar. The old oaken bucket 
suffers by contact with unclean hands. 


The vault privy, a chamber of horrors, and the kitchen 
sink spilling its waste upon the open ground, all are 
mental and physical hazards that are but poor substitutes 
for the proper sanitary convenience of the city dweller. 

There are many thousands of homes in the rural dis- 
tricts of this country, with automobiles, but without 
bathrooms or heating plants. It is difficult to understand 
this, as cleanliness and sanitary security should be as 
salable as joy riding and liability insurance. Examina- 
tion of school children and college students, comparisons 
of sickness rates prove beyond doubt that the rural dis- 
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tricts suffer for the want of protection through pre- 
ventive methods, as exemplified by modern plumbing. 

Dr. L. Lumsdem, senior surgeon of the United States 
Public Health, has stated that the installation of modern 
plumbing has reduced the typhoid death rate one-sixth 
in rural districts. Dr. C. V. Craster, health officer for 
the city of Newark, states that the elimination of the 
privy has brought about a reduction of those ailments 
chargeable to constipation. 

Dr. Fred Meader, deputy state commissioner of 
health, Michigan, states there is an established beneficial 
connection between health and plumbing. 

Dr. M. V. Herlong, commissioner of health and sanita- 
tion for Florida, publicly stated that modern plumbing 
will eventually eradicate the hookworm disease in the 
south. 

The study of ancient history reveals to us that the 
art of plumbing has a background of 6,000 years in serv- 
ice to mankind. 

In the broad domain of health extension there should 
be no class distinction, no exaltation of position or origin. 
If slanderous critics charge the domestic sanitary en- 
gineer with having sprung from the ditch, history un- 
folds to us the significance of the barber’s emblem. 

An appeal is made to you, gentlemen, key men of your 
industry, to stress upon all occasions the importance of 
your place in the sanitary security of the nation. 

Register your opinion that modern plumbing ts a vital 
and significant contribution to the health, convenience 
and morals of humanity, that plumbing 1s not a luxury, 


Hot water heating now 
costs less than steam! 
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HE design, material and craftsmanship of every piece 

of plumbers rough brass goods you use is mentally 
compared to a standard by which you think rough brass goods 
should stand or fall. 


To these standards... your standards... is the Barrett Line 
of Plumbers Rough Brass Goods manufactured. Designed upon 
the experience of practical use, and triply inspected, every unit 
in the Barrett line has those features you'd expect to find in 
the ideal piece of plumbers rough brass goods. Made to your 
standards it makes the journeyman’s job easier... saves his 
time and temper... allows you to come out better on the job. 
This process naturally prohibits engaging in the manufacture 
of rough brass goods at a price... requires continual engi- 
neering to meet the needs of the field. To see plumbers rough 
brass goods as you would build them, 
ask your jobber’s salesman to show you 
a sample of the Barrett line. 









Compression Stops 


THE CLEVELAND BRASS MFG. Co. 
4606-4700 Hamilton Ave., Cleveland, O. 


BARRE 


PLUMBERS Rough BRASS Goods 


“THE STANDARD OF COMPARISON” 
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that plumbing is an absolute necessity, and 1s a higher 
| form of health insurance. 

Do not permit the relationship of plumbamg and health 
to be ignored. 

It is timely to extend to the committee in charge, 
congratulations for the splendid exposition presented. It 
is a wonderful instrument for the creation of favorable 
sentiment and public good will, and is a highly concen- 
trated educational effort through which the public will 
learn the health, convenience and comfort of modern 


plumbing. 
+ 


Plainfield, N. J., Masters Hold Outing 


The Master Plumbers Association of Plainfield & 
Vicinity, held an outing at Peter’s Twin Oaks, Netcong, 
N. J., on July 11. The field events started at 10:30 
a.m., luncheon taking place at 12:30. Cards were played 
by many, while others played baseball, pitched quoits, 
etc. Dinner was served in the main dining room in the 


| afternoon. 








Lhe master plumbers and the salesmen enjoyed a ball 
| game in the afternoon. John Morel acted as captain of 
one team, the “Skeeters,’’ and Ed. Simon as captain of 
the other, the “Grasshoppers.” The “Grasshoppers” 
were too slow to hop fast so they were defeated 42 to 6. 
Krank Doughty of the Plainfield Plumbing Supply Co. 
served as umpire. Al. Perry and Arthur F. Neumann 
took top honors in the quoit pitching contest. 

The line-up of the baseball teams was as follows: 

“Skeeters’—John Morel, captain, Harry Taub, Wil- 
liam Zepp, George Kirch, George Perry, R. Galbraith 
and A. F. Neumann. 

“Grasshoppers’—E. Simon, captain, A. Perry, Ed. 
Krausse, Frank Binsky, E. M. Terhune and Joseph Mc- 
Ginity. 

* 

North Shore, Mass., Association Plans Outing 

The North Shore Master Plumbers’ Association of 
Salem, Mass., will hold its annual outing this year at 
Raymond’s Sunnyridge Farm, near Amesbury, Mass., 
on August 26. J. I. Scott is chairman of the committee 
in charge, assisted by T. F. Kelaher. 


‘ 


© 
Washington, D. C., Masters Hold Outing 


The Washington, D. C., Association of Master Plumb- 
ers held its annual outing on July 23 at Chapel Point, 
Md. 

The attendance was good and many guests were pres- 
ent, including the delegation from the Association of 
Master Plumbers of the States of Maryland and Vir- 
ginia, and officials of the District of Columbia Sanitary 
Commission. 

After an enjoyable morning, in which all kinds of 
games for the children and grownups were enjoyed, a 
delightful chicken dinner was served. 

In the afternoon, due to the fact that it rained heavily, 
a number of scheduled races were omitted, and most of 
those present turned to dancing in the large pavilion on 
' the water front. 
| The committee in charge headed by Thomas E. Clark, 
_ chairman, was as follows: Frank Bentley, Samuel Tapp, 
_A. R. McGonegal, Harry A. Scroggins, and Maurice R. 
' Colbert. 














Legal Questionnaire 


Answered by 


What Is the Maximum Amount Which Can Be 
Deducted from a Person's Wages, Under the 
Garnishee Law? 


. 
To the Editor :— 

I wrote you last winter for legal advice and the in- 
formation was most valuable. I thank you very kindly 
for the same. 

I have another question I would like to know about. 
To make it easier to explain, I will appear as the party 
in question. I am working for a city at a given salary 
per year. I have been sued for a debt which I do not 
owe. This debt is four years past. Judgment has been 
taken and 10 per cent of my wages has been deducted 
by garnishee. Under Chapter 741 of the Laws of 1920 
of the State of New York I am compelled to join the 
Employees Retirement System which will also cost me 
about 7.7 per cent of my wages, which, with the 10 per 
cent which has been garnisheed makes a total of 17.7 
per cent of my wages. 

The question is: am I obliged to pay 17.7 per cent 
or can I pay a total of 10 per cent and divide as follows: 
7.7 per cent to the State Retirement System and 2.3 per 
cent to the garnishee. I am not sure that my explanation 
is clear to you. If you give me any information it will 
be greatly appreciated. 

New York. 
Answer: 

There would seem to be little doubt but that you will 
be able to have the amount deducted from your wages 
under the garnishee process or reduced to some extent, at 
least. Under your Garnishee law, the maximum amount 
which can be deducted from a person’s wages is 10 per 
cent. As the Retirement System deductions from wages 
is a matter of law, it would probably be held that at the 
most, the amount which shall be deducted under the Gar- 
nishee order should be 10 per cent of your wages after 
the Retirement System deduction had been made. This 
would not be much of a reduction of the amount de- 
ducted under the Garnishee order, but it would be some- 
thing. 

Further, it is entirely possible, that upon your appli- 
cation for a reduction in the amount which is deducted 
under the Garnishee order, the Court would order 2.3 per 
cent to be deducted under the Garnishee order and 7.7 
per cent under the Retirement System. I say that this 
is possible for the reason that apparently, under your 
Garnishee law it is deemed reasonable that only 10 per 
cent, aS a maximum, shall be deducted from a man’s 
wages. As the Retirement System deduction 1s also 
required by law, it would be reasonable to argue that the 
total deduction from a man’s wages should not be more 
than 10 per cent in any case. 

In order to secure a change in the Garnishee order, it 

*Every effort is made to the end that these answers may 
be authoritative. However, we cannot assume any responsibility 


because of the very nature of the service, which is rendered with- 
out a personal interview.—Editor. 
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will be necessary for you to apply to the Court which 
made the order, as your laws provide that such an order 
shall remain in effect until modified by the Court which 
entered the order. Your statutes provide that either 
party, meaning yourself or the judgment creditor, may 
apply at any time to the court from which said execution 
shall issue, or to any judge or justice issuing the same 

for a modification of said execution, and upon 
such hearing the said court may make such 
modification of said execution as shall be deemed just. 

I should most certainly secure the services of an attor- 
ney and bring about a modification of the order made by 
the court in your case, as soon as the Retirement System 
deductions begin. 

I might add that after you secure your Retirement 
pension or allowance, such pension or allowance is 
exempt from any attachment or Garnishee order. 

o 


Right of Sub-Contractor in Matter of Allowance for 
Change in Installation Where There Was 
an Error in the Specifications 


To the Editor :— 

I recently secured a contract and installed a plumbing 
job for a general contractor on bid. Before the job 
was completed the owner decided not to use water 
heater specified, and without consulting the architect, 
ordered me to install range boiler, coal tank heater and 
coil to heat boiler, which I did and charged as an 
extra and at the same time told him I would allow him a 
credit of $123 for heater specified, which was O. K. at 
time. Later on he discovered that the specifications 
called for No. 60, a more expensive oil heater, and now 
wants a credit of $240 instead of $123. 

He has refused to pay contractor and the contractor 
has held back $150.00 on me. The specifications I have 
since found out are not correct and are as follows: 

“Furnish and install Model No. 60 automatic hot 
vater heater with capacity of 18 gallons per hour (should 
be 48 gallons per hour) copper, bearing steel tank for 
No. 1 oil pilot, to be for No. 1 oil.” 

The jobbing house that furnished fixtures for the 
job, while they do not handle this heater, asked the 
agent for the heater for price (and he was the same 
that furnished specifications to architect), and the price 
he gave them was $123 and the jobber submitted that 
price to me on their stationery, which I have. 

[ since find out that the heater should have been a No. 
20 and the architect claims there was a mistake in copy- 
ing. But that is as far as it has gone and does not get 
me out as he and the owner are not on as friendly a basis 
as they were, as he has similar troubles. 

Inasmuch as the owner made the change without con- 
sulting the architect, he should pay. But he takes the 
exception that had I figured the No. 60 heater instead of 
the No. 20 I would not have got the contract as the next 
lowest bidder was more close and he would have saved 
the difference. 
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The specifications read as follows: Should there be 
any point in which drawings and specifications are not 
fully in accord where changes, alterations, additions or 
deductions are necessary, the architect shall act as arbir- 
trator on the said points, and his decisions shall be final 
and binding on both contractor and owner. 

Any legal advice you may give me to help secure pay- 
ment will be greatly appreciated. 
Pennsylvania. W. W. F. 

Answer :—In the first place, it probably would be held 
that your rights in this case are under your contract with 
the general contractor. I said “probably” because I do 
not know all the details. 
tractor is working under a general contractor and has a 
contract with him, his rights are bound by that con- 
tract and the mere fact that the owner may change his 
plans does not give the sub-contractor any rights against 
the owner, as his contract is still with the general con- 
tractor, and the change made in plans by the owner is in 
effect as if the owner had made the changes through 
the general contractor, and not direct with the sub-con- 
tractor. Of course, it is possible for the owner to make 
a contract direct with the sub-contractor and that may 
be the fact in your case; but I should say not from the 


Usually, where a sub-con- 


facts as you have given them in your letter. 

That being so, it would appear that your rights are 
bound by the contract you made with the general con- 
tractor, including the specifications. The mere fact 
that there was an error in the specifications is no concern 
of yours, provided that the error was not such an error 
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that you, as a reasonably experienced contractor should 
have known that something different than what was 
specified had been intended and you made your bid ac- 
cordingly. ° 

If the plans, specifications and contract which you 
signed called for a heater for which you should make an 
allowance of $123, that is the allowance which you 
should make. It does not affect your rights if some other 
party to the plans and specifications made an error, pro- 
vided that the plans and specifications were precise and 
clear. 

If the error was one which you should have dis- 
covered, or if the specifications were inconsistent, you 
cannot now benefit at somebody else’s expense, for you 
would have made your bid knowing that the specifications 
were not correct. 

As I say, your rights are against the general con- 
tractor as a matter of law. The allowance which you 
should make is to be determined by your contract with 
the general contractor. It is immaterial to your rights 
that the architect made an error in copying. 

I should imagine that the complications which have 
arisen are due to other than purely legal rights in the 
matter, that the architect is trying to cover up his error, 
and that the general contractor doesn’t want to pay you 
until he has straightened out his difficulty with the owner 
and architect. Although that phase of the situation is 
nothing to you as a matter of law, as a practical matter, 
it probable will affect the outcome, and you may have 
to enter into a compromise of the situation to avoid 
litigation. 
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A few of the Questions of 
most general interest asked 
by readers and answered 
by our engineers 


In this issue 


1—The Main Trap Prob- 


lem 

9—Sewage Disposal for 
120 Residences 

3— Fixture Connections to 


Branch of Water Closet 


—{_— 


iKditor, Domestic ENGINEERING :—We are trying to 
have the use of house traps eliminated from our city 
ordinance here. 

We would greatly appreciate having your opinion on 
their advantages and disadvantages. 

Also, would it be possible for you to give us an ap- 
proximate percentage of Kansas cities which use the 


house trap? 
Kansas. cso Fe 


This is one of the most debatable questions that relate 
to plumbing practice. 

We are not favorable to the employment of the main 
trap. Nevertheless we have respect for the arguments 
of those who do favor its use. 

Our opinion is that in eliminating the house trap re- 
quirement from your plumbing code you are taking a 
forward step. 

We do not think it accomplishes any worthwhile re- 
sults, and if that is true, why ask the owner of a house 
to pay out good money for something that returns him 
so little benefit as the house trap. 

It should be recalled that the house trap is not com- 
plete without the accompanying fresh air inlet, and the 
expense of the trap with its cleanouts and the fresh air 
inlet generally runs into a considerable amount of money. 
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Some of the advantages claimed for the house trap are 
that it prevents the use of the stacks which pass through 
the roof, as ventilating shafts for the sewer; that its use 
prevents passage of sewer gas into the plumbing system 
and thence into the interior of the house through imper- 
fections in the piping, when trap covers and cleanouts 
are removed, when the piping is opened for repairs, etc. 

The friends of the house trap claim that instead of 
being a detriment the use of soil and waste stacks for 
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ventilating the sewers provides the most acceptable form 
of sewer ventilation. It is also claimed that the main 
trap acts as an obstruction to the free passage of sewage 
through the house drain, that the contents of this trap 
are often subject to freezing because of cold air neces- 
sarily admitted through the fresh air inlet. It is also 
justly claimed that the fresh air inlet often opens at 
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points where the discharge of foul air is particularly 
offensive. 

In recent years we have noted in a considerable num- 
ber of plumbing codes, a sort of compromise in the shape 
of a second vent in addition to the fresh air inlet, and 
taken from the sewer side of the house trap. The idea is 
shown in our illustration, Fig. 1, and consists in the 
running of a vent from the sewer side of the house trap 
through the roof. This pipe is supposed to be run of the 
same size as the fresh air inlet. 

The great objection to the use of the house trap as 
already stated, is that it prevents ventilation of the sewer 
through the house stacks. This vent from the sewer 
side of the trap provides this ventilation and at the same 
time allows the use of the house trap with the advantages 
which are claimed to attend its use. 

Our opinion of this added vent is that while it gives 
the sewer ventilation, it is an expensive proposition to 
run such a line of pipe through the roof, especially in a 
tall building, and this is only piling expense on an ex- 
pense which in the first place is not necessary to under- 
take. 

Reference to a set of plumbing codes of the cities of 
the state of Kansas, produces the following information 
concerning use of the house trap: 


City Use of House Trap 
Arkansas City No Mention 
Coffeyville Required 
Manhattan No Mention 
Newton Prohibited 
Parsons Required 
Pittsburg No Mention 
Salina No Mention 
Topeka Required 
Wichita Prohibited 


It is possible that late revisions may have changed 


some of these data. 


—9— 

Editor, Domestic ENGINEERING:—At the edge of 
our city there is a subdivision of 120 lots restricted to 
residences which at present discharges its sewage and 
storm water from one outlet into an open ditch which 
leads to a stream about a mile away. 

The State Department of Health is going to force us 
to make some better disposal of the sewage, but will 
allow us to continue to discharge the storm water into 
the ditch. The outlet of the subdivision is about 1,000 
feet distant from and about 15 feet lower than the 
nearest connection to the sewer system of the city, 
which is treated by a disposal plant. 

What is the best way to care for the sewage from the 
subdivision? Would it be economical to build a septic 
tank or even a small disposal plant on the subdivision 
or should the sewage be pumped to a point where it can 
discharge into the city system? What would be the 
probable cost? 


Michigan. Bo 


A single septic tank installation probably. would not 
be satisfactory to take care of the sewage of more than 
a few houses. This would require a grouping of the 
houses and the installation of septic tanks and disposal 
areas for each group. 

An Imhoff tank which might be suitable for a sub- 
division of this size would be quite expensive. ‘These 
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tanks are economical only when their cost car. be spread 
over a much larger population than will ever live on this 
subdivision. 

There is a possibility which you have not mentioned, 
and that is to connect the subdivision by gravity flow to 
some point on the city sewerage system that is low 
enough but not too far away. If this plan appears at 
all feasible, you should engage the services of some com- 
petent engineer to make a land survey so as to determine 
levels and the best course for the sewer line. 

If this last method proves too expensive, the only 
other method is to pump to the point that is 1,000 ft. 
distant from the outlet. Not knowing all the details of 
the situation, I can give you only an approximate esti- 
mate of the cost. 

The kind of installation that I believe would be best 
suited to the conditions would be a centrifugal pump 
drawing from a wet well about 6 ft. in diameter with 
at least 6 ft. depth for storage and discharging through 
a cast iron force main 1,000 ft. long into the sewerage 
system. 

There are several manufacturers making pumps of 
this type, some of whom supply an underground steel 
chamber which contains the whole pumping station. 

The force main should be well laid with tight joints. 
A first class job in this respect will be real economy. 


—_j>— 

Editor, Domestic ENGINEERING :—Kindly tell me if 
the bell trap is included in the types of traps prohibited 
in Section 59 of the Hoover code? What is meant by 
the statement in Section 95 that “No fixture connection 
shall be made to a branch of a water closet or similar 
fixture?” 


Minnesota. W.B. 





What is said in Section 59, as we look at it, concerns 
fixture traps only, but not traps for other uses. 
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Fig. 1 





The wording of this section is, viz.: “Each fixture 
trap shall have a water seal of not less than 2 in. and 































































not more than 4 in.”’ Our judgment is that the fore- 
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going statement has no reference to such a trap as a 
bell trap. | 
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fying saving or a costly loss. 


That is why so many pipe 

users insist on Fretz-Moon for 

¥ > | every piping job—Fretz-Moon 
Pipe is fast-fitting. 
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Fig. 2 


what he has omitted from the correct wording is very | 
important. 

The section reads, viz.: “No fixture connection shall 
be made to a lead bend or branch of a water closet or | 
similar fixture.” 





Omission of the word “lead” alters the real sense that 


is intended, as we look at it. rm | | Every length is accurate; the 

rhe oye : intended : wage making . a threads are sharp, clean and 

‘onnection tor the waste of any hxture, into the lez ; , °. 

pot y yams "speedy; the metal is uniform—it 
4 


if — : von cuts and threads without loss of 
time or material; the weld is 
‘Ss > j smooth and tight; bends are 
quickly made; the galvanizing 
r will not scale. 
e In addition, Fretz-Moon Pipe 
is free from scale, rough edges 
4 and burrs—corrosion finds it 
difficult to gain a foothold. 
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If you are not a steady user 
of Fretz-Moon Pipe, try it on 
-— your next job—you will be from 
then on. 


FRETZ-MOON TUBE CO., Inc., Butler, Pa. 


a FRETZ-MO0 


bend or lead branch serving a water closet. The section 


prohibits such a piece of work as shown in Fig. 1, for Dp | p - 


instance. 


It would be against all reason, however, to suppose BIAChK AND GA/ UPA a 


that the Hoover code would include any regulation which 
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Fully Recessed Fountain 
for 
Corridor Installations 


HIS is a completely recessed wall Fountain. Its 

splendid proportions and deep well, provide con- 
venient drinking facilities at all times. Unhesitatingly, 
people drink quickly from this Modern Unit. Installed 
flush with the wall, it offers no obstacle to the free 
movement of goods or people. Manufactured of gleaming 
china, in white or colors, its striking beauty encourages 
wholesome, healthful drinking. Exquisitely styled, it 
lends a practical charm to the finest interior. 


Equipped with the Famous Century Automatic Bubbler, 
it is undoubtedly the most efficient in all America. The 
unique Century invention, maintains at all times, re- 
gardless of fluctuating water pressure, a normal, whole- 
some drinking stream. Sudden, splashing gushes of water 
have been definitely eliminated. The unsanitary, incon- 
venient trickle is unknown. Each turn of the handle 
produces a clean, wholesome drink! 


Century Fountains comply with all modern health rules 
and regulations. We ask you to investigate them fully. 
Write today without any feeling of obligation. 


CENTURY BRASS WORKS, Ince. 


900 Norts Ixurnots Sr. BELLEVILLE, ILLINOIS 


eS ; 
Pie jo nts 
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would prohibit such a connection as shown in Fig. 2, 
or as shown in Fig. 3. 

As a matter of fact, elsewhere in the Hoover report 
great emphasis is laid upon the excellence of just such 
connections as the side inlet connection shown in Fig. 2. 


Questions Answered and Discussed 


by Readers 





How the Question Was Answered 


The following question was asked in the issue of July 25, 
and the accompanying answer is by a reader: 


What relation have the pipe sizes to the time required 
to heat water in a hot water supply boiler, referring only 
to piping between storage tank and heater. What sizes 
are ideal for 20, 30, 40, 50, 60 and 70 family apartment 
buildings. Assume that the heater and the tank ts ample 
and that the water demands of the families are normal. 


How Would You Answer This 
Question? 


On a vapor heating job one radiator refuses to heat up; 
if you were called in, what steps would you take to locate 
the difficulty and what would you expect to find was the 
cause of the trouble? 


Answers based upon your experience, and suitable, will 
be paid for and published in the September 19 issue. 











1 


© hard and fast rule can be given for the size of 

circulation connections between a heater and hot 
water storage tank; the height of the tank above the 
heater, the method of making the pipe connections 
and where the makeup water is fed into the line all 
have a bearing on this matter. In fact it is rather 
unusual to find a hot water system in a house for 
20 to 70 families which does not involve the factor 
of circulation to the fixtures as well as circulation 
between the heater and tank. The customary pro- 
cedure in such cases is to install a multitube steam 
heater and either hook up with the main heating 
boiler or provide a separate steam boiler to take 
care of the hot water requirements. 

The objection to using the hot water heater on the 
full house pressure, as evidently was intended in the 
question, is the danger from putting so much pres- 
sure on the heater and the more expensive control 
required for hot water when the regular steam boiler 
comes already equipped with a pressure regulator. 
For this reason we have made it a practice to use the 
steam type heater wherever conditions permitted 
which they usually did. 

In the cases where a hot water heater was used 
it was either made of steel, of cast iron with a brass 
heating coil or was a special high pressure cast iron 
boiler. The size of the installation had a great deal 
to do with the type of heater selected; for example, 
for a very small job the brass coil heater was used ; 
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for a medium sized job an extra heavy cast iron 


boiler or a small steel boiler got the award; on a | 


large job the heater was steel and there was no 
argument. 


In an apartment house with a circulating hot 
water system the problem of the size of circulation 
lines between the heater and the tank may be more 
simply answered. In such cases it has been our prac- 
tice to bring the hot water return circulation back 
to the heater, uniting it there with the cold water 
makeup, the combined line entering the heater inlet 
at the bottom. Since no more water can go out of 


the heater than comes in at the bottom, the size of | 


this combined line also determines the size of the 
line from the top of the heater to the tank. Just 
before the return line is joined to the cold water 
makeup it drops down at a 45 deg. angle and a check 
valve with the tongue set at 45 deg. is inserted in 
this inclined pipe. By this device the check tongue 
always hangs vertically and offers practically no re- 
sistance to the coming back of the return circulation. 
But, as soon as a reverse flow sets up in the return 
circulation—which may occur when certain faucets 
are opened—the check is pulled back against its seat 
and a reversal of flow is effectually prevented. 

This arrangement has several desirable features 
and has been used in a large number of important 
jobs without ever a comeback; one of the nice things 
about it is that it aids the building circulation since 
any movement of water from the heater up into the 
tank must result in a similar amount of water being 
rotated around the circulation system in the build- 
ing. It also results in the incoming cold water being 
tempered before it strikes the real hot water as the 
return circulation and the cold water are mixed be- 
fore entering the heater; it also does a great deal to 
prevent the tank being cooled off by entering cold 
water and the circulation in the building therefore 
continues almost without interruption. 

Another scheme which we often have employed in 
low buildings to help the circulation is to connect 
the cold water into the Y, where the hot water return 
circulation comes in, so as to form an injector and 
to help draw the return circulation water every time 
a faucet is opened anywhere in the building. This 
is done by using a large Y of the size of the com- 
bined line entering the bottom of the heater and by 
connecting the cold water to the run branch of the 
Y with a long thread so that the pipe projects into 
the fitting about to the point where the lateral branch 
of the Y terminates; then by hooking the return 
circulation to the lateral branch of the Y it will be 
seen that any flow of water from the cold water line 
will introduce a jet in the Y fitting which tends both 
to drive the water into the bottom of the heater and 
to draw the water in the return circulation toward 
the heater. 

With this arrangement we generally increase the 
hot water supply main to the building one pipe size 
to allow for the return circulation water which will 
be added to the cold water coming in; for example, 
assume a building where the size of the hot water 
supply main has been calculated as being 3 in., and 
the return circulation main as 1% in. The cold 
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How Many Engineers Can Specify The Correct Kind Or 
Size Grease Catch Basin That Will Function Satisfactorily ? 


Dehn's ‘‘CentrifugaL’’ Double Trapped Water ' ihe 
Cooling Grease Catch Basins will retain and congeal ‘ ot 
the grease, fats and oils in the basin, tested two hundred ' TH 
fifty (250) pounds cold water pressure, permitting the 
main cold water supply to connect direct with the 
water cooler and the outlet with all the faucets and 
fixtures, including the hot water storage tank, on the 
premises. Furnished in seven sizes for every type of 
installation. 

Sold by reliable Wholesalers everywhere. 





Use our Number 33 Catalog just received from the 
press containing most valuable information for your 
satisfaction and success. 

Compound Injector & Specialty Co. 
George J. Dehn, S. E., President 
THE PIONEERS— (Established 1897) 
Originators, Designers and Sole Manufacturers 


EHNSANIGAR J Fig. No. 150. (Patented 
THE QUALITY GOODS QUALITY Pp THE QUALITY GOODS and Patents Pendin ng) 


Trade Mark Registered U. S. ade Mark Registered U. S. Pat. O, Office Dehn's “Centrifugal” 


, Double Trappe a Ww ater Cool- 
419-421 N. Laramie Ave. Chicago, Ill., U. S. A. ine Grease _ ( vate h Basin. 

















“added convenience, cleanliness and 









































Here’s a Dart taken apart — 


See those 2 Bronze Seats? teed to be tight. The 

They are perfectly extra heavy nut and 

machined and properly shoulders give added 

ground to a ball joint seat strength. Try Dart Unions 
. and they are guaran- once. 


E. M. DART SOAIESS AE TURING co. 
Providence, R.1., U.S. A. 


Sales Agenta: The Fairbanks Co., New York and all branches 
Canada Factory: Dart Union Co., Ltd., Toronto, Canada 


ACME Handipak 


Here’s a different bibb washer in a different 
‘‘Handipak’ —the ACME. A practical assortment 
of 100 Acme Bibb Washers in 6 sizes. Put up in a 
screw top can. A washer for almost every purpose. 


















































Order from your jobber. 








Lavelle Rubber Co. 


320 W. Illinois St. 
Chicago, Ill. 











MOORE 


Radiator Hangers 


Suggest Moore Hangers on those 
remodeling jobs. Point out the 


attractiveness of any type of radi- 
ator hung with Moores, 


Order Moores from your jobber 


en MOORE ENG. 


es > 


611 W. Larned Street 
Detroit, Mich. 
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(Paragon SELF-CLOSING 
FAUCETS 


- ball- 
action. 
Petentalt Semson 
. es 
Paragon handles 
easiest to adjust. 


onger 38 
repeir. Choice of 
handles. Write for 
folder. 


Through your 
wholesaler 


Ske CENTRAL BRASS Ws CG. 


PARAGON DIVISION CLEVELAND O 








THe Season for Showers is here 
and everyone who has a tub with- 
out a Shower is a prospect for 
either 


THE PARKWAY, BELDEN 
or BATHADAY SHOWER 


Easy and inexpensive to install. 
Write today. 


MILWAUKEE FLUSH VALVE CO. 
Milwaukee . Wisconsin 

























HY ask them to remember 

the boiler water line after 
you have told them to forget 
their heating problem by in- 
stalling automatic firing? The 
McDonnell No. 30 Series Safety 
Feeders make the boiler water 
level as automatic as the firing. 
Feeders of this type are now 
made in sizes for all boilers and 
all types of firing. Write for 
details and hook-up informa- 
tion. 


MCDONNELL & MILLER, 400 N. Michigan Ave., Chicago 


Eastern Office: Grand Central Terminal, New York, N. Y. 


M<DONNELL & MILLER 
Boiler Feeders 


‘Doing one en ing well” 




































Eliminate those unexpected 
“shots” of hot and cold water in 
shower baths. Stop the time 
wasted in trying to get water at 
the right temperature. Install 
Powers Mixers. Write for 20- 
page book. 

THE POWERS REGULATOR CO. 

2716 Greenview Ave., Chicago 

Offices in 37 Cities 


with i © A 4y bn te Bn tem tm, hn, Ln he Ln Ld, 


POWERS & : 


HOWER MIXER a 
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water make-up will be 3 in., as it is necessary to 
supply water to the system as fast as it can be drawn 
off. Then, to the inlet of the hot water heater we 
would run the 1%-in. return, putting in the check 
valve on a 45-deg. angle as previously explained, and 
then turning into the lateral branch of a 4-in. Y; 
to the other branch of the 4-in. Y the 3-in. cold water 
supply would be connected through a 4 x 3-in. bush- 
ing with the pipe carried into the bushing with a 
running thread so as to terminate opposite the open- 
ing of the other branch as previously outlined; then 
a 4-in. line would be connected from the outlet of 
the Y to the heater inlet and another 4-in. line would 
be carried from the heater outlet to the bottom con- 
nection of the storage tank; the main hot water sup- 
ply pipe to the building would be increased to 4 in. 
size and the system is already to go and to give ex- 
cellent circulation results. 

If the hot water supply figured 2% in., and the 
return 1% in., then a 3-in. Y would be used with 
214-in. cold water, 1%4-in. return, and a 3-in. hot 
water supply main. It will be seen that this answers 
the question of size of circulation pipes, but does it 
so that large sizes automatically result, giving the 
maximum service in the most positive manner pos- 
sible. Of course any reduction of size in circulation 
lines between the heater and the tank in the ordinary 
connections will result in retarding the circulation 
and the more these lines are throttled the greater 
will be the retarding effect; this will go on until it 
will be possible to boil the water in the heater pro- 
ducing steam therein without heating the tank, 
simply due to the heated water not being able to 
leave the heater as fast as it is heated. 

New Jersey. , i ¥ 
e 
Caring for the Installation 


Almost all of the gas companies in this country are 
now more or less active in the promotion of the use of 
gas for house heating. Obviously the retaining of the 
present house heating load is fully as important as the 
acquiring of additional business. For this reason most of 
the gas’companies service their house heating installations 
periodically to keep them in first class condition. These 
service calls are made annually or semi-annually as a 
matter of routine and at such other times as customers 
may request. 

In addition to the mechanical service given, most gas 
companies find it necessary to keep records of the degree- 
days and proportions of the seasonal fuel requirements 
which weather conditions cause each day. In this way it 


is a relatively simple matter to determine whether a cus- 


tomer’s gas consumption for a given period is in accord- 


| ance with the seasonal estimate as given by the gas com- 
| pany. This is done by comparing the degree days for 





the period in question to the degree days in a total normal 
season and noting whether the gas consumption is in 


_ similar proportion to the seasonal estimate. 


The present state of the use of gas for house heating 
is the result of very few years of development and, no 
doubt, the future will see even greater developments 
due to the increased activity in this field. However, even 
the present perfection of the art indicates that gas can 
be advantageously applied to almost any problem of the 
heating industry due to its collateral advantages. 
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Finds Rich Market in Suburban | 


Remodeling 


(Continued from page 34) 


ranged to have an artist paint it. This alone cost twenty- 
five dollars. The result was not satisfactory to the 
owner’s wife, so it went back for corrections at a cost of 
another twenty-five dollars. 

From an installation standpoint, the shower stall pre- 
sented many interesting problems. Note the design of 
the base seen in Fig. 9 which was adopted to insure 
against leakage. The ship-lap joint between the marble 
wall slab and base was designed by the plumbing con- 
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Fig. 11—The residence in which this bathroom was installed 


tractor. Also, he specified that the receptacle be dished 
or pitched to the drain in the center. At first the marble 
cutter delivered the receptacle to the job with a flat joint 
depending on the cement to provide water-tight features. 
Mr. Kuenzli rejected this and the next effort of the 
marble cutter resulted in the ship-lap joint being cut on 
the outside, just opposite to what is shown. ‘This also 
was rejected as it would allow the water to run out of 
the receptacle every time the shower is used provided 
the cement does not hold. With the design as shown, 
it would be necessary for the drain to stop-up and the 
water to rise above the top of the ship-lap joint, a height 
of about 1 in. In addition, a lead pan was installed 
under the receptacle and under this pan, the cement floor 
was painted with a bituminus preparation which serves 
both as a waterproofing material and as a cushion for the 
lead to prevent any uneven part of the concrete from 
puncturing it. 

Mr. Kuenzli has guaranteed this work for one year. 
As an indication that this means something to the owner, 
he is returning to the job to replace the lavatory slab 
and basin because the owner's wife thinks the basin is 
too small. Another indication as to how this contractor 
works and promotes satisfaction is in the following. 
Before the job was started, after the sink was installed, 
he was called in to install a new boiler in the garage 
which froze because the old burner failed to operate. The 
job was completed at about three o'clock in the afternoon 
and when it was found by the owner that the oil burner 
dealer who sold him the burner would not be there to 
service it that day, and the garage and new boiler would 
be without heat again that night, Mr. Kuenzli directed 
his journeyman who was on the job to spend the re- 
mainder of the day in cleaning the oil burner strainers 





+»BEAUTY:: 
-s-DURABILITY:=: 
-+-ECONOMY:: 


In a corner, in the center of the room, against the wall 

anywhere you want to install the Revelation, you 
can do it. Its integral construction does not require 
fastening to the wall and its back is highly glazed. 


Quiet operation, exceptional beauty, guaranteed fit- 
tings and its unrivaled economy make it the ideal 




















closet for all remodeling as well as new work. 


Holding the lever down a moment ¢ ompletely emp- 
ties the tank. Either tank of bowl can be replaced 
separately. Height overall, 33 ins. These are just a 
Ask any Peerless 


few of Revelations features. 


branch listed below or your jobber about the others. 


PEERLESS SELLING COMPANY 








Evansville, Indiana 


Peerless-Oklahoma Company 


1-11 W. 8th St 


Peerless-Alabama Co., Inc 





3000 Avenue E, 
Birmingham, Ala. 
Peerless-Atlantic Company 
470 Stuart St. 

Boston, Mass. 
Peerless-Colorado Company 
785 S. Broadway 

Denver, Colorado 
Peerless-Missouri Company 
5021 Fyler Avenue 

St. Louis, Mo. 
Peerless-Northern Company 
Charles and Vandalia Sts 
St. Paul, Minn. 


Oklahoma City, Oklahoma 
Peerless-Penna. Company 
634 W. Girard Avenue 
Philadelphia, Penna 
Peerless-Tulsa Company 
1645 E. 6th St 

Tulsa, Oklahoma 
Peerless-Utah Company 
150 West 1st South St 
Salt Lake City, Uteh 
Alamo Plumbing Supply Co 
637 E. Crockett St. 


Sen Antonio, Texas 
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ASK YOUR WHOLESALER 


He will tell you that this pipef{has solved a lot 
of pipe troubles. Yet it costs nothing extra. 





Manufactured to uniform specifications and sold by 


ALABAMA PIPE COMPANY STRINGER BROS. CO., Inc. 
ANNISTON FOUNDRY CO. THE WETTER PIPE CO. 
INTERSTATE FOUNDRY COMPANY 










oi Tt qorks...... 


Midget 


sump =6—rs When needed most 


Pump 







After heavy rain-storms there is an increased 
demand for Taber automatic Midget Sump 
Pumps. Frequently they replace ‘low 
price’ cellar drainers inadequately motored. 


Why wait for a peak load to tell whether the 
pump will work? Avoid troublesome, profit- 
less service calls . . . install Taber first. 
The owner of any sump pump expects ‘‘Dry 
Cellar Insurance.’ He gets it with a Taber 
Midget. 


Bulletin and prices on request. Also see 
Page 923 Domestic Engineering Catalog. 


TABE R 





TABER. PUMP CO €st 1859 
290 Elm Street, Buffalo, New York 








for ALL 
Radiators 


For quick, easy instal- 
lation of all wall hung 
radiators, use E-Z RADIATOR 
HANGERS. 3 styles meet all 
requirements. Fully adjustable 
both horizontally and vertically. Saves 
time and labor. Recommended and 

used by leading architects and contractors. 
Write for complete information. 


HEALY-RUFF CO. 
770 Hampden Ave., St. Paul, Minn. 


Also Manufacturers of E-Z INSERTS 
end E.Z LAVATORY HANGERS 





















The American Heater 
Where the Water 
Demand Is High 


And where the demand for 
economy is great. Write the 
American Heater Co. today 
for complete information on 
its water heating equipment. 





American Heater Co. 
6e Fulton St. Brooklyn, N. Y. 
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so as to put the burner in operation again. This was 
the cause of the shut-down. He charged it up to good 
will, which paid later. 

As for whether the owner was satisfied, proof of it 
came through the way in which he paid for the work. 
When the job was just started, and some of the material 
had been delivered, a draw was requested for the marble 
cutter. Instead of making the amount a small fraction 
of the total cost, which would cover the material de- 
livered, the owner made out a check for 50 per cent of 
the total amount. Then, before the work was completed, 
he handed Mr. Kuenzli a check for the balance. 


Plumbing for San Francisco s Model 
Ball Park 


(Continued from Page 48) 


gutter, which in turn, delivers it to a 10-in. storm sewer. 
The field is served by a tile drain system which takes 
care of the rain water by gathering it at one central 
point, from whence it is discharged into the storm sewer. 

The gutter extends around the entire grandstand sec- 
tion. The nature of this gutter is to be seen in Fig. 10. 





Fig. 11—Valves controlling the sprinkling system 


The draining of the playing field is very efficient, the 
water falling on it being absorbed and carried off very 
rapidly. This of course is a necessity in the case of any 
modern baseball or football playing field. Because of 
the effective drainage of these fields postponed games 
due to wet fields are far less frequent than they once 
were, and this fact testifies to the value of the invest- 
ment in field drainage. 

The field also is sprinkled, this work being handled by 
one of the modern field sprinkling systems. 

In Fig. 11 is shown the valving which controls the 
sprinkling system for the right field section. There is 
another similar set of valves for the left field section. 

All plumbing and heating work on this big job was 
installed by the William J. Forster Company of San 
I'rancisco. 


The firm of J. L. Powers, plumbing and heating con- 
tractors, Bennettsville, S. C., has received a contract 
from the United States Veterans’ Bureau, Washington, 
D. C., to install the plumbing, heating and ventilating 
| in the federal hospital at Canadaigua, N. Y. 




















Collections 
This is the fifth of our 


articles on the sub- 
ject~A\ contractor 
talks about 


Collection Letters That 
Keep Down Overdue Accounts 


HE ever increasing demand upon plumbing contrac- 

tors to become more efficient merchants, makes it 

absolutely necessary that we put new accounts on 
our books with care and watch them constantly after- 
wards. Every store extending credit should have facil- 
ities for the regular handling of credit information. Next 
to carefulness in opening accounts, there is probably 
nothing which insures satisfactory collection results so 
much as an efficient collection system. The routine must 
be such that, from month to month, delinquencies are 
being given the proper amount of attention. 

It can be taken for granted that we will have losses 
from bad accounts so long as human nature remains un- 
changed. However, the disposition of customers to put 
off, delay, and other contributing factors that bring about 
delinquencies can be reduced to a minimum with an 
efficient collection system. 


A System That Speeds Collections 


The following system we have had in use in our shop 
for a number of years, and have found it very effective 
as our losses for the last number of years have been very 
small compared to the years when we had no system 
and went after delinquencies in a more or less hit or miss 
fashion, it has also enabled us to operate on a smaller 
bank balance by speeding up the payment of outstanding 
accounts. 

We have a record of every customer of this shop on 
file in our office, on which is recorded all credit informa- 
tion. Of course, the fact that unfavorable information 
concerning a man is received does not mean that we will 
do no more work for him. It simply means that we will 
be more careful in the future, and will begin aggressive 
collection much sooner in the event of delinquent pay- 
ment. This same list we also use for our monthly mail- 
ing list. 

When any one calls this shop for service, if the name 
is not familiar this list is referred to. If our records are 
clear the work proceeds at once; if not we proceed ac- 
cording to the instructions on our records. If it is a new 
customer the journeyman is instructed to find out in a 
diplomatic way who owns the property, who ordered the 
work, etc., and in the latter case we mail the following 
form letter: 
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Dear Sir: 

We did some work for you a while ago and we sin- 
cerely hope you were satisfied. 

This is just a short acknowledgement of our appre- 
Ciation for your confidence in us. We would like to 
feel that we have made a friend of you. 

Our workmen are now acquainted with your equipment 
and won't need to spend any time investigating when you 
want something done. 

Maybe there is something you would like to have 
looked over right now, or some new equipment you would 
like put in. If 80, we're anxious to give you the best 
possible service. 

We merited your confidence once and we'd like to 
continue our relationship. 

Yours truly, 


Then these new names are filed so that they will re- 
ceive the regular monthly sales letter thereafter. 

When the work has been completed and the charge 
turned in by the journeyman, we have the following 
printed on a regular government post card: 


Courtesy, Promptness, Cleanliness in Work, and 
First Class Workmanship 


Your Plumbing was recently repaired by our 
Service Truck. We are anxious to have our cus- 
tomers satisfied in every particular, and with this 
end in view, will you kindly assist us by advising 
us at once if you are not entirely satisfied with 
our work? 

We are desirous of improving the quality of 
service which we extend, and undoubtedly with 
your assistance and co-operation we can better 
satisfy our customers. 


Starting the Bill Right 


The reason for this being that if the work is unsatis- 
factory, they are invited to register a complaint at once. 
The bill is held up for five days to enable them to have 
sufficient time to kick about the work. Now when the bill 
is mailed out they cannot make false statements about the 
work when in reality, it is the amount of the bill they 
wish to complain about. Obviously, this policy keeps our 
complaints about unsatisfactory work and unsatisfactory 
bills separated. 

















Te ee ee eT ee . 






































Ne Re ape 








DOMESTIC 














GOOD 
NEWS 


for Travelers 





NEW YORK CITY'S only United. The Roosevelt 
PHILADELPHIA, PA. .. The Benjamen Franklin 


SEATTLE, WASH....... ... The Olympic 
WORCESTER, MASS........ The Bancroft 
NEWARK, N. J. ... The Robert Treat 
PATERSON, N. } . The Alexander Hamilton 
TRENTON, N.J. ..... The Stacy-Trent 
HARRISBURG, PA . The Penn-Harris 
ALBANY, N. Y. Gat The Ten Eyck 
SYRACUSE, N. Y. ......... The Onondaga 
ROCHESTER, N.Y. ...... The Seneca 
NIAGARA FALLS, N.Y... . The Niagara 
ERIE, PA... The Lawrence 
AKRON, OHIO. | The Portage 
FLINT, MICH. .... The Durant 
KANSAS CITY, MO The President 
TUCSON, ARIZ E!| Conquistador 
SAN FRANCISCO, CAI The St. Francis 
SHREVEPORT, LA... . The W oy oy Youree 
TORONTO, ONT... King Edward 
NIAGARA FALLS, ONT. ...e.-The Clifton 
WINDSOR, ONT.. .. _... The Prince Edward 


KINGSTON, JAMAICA, BW1!. TheConstant Spring 
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When the bills are mailed out, we have a stamp that 


| reads: 


TERMS 


Five per cent discount for cash if paid on or 
before the 10th of the month following date of 
this bill provided all previous bills are paid. 


Now this 5% discount does more to speed up our col- 
lections than any other single part of our collection sys- 
tem. Not only that but the average housewife does not 
know very much about discounts and will visit our store 
more frequently to find out how much she is entitled to 
take off and as a result we make more cash sales over 
the counter and secure closer contact with our customers. 

Every month there is a list of all past due accounts, 
made out with names, date of work, amounts, and ad- 
dresses, noted thereon. This list 1s available for refer- 


ence at all times and as payments are made the names 





are crossed off. In front of each name we use as a 
flag to note the extent of delinquency, a star made on 
the typewriter, for accounts one month old, one star ; two 
months, two stars, etc. In front of accounts over three 


_ months, we use a question mark. 





The Collection Letters 


Now when this list is made out on the first of each 
month, unless there is some very good reason for the 
bill not having been paid, we start in to bombard the de- 
linquent with the following letters at regular weekly 
intervals. We feel that success depends a great deal 


_ upon the regularity of their mailing. 




















First Week’s Letter 


Dear Sir: | 

I wish to apologize for bothering you, Mr. ...... 
but we have no record of having received a remittance 
from you in payment of the inclosed account. 

No doubt you have overlooked this bill, or you have 
simply mislaid it. So here is another. How about a 
check today? 

Yours truly, 


Second Week’s Letter 


Dear Sir: 

It may be that you are displeased with some dealings 
you have had with us lately, which may account for the 
delay in paying your account with your accustomed 
promptness. If so, kindly tell us at once, and don't 
keep us in the dark any longer. We are anxious to know 
and to make it right. 

If everything is 0. K. between us, don't bother 
explaining why you have not sent us a check, Mr. ....... , 
but just pin your check (payable in whole or in part) 
to this letter and return it to us right away. 

Yes, do it today! 

Yours truly, 


Third Week’s Letter 


Dear Sir: 

We are sorry to bother you again, Mr. ...... , but 
no doubt you prefer us to remind you that you have over- 
looked sending your remittance for the enclosed statement 
of account. 

Won't you please send us a check or money-order by 
return mail, or enclose a crisp $5.00 or $10.00 bill on 
account? Then it won't slip your mind again, and we 
won't have to write you again. 

Yours truly, 


Fourth Week’s Letter 


Dear Sir: 
We are in the dark, Mr. ...... , a8 to whether you 
have run into a streak of hard luck lately, or are 
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weathering financial storms. At any rate, if you will 
let us in on the secret, we'll make all due allowances. 

But if you continue simply to ignore our earnest 
letters, we will soon gather the dark suspicion that 
you don't intend to pay us. So just make a clean 
breast of the whole matter and we'll guard your secret. 
A check in whole or in part of your account, §...... ; 
or an explanation scribbled below will satisfy us. By 
return mail, please! 


-aasiseddineinktabeibhisishashishdhanhedibheadlinediaisiisnaetk. ciiiaodee ooo oe 


sept es 


Yours truly, 


1S rem SD. 


Fifth Week’s Letter 


Dear Sir: 

We hope that your continued silence, Mr. ...... 
is not due to any dissatisfaction with your dealings 
here. 

We hope you intend to pay us sooner or later, but 
the sooner the better. Why not now? Why not $5.00 
or $10.00 today, if you cannot pay all, and let us carry 
the balance -for 30 days more without bothering you again. 

Yours truly, 


Sixth Week’s Letter 








_ ROBERTSON 
JIFFY 
SHOWER 


installed in a JIFFY 
ONLY FOUR 


Simple Operations Necessary 





Dear Sir: 

It must be annoying to you, Mr. ......, to receive 
so many letters from us about your bill, and we hate 
to write them as much as you do to receive them, but 
we have asked you five times to send us a payment on 
your account, and five times you have failed to do so, 

Won't you please take care of this matter by return 
mail? Why not make it a point to let us hear from you 
right away, so we won't have to send you any more 
letters? We're counting on you this time sure! 

Yours truly, 












; 
M 
é 
' 
: 
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babe 


1, Remove old Spout. 
Foroverrimsupply. 2, Attach new Robertson Spout Fortopnozzlesupply. 

















, ROBERTSON Jiffy with diverting lever. ROBERTSON Jiffy 

Seventh Week’s Letter Shower S-700 install- 3. Connect riser pipe to spout. Shower S-704 with 

ed complete without ball joint on spout 

Dear Sir: breaking into walls 4. Fasten adjustable supporting to take care of taper 

We are naturally sorry to bother you again, but no or disturbing piping. wall flange. on tub, 
doubt you prefer us to remind you that you have over- 7S FE, ——1 scm 
looked sending your remittance on the enclosed account. es aa 

The amount is not so large, so you just naturally pay p LO BERTSON COMPANY 
no attention to it, Mr. ...... , but won't you look at it 2533 N. ASHLAND AvE HICAGO, ILLINOIS 


from our standpoint for a moment? PHONE LINCOLN 1120 


These few dollars mean practically nothing to you, 
but multiply them by a lot of similar accounts on our 
books, and you can see how these small matters can 
cripple us financially 


A word to the wise is sufficient. Help us out ONLY a HALSEY TAYLOR PROVIDES THESE 


with a remittance in tomorrow's mail. We're counting 


on you. Don't fail us this time. features -F # 


Yours truly, 











Eighth Week’s Letter .. The two-stream projector 


Dear Sir: . is a distinctive Halsey Tay- 
I am making this last and final appeal to your sense lor feature! The drinking 
of honor to pay something on your account, right away. saatiaealls io Raita by the con- 





I am writing you personally about this Mr....... , because pat “pe d 
I don't want to sue you, for I think you mean to pay us verging Of two streams an 
eventually. this localized mound guar- 

So just write me why you cannot pay, but do it antees absolute sanitation! 
today, or send me a check as an evidence of your good Fingers or lips do not come 
intentions. I've written you seven letters so far, in contact with or contami- 
without result. I'm not going to write you any more nate source of supply. Prac- 
letters about this account. I've got to have something 


“tes tical, safe, non-squirting too! 
definite now, by next Tuesday, at the latest. q" 6 


Yours truly, 





2. An automatic device Made, sold ath serviced by the 


maintains a constant height ] m ee hind 
Watch Accounts Payable in the drinking stream even argest organixepion of its kin 
devoted exclusively to the manu- 


; though line pressure varies. | 
It is true that certain physical facts somewhat govern | Streamnever toohigh, never facture of drinking fountains .. . 


credit on collection systems. But obviously when ac- | too low—always at conve- Featured by vangety in design as 
counts have reached a certain age of delinquency, it is | ™** drinking height! well as scientifiG construction! 
desirable to separate them from the mass and give them , 
active and aggressive attention. THE HALSEY W. TAYLOR CO., Warren, Ohio 
There is perhaps, no more fatal mistake in the manage- 


ment of charge accounts, than that of putting off atten- 

tion to past due accounts. There is just one time to give 

attention to collection and that is at the time they need 
it. Delays always result in higher losses, as well as con- , , : 

siderably more effort to force a settlement. It can be | Drinking Frnulainds 
regarded as a maxim that the older a delinquent account | 

is, the harder it will be to collect. Me THE SPECIFICATION FOR SANITATION 
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Tr has always seemed to me that the wife 
or mother or daughter of a plumbing and 
heating dealer could congratulate herself 
for having advantages denied to most wo- 
men. Most men run businesses which do 
not relate to the work of the house wife so 
that they never think it worth while to talk 
business with their women folk. 


Bor just take our own industry. While 
no doubt many master plumbers or heating 
contractors carry on without discussing 
their business with their wives, I know of 
many others who have found it best to rely 
upon the sympathetic advice and helpful 
counsel which they can always find at home. 


ik many cases, I find where wives of the 
plumbing and heating dealers do office 
work, send out bills and direct mail distri- 
bution, help with the books and in general 
relieve the business of the expense of an 
office manager. 

But it seems to me there is still another 
direction in which the master plumber and 
heating contractor who does not expect his 
wife to work in the store, can find her help- 
ful to his business. Nearly every commodity 
he sells and installs, whether staple units 
such as lavatories and sinks or specialties 
such as dishwashers and refrigerators are 
items which are used by women. Certainly 
the wife of his customer is the deciding vote 
in approving or condemning the bathroom 
this contractor puts in; it is the customer’s 
wife who finds the sink too high or too low 
and who passes judgment on the color com- 
bination which will adorn her kitchen or 
hathroom. 


In other words, the men of this industry 
must meet and satisfy the tastes of women 
all over the country and can rely safely 
upon the judgment and suggestions of their 
own women folk as a guide to what their 
customers will want. 
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What 


Women 
Are Doing 





Names Officers of National Auxiliary 


These officers of the Women’s Auxiliary to the National 
Association of Master Plumbers have just been announced 
with the following message from Mrs. J. Preston Perham, 
president: 


“It is with pleasure that I announce the executive 
board of the Women’s Auxiliary to the National 
Association of Master Plumbers for the ensuing year. 

“T am sure we are going to have a very happy time 
working together for our beloved National Associa- 
tion of Master Plumbers. 

“T have tried to place directors where they are 
most needed, or, where there is no national officer, 
and I shall expect each one to do her best to build 
up the auxiliaries in her state and organize new 
ones if possible. 

‘‘As there is no scholarship this year, I hope that 
each auxiliary will find some worth while work to 
do aside from the upbuilding of the organization. 
Keep, interested by planning a busy year. 

‘We are offering a prize again this year for the 
auxiliary that brings in the most members before 
next June, but please be sure that you take in only 
those who are eligible. 

‘“‘Looking forward to a bigger and better Women’s 
Auxiliary in 1932, I am, 

Most sincerely yours, 
Mrs. J. Preston Perham, President.”’ 


She selects the following officers and directors for 1931- 
1932: Mrs. Herbert L. Rose, Jr., Cambridge, Mass., cor- 
responding secretary; Mrs. Earl L. Clevenger, Muncie, 
Ind., auditor; Mrs. Margaret Mesnard, Detroit, Mich., 
assistant auditor; Mrs. D. J. Ahearn, Canton, O., chap- 
lain; Mrs. Albert C. Hughes, Norwalk, Conn., parliamen- 
tarian. 

The board of directors is comprised of Mrs. W. E. Mc- 
Andrew, Tampa, Fla., past president of the National 
Auxiliary; Mrs. H. O. Green, Tulsa, Okla.; Mrs. Charles 
Zimmerman, Union City, N. J.: Mrs. Fred Quinter, Wash- 
ington, D. C.; Mrs. C. Madsen, Woodfords, Me.; Mrs. 
William Metcalf, Rockville Centre, N. Y.; Mrs. W. A. 
Fritsch, Avalon, Pa.; Mrs. E. B. Clayton, Denver, Colo.; 
Mrs. J. A. Reynolds, New Orleans, La.; Mrs. L. J. Rosen- 
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‘field, Louisville, Ky.; Mrs. Bart Coffey, Portland, Ore.; 
Mrs. George Bailey, Wilmington, Del.; Mrs. George lL. 
Smith, Amarillo, Tex.; Mrs. A. E. Ellington, Norfolk, Va.; 
Mrs. A. L. Evans, Memphis, Tenn. 


Kansas City Auxiliary Extends Sympathy 
to Mrs. Hornbrook 


Sympathy from the Kansas City, Mo., auxiliary, to Mrs. 
E. D. Hornbrook, past president of the National Auxiliary 
n the loss of her husband, comes to us through Mrs. Eva 
Enggas, second vice president of the Kansas City organi- 
zation. Writing for her members and his neighbors, Mrs. 
Enggas says, “‘Mr. Hornbrook was beloved by all who 
knew him and his passing is deplored by hundreds of 
his friends and associates. His efforts to raise and up- 
lift his chosen profession will never be forgotten. Sorrow 
is expressed in all circles and sympathy is shown his 
widow, Mrs. Emily Virginia Hornbrook.”’ 


a 


Entertains Indianapolis Auxiliary 

Mrs. Richard Bardy, Fall Creek Highlands, entertained 
the members of the Indianapolis, Ind., Women’s Auxiliary 
on July 10. The meeting was held at her summer cottage. 
Each member brought a covered dish for the dinner. 
There was a good attendance. A social hour of cards 
and bunco followed the dinner and meeting, after which 
cake and ice cream were served. The success of this 
meeting was responsible for the party held at the Bardy 
summer cottage on July 25. The men played ball all 
afternoon. Bunco and cards were played after a covered 
dish supper. 


Honor National President With Luncheon 


Mrs. J. Preston Perham, newly elected president of the 
Women’s Auxiliary to the National Association of Master 
Plumbers, was the guest of honor at a luncheon given by 
Mrs. James A. Cotter, viee president of the Boston aux- 
iliary, at the latter’s summer home, on July 27. Other 
guests included Mrs. James Murphy, of New Bedford, 
president of the Massachusetts state auxiliary, as well as 
members of the Boston auxiliary. 

The party left Forrest Hills by motor bus, and at Cape 
Cod a delicious luncheon was served to the 24 guests. 
Following this Mrs. Perham was presented with a cameo 
pin, as a token of esteem, by the Boston auxiliary. 

Mrs. Arthur I. Russell, president of the Boston auxiliary, 
made the presentation and followed it with a gift to Mrs. 
H. L. Rose, Jr., past president of the Boston auxiliary. 
This was an attractive door-stop. Mrs. Cotter, hostess, 
was also presented with a door-stop. 

Everyone then hurried aboard Mr. Cotter’s yacht to 
enjoy a delightful sail over Buzzards Bay. On their re- 
turn, several women donned bathing suits and swam in 
the bay. 


Entertains Dayton Women 


The members of the Dayton, Ohio, Women’s Auxiliary 
were entertained by Mrs. E. T. Metcalf at her lovely coun- 


try home on July 30. Cards were enjoyed on the lawn by | 


the ladies, after which delicious ices and cakes were served 
by the hostess at the card tables. Mrs. H. Saunders, Mrs. 
J. Haas and Mrs. F. Clemens shared honors at cards. 


Milwaukee Auxiliary Holds Unique Party 


The Ladies’ Auxiliary of the Milwaukee Master Plumb- 
ers’ Association celebrated its fifth anniversary on July 15 
with a card party at the Food Craft Shop in Milwaukee. 





Melintnttsceasi 
A NEW LINE.. 


of WALL products 
at a NEW LOW PRICE 




















Write 
for complete 
information. 
Ask for our 
plumbers’ 
circular. 
Thouce lower in price than ever before, each is a newly devel- 
oped WALL product designed to serve best your most particular 
needs, without the sacrifice of typical WALL quality features! 
It will pay you to get in touch with your jobber at once—or for 
jobbers to get in touch with us. 
P. Wall Mfg. Supply Company - Pittsburgh, Pa. 
SINCE 





DREADNAUGHT 


—— “Service with Safety” 


BLOW TORCHES «. + + FURNACES 
AND @ILERS 


























All prizes distributed during the course of the afternoon | 


were of wood, in accordance with the idea of the fifth an- 
niversary being the ‘‘wood year.” 











FLOOR AND CEILING PLATES 
TYPE “A” PLATE 
Nickel plated—Chromium plated 











Aluminum finish 























1. A tempered Spring, firmly held in place. 


2. A positive latch, easily operated and made 
to hold. 


3. Astrong, rigid hinge with plenty of stock 
around the rivet. 


Buy from your regular jobber. Alll sizes in 











stock. 
THE M. S. LITTLE MFG. COMPANY 
Hartford . Conn. 
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Coleman's 


FLEXIBLE COIL WIRE 
CLOSET CLEANERS 


> Flexible Coil made of a special prepared non-cor- 
rosive SWEDISH SPRING STEEL Music Wire, No. 
12 gauge, '/2”’ size, with removable corkscrew and 
cone wire. A very flexible and strongest spring 
made, assembled with steel handle and heavy steel 
tube, cadmium plated, which makes 
them non-rusting. Perfect in con- 
struction and will last indefinitely. 






















Boys, if you want the best 
‘Here It Is’’ 


ALLAN J. COLEMAN 
08 N. Wabash Avenue, Chicago 
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CHALLENGE BRAND 
PIPE NIPPLES 


Wrought Iron, Steel, Brass, Copper 


SES Clean threads—checked against BRIGGS ae 
Standard. 

Uniform and accurate lengths. 
INSIST A coating of high grade rust resisting oil. ORDER 
LENGE SRANID PIPE NIPPLES 
ON THE . BY 
FRICK-REID SUPPLY CORPORATION 


(Nipple Division) 
GENUINE Sandusky and Robinson Streets NAME 


N. S. Pittsburgh, Pa. 























BUTLER + BUTLER 















For Remodeling 


Overton Roof Flashings are 
the flashings that go on in 
record time and stay on for the 
longest time. They re ideal for 
remodeling jobs. They pay the 
attractive profit. Order them 
from your jobber. 


Butler Mfg. Co. 


Minneapolis : Minnesota 








BUTLER + BUTLER 




















; Hindley 
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Tank Ell Screw 





Specialties 


Hundreds of Contractors use Hindley 
Specialties because they know that they 

are buying finest quality at a reason- 

able price. If you've never used Hindley 
Products write for our catalog. It will Closet 
save you money. Bolt 


HINDLEY MFG. COMPANY, Valley Falls, R. I. 
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New Trade Literature 


Envelope Stuffer of Armstrong Mfg. Co. 

An envelope stuffer was distributed recently by the 
Armstrong Mfg. Co., Bridgeport, Conn., containing in- 
formation on its line of portable vise stands and pipe 
benders. 


The Toledo Pipe Threading Machine Co. Broadside 

The Toledo Pipe Threading Machine Co. of Toledo, Ohio, 
has issued an attractive broadside, 34x22 in., printed in 
black and gold on high grade paper, illustrating and de- 
scribing in minute detail its l-in. to 4-in. pipe machine— 
its construction and operation. 

Catalog of Drop Forged Tools 

U. S. Hame Company of Buffalo, N. Y., has issued its 
catalog No. 31, illustrating and describing its drop forged 
wrenches, hammers and chisels. The catalog consists of 
24 pages and cover, 5% x 8% in. 

The American Blower Red Book 

The American Blower Corporation of Detroit, Mich., 
has issued a 28-page book, 9% x 12 in., containing a unit 
heater sales and advertising plan, including sample mail- 
ing folders, mailing cards, newspaper advertisements, let- 
terhead, heating survey blank, ete. The book is printed 
in several colors on high grade paper and is copiously 
illustrated. It is an attractive sample of the modern 
printer’s art. 

C. J. Tagliabue Mfg. Co.’s New Steam Trap 

C. J. Tagliabue Mfg. Co. of Brooklyn, N. Y., has just 
issued a four-page folder, 814%4x11 in. in size, illustrating 
and describing its new steam trap with differential setting 
feature. 

“Domestic Gas Appliances” 


‘“‘Domestic Gas Appliances’’ is the title of a well-written 
book by A. M. Apmann, which has just been published. 
The book is illustrated and consists of 239 pages, giving 
a well rounded treatise on the subject of gas appliances 
and the fuels they utilize. The table of contents which 
follows herewith will give the reader a pretty clear idea 
of its scope: 1—Characteristics of Fuels; 2—-Heat Pro- 
duction; 3——Fuel Prices and Rates; 4—-Comparative Fuel 
Costs; 5——-Capacity of Pipes, Meters and Gas Orifices; 
6—Appliance Installation; 7—The Gas Range; 8—Gas 





Bottom picture, left to right: 
H.,. W. Benson, St. Cloud; Ben 
Benson, Willmar; and Charles 
Olson, president of Winona as- 
sociation. At the right, top to 
bottom: Joel Carling and A. G. 
Nelson, both of Minneapolis. 
Photos taken at the annual 
convention of the Minnesota 
Master Plumbers’ Association, 

held recently at Minneapolis 
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Range Accessories; 9—The Gas Water Heater; 10—Gas 
for House Heating; 11—-The House Heating Furnace and 
Accessories; 12—Boiler Selection; 13—Principles of 
Determining Heating Costs; 14—-Space Heaters; 15—In- 
cinerator and Laundry Equipment; 16—The Gas Refrige- 
rator; 17—The Future of Gas Utilization. The book is 
published by American Gas Journal, New York City. It is 
bound in imitation leather and costs $2.50, postpaid. 





Free-Cutting Stainless Steel 
The Central Alloy Division of Republic Steel Corporation 
of Massillon, Ohio, has published a booklet describing its 
free-cutting stainless steel, stressing the point that it is 
well adapted to use as parts in the manufacture of which 
turning, boring, drilling, threading, grinding and polish- 
ing operations are required. 


Trade Associations—Their Services to Education 


“Trade Associations—-Their Services to Education,’’ by 
S. Lewis Land, is a volume which will interest every trade 
association executive who is interested in the promotion 
of organized training programs for industry. It contains 
the results of a decade of study and experience based on 
original first-hand sources and presents material which is 
new in the literature on trade associations. Dr. Land re- 
views the development of educational efforts of trade asso- 
ciations; summarizes the educational activities of national 
trade associations in the building industry; analyzes types 
of educational services sponsored by trade associations: 
presents the respective and joint responsibility of both 
industry and school agencies in the organization and pro- 
motion of training programs for industry; indicates pres- 
ent tendencies and practices in procedures employed by 
trade associations in the organization and maintenance of 
educational services; and points the way in a series of 
conclusions and recommendations to a more effective co- 
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Top row, left to right: B. ¥. Kinzey, secretary, Cleveland 
association; H. FE. Wetzell, Cleveland; W. R. Rhoton, also 
of Cleveland. Bottom row: Mr. and Mrs. J. F. Andler, and 
Mrs. and Mr. M. Bretsnyder, all of Chicago. Photos taken 
at the annual convention of the Heating and Piping Con- 
tractors National Association, held recently at Louisville 


ordination of the activities of industry and school agencies 
to more adequately meet the needs of industry. The book 
consists of 160 pages, 5% x 8 in., and is bound in flexible 
fabrikoid cover. It can be obtained from the publishers, 
the Heating and Piping Contractors National Association, 
New York, N. Y., at $2.00 a copy. 
Rome Radiation Co.'s Catalog 

The Rome Radiation Co. Division of Revere Copper & 
Brass, Inc., of Rome, N. Y., has issued a new catalog illus- 
trating and describing its convectors. The catalog also 
contains capacity tables and roughing dimensions. 








HERE'S a slogan 

you ought to use 
every chance you get. 
It'll help you sell more 
heating just as Oatey 4 
in 1 Roof Flashings will help you 
sell more. 


ay 





Use Oatey's perfect service as an 
introduction to your customers. 
Install Oatey Flashings for them 
and let their performance stand as 
a recommendation for your work. 





Order Oateys from your jobber. 


THE L. R. OATEY COMPANY 


5500 WALWORTH AVE. CLEVELAND, OHIO 


— ieee 

















DAHLQUIST 


for AUTHENTIC 
PERFORMANCE 








When specifying new 
hot water service equipment 
or when modernizing the 
old—the greatest satisfac- 
tion and lowest ultimate 
cost to yourself and cus- 
tomer is obtainable only by securing the best. 


Material prices at present are below normal. This condi- 
tion plus the added savings effected by Dahjquist's enor- 
mous production indicates that now is the economical time 
for buyers to change over to modern copper hot water 
heating units. 

Dahiquist Aquatherm and Turbo-Aquatherm Patented 
Devices, in conjunction with Dahiquist Copper Boilers, 
today enjoy permanent recognition everywhere for the 
vital improvements and economy their development has 
contributed to household hot water service. 


THE TURBO-AQUATHERM 


Through the invention of the DAHLQUIST TURBO- 
AQUATHERM, the household hot water supply can 
now be as clean and fresh as the cold water. No more rusty 
or dirty hot water, no longer is it necessary to heat water on 
the range for commas ot drinking. The TURBO-AQUA- 
THERM automatically prevents the accumulation of sedi- 
ment on the bottom of the boiler and prevents the danger 
of burnouts as well as increasing the thermal efficiency of 
the unit. 

Architects and heating engineers may 
rely entirely on Dahlquist workmanship 
and experience in P sect poe: heav 
pressure boilers for industrial use regard- 
less of size or technical difficulties 
involved. Write for complete information. 


Dahlquist Mfg. Co. 


60 West 3rd Street So. Boston, Mass. 











Automatic Electric 
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SINKS to fit every PANTRY 


Don’t overlook any chance to “get in’’ on 
pantry renovating jobs. 


You can sell an Alberene Stone Sink and get 
it in whatever size you need. 


Probably the customer already is using an 
Alberene Laundry Tray so she will know all 
about Alberene’s cleanliness and durability. 
Watch out for pantry sink business! 


ALBERENE STONE CO. 


153 West 23rd Street, New York 








“HOT DOG!” 


Have you tried the new 


FIREPOT 


WATER HEATER? 


NOTE THE SLOPE! 


Dead Coals Fall Away 


Increasing Draft. 


NOTE THE WEB! 


Om oneniag + 





Adds Heating Surface 
—Poker and Ashes 
Can’t Catch in the 
Loop. 


LOW IN PRICE 


A“PIPE TYPE” HEAT- 
ER MINUS LEAKY 
JOINTS. CHEAPER 
THAN CAN BE MADE 
IN YOUR SHOP. 


BRASS AND IRON. 
No. 1— 
20-40Gals. The 


No. 2— 
40-60 Gals. 


RICHMOND, VIRGINIA 
‘“‘A DEPENDABLE SOURCE OF SUPPLY” 








Tell) hae Listes Limes Inc. 
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Business Changes 
by Contractors 


Missoula and Kalispell, Mont.—Carl C. Mott and L. J. 
Lembke have dissolved partnership in the plumbing busi- 
ness. Carl C. Mott will continue in the plumbing and heat- 


ing business under the title of the Service Plumbing & 


Heating Company at Missoula. 


Minneapolis, Minn.—Huston & Company, plumbing and 
heating contractors, have moved from 612 Third avenue 


' south into larger quarters two doors north at 608. 


Winslow, Nebr.—H. P. Weitkamp has sold his plumbing 
business to H. C. Douglas of Onawa, Iowa. The purchaser 
will take charge of the business next fall. Mr. Weitkamp 


| has been in the plumbing business in Winslow since 1907. 














Sarasota, Fla.—The Maahs Heating and Equipment Co., 
P. O. Box 756, has added a plumbing branch to its busi- 
ness. The company has been acting as a heating and 
equipment contractor and is continuing that work. H. B. 
Maahs is president. 

Indianapolis, Ind.— Mrs. Addie Diggle, administratrix 
of the estate of the late J. A. Diggle, has announced that 
his plumbing and heating contracting business will be con- 
tinued under the management of Frank Layton as super- 
intendent and manager. Mr. Layton was associated with 
Mr. Diggle for thirty years. 


New Contractors 
and Incorporations 


Clarinda, Iowa—-Homer LaFever has opened a plumbing 


and heating business at 319 East Garfield street. 


Grand Island, Nebr.—Ednum O. Olson, formerly con- 
nected with the Kelly Plumbing Company, has opened a 
plumbing and heating establishment at 517 West Eighth 
street. 

Anaconda, Mont.— Articles of incorporation have been 
filed by the Schmidt-Hasley Plumbing & Heating Com- 
pany, with a capitalization of $50,000. The directors are 
William O. Schmidt, J. A. Hasley and P. E. Fitzgerald, all 
of Anaconda, 

Winona, Minn.—C. E. Burbank and William Ertl have 
engaged in business as the Winona Plumbing & Heating 
Company, at 565 Sioux street. 


Yankton, S. D.—James Ferris & Son, plumbing con- 
tractors of Sioux Falls, S. D., have opened up a shop at 
112 East Third street. The new business is in charge 
of R. E. Ferris, who has been connected with the Amer- 
ican Plumbing & Heating Company of Minneapolis until 
recently. 

New York City—The firm of M. Kraus, Inc., has been 
chartered, with a capital of $50,000, to establish and 
operate a plumbing and heating contracting and engineer- 
ing business. The new concern is represented by the law 
firm of Rosedale and Cohen, 2 Lafayette street. 

Brooklyn, N. ¥Y.—With a capital of $5,000, the Eagle 
Heating and Plumbing Corporation has been chartered, to 
establish and operate a plumbing and heating engineering 
and contracting business. The new concern is represented 
by I. B. Silverglate, 591 Sutter avenue. 


Portland, Ore.—R. A. Jacobsen and E. A. Brickman 
have engaged in the plumbing and heating business, under 


| the firm name of Jacobsen & Brickman. 























August 22, 1931 


Large Construction Projects 


Even though new construction is at a low ebb com- 
pared with recent peak years, the fact remains that new 
projects are being started every day. Listed below are 
just a few of the larger building operations, either con- 
templated or only recently started. 


Chicago, Tll.—-R. C. Wieboldt Co. has been awarded the | 


general contract on the $270,000 Y. W. C. A. building at 
105-107 South Ashland Avenue. 


Columbus, Ohio—The general contract on Bexley’s new | 


high-school building on Cassingham Road has been 
awarded to the Robert H. Evans Construction Co., 395 
East Broad St., for $240,260. 

Syracuse, N. Y.—A permit has been issued to remodel 
and enlarge the State Armory in West Jefferson Street at 
a cost of approximately $200,000. 

Milwaukee, Wis.—A $175,000 addition to the Ambas- 
sador Hotel, 2312 West Wisconsin Avenue, is planned. 

Syracuse, N. Y¥Y.—Fred T. DeLaney was low bidder on 
the general construction work for the Men’s Dormitory at 
the Onondaga County Home. 

Toledo, Ohio—Zeiher and Miller, Sandusky, have been 
awarded the general contract on the $100,000 Municipal 
Hospital, in this city. 

Minneapolis, Minn.—Construction is expected to start 
September 1 on the new $400,000 Girls’ Vocational high 
school building, in this city. 

Evanston, Ill.—Work will start at once on a $92,000 
dormitory at Northwestern University, to house scholars 
of the Austin foundation. Work was recently started on 
the University’s new library to cost $1,100,000. 

Yhicago, Ill.—Sears, Roebuck & Co. have appropriated 
$535,000 for new construction. A $300,000 addition to the 
Detroit retail store will be built; and a $175,000 addition 
to the Indianapolis store. In Chicago the company will 
spend $60,000 on an automobile service station. 

Albany, N. ¥.—The Albany Port District Commission 
recently received bids on a transit shed, estimated to cost 
$350,000. 





Lansing, Mich.—Construction of a $100,000 Administra- | 








tion building for the state police has been approved by the | 


State Administration Board. 

Cincinnati, Ohio—The general contract for construction 
of the Times-Star building at 8th Street and Broadway has 
been awarded to the Ferro Concrete Construction Co. 


Philadelphia, Pa.—George S. Idell, architect, is draw- 


ing plans for $140,000 Nurses’ Home for the Phillipsburg | 


State Hospital, Phillipsburg. 
Chicago, Tll.—Contract for the completion of the Com- 


oe 


monwealth Edison distributing station on Western Avenue | 


has been awarded to the George A. Fuller Co. 


Waterford, Conn.—The Connecticut State Tuberculosis | 


Commission has completed negotiations for purchase of | 


88 acres of land at Waterford at a cost of $80,000. The 


site will be used for the construction of a sanatorium | 


group for which $460,000 is available. 
Providence, R. I.—-The State of Rhode Island, Public 
Welfare Commission, State House, Providence, R. I., is 


receiving bids until August 31 for the construction of a | 


$500,000 reformatory unit at Howard, R. I., including | 


plumbing, heating and ventilating contracts. 

Louisville, Ky.—General contract to erect the new post 
office, court house and custom house here has been 
awarded to the Pike & Cook Co., Inc., Minneapolis, Minn., 
at $1,507,700. 
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COPPER 
NO-SOL rioars 
No-Sol Floats incorporate all 
features necessary to the sat- 
isfactory perform- 
ance of a tank float. 


Each float is individually tested and guaranteed. 
INCORPORATED 1907 


TheAYLING & REICHERT CO. 
3047 N. Erle St. Toledo, Ohio 





4’x5" Oval Float 





5’ Round Ficat 





Watts Hot Water House Heating Unit; Water 
Pressure Regulators; Diaphragm Relief Valves; 
Strainers, Boiler Water Feeders, etc., can be installed 
with the assurance of entire satisfaction. For back 
of this organization is a reputation for square dealing 
sustained over a period of 57 years. Write for catalog. 


WATTS REGULATOR CO. 
249 Lowell Street -i- Lawrence, Mass. 
John G. Kelly, Inc., Dietrfpatece, 210 E. 45th St., 
or 


ew 


W.H. Cunningham & Hill, Ltd. Canadian Distributors 
269 W. Richmond St., Toronto, 2, Canada 












MYERS ciixc POWER PUMPS 


4 ¥ 
ra 


Your suburban and rural cus- 
tomers—-those who live beyond 
the city water main—are now 
installing water systems or 
power pumps. This business is 
profitable business. It belongs 
to you. Secure your share of it 
through Myers Self-Oiling Power 
Pumps and Water Systems, the 
dependable line with a style and 
size for any service up to ten 
thousand gallons of water per 
hour. Action counts! Write or 
wire for our proposition. 














MODERN HEATING 
EQUIPMENT 


for all types of Buildings 


HOFFMAN VALVES 
HOFFMAN CONTROLLED HEAT 
HOFFMAN -ECONOMY PUMPS 





Write for Catalog 





HOFFMAN SPECIALTY CoO., INC. 
WATERBURY, CONN 





No. 2 Vacuum Valve DEPT. RX-70 


» LPL ALE LRA ky Pa ee 2 H - 
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Quick Selling 
Water Systems 


Hoosier rene both sell and satisfy. 
Famous for their sturdiness and dependability. 
Complete line includes wide range of electric 
or gasoline agen units to meet any re- 
quirement. Shallow well or deep well. Many 
exclusive features at mo greater Cost 


Write for Catalog 
Complete catalog and in- 
teresting dealer propo- 


~ HOOSI ' sition mailed on request 
* IQOSTER® without obligation. 














FLINT & WALLING MFG. CO. 


76 OAK STREET, KENDALLVILLE, IND. 





REPRESENTATIVES WANTED 


A\n exceptional opportunity is offered manufactur- 
ers agents, live heating contractors and heating sales 
firms, in REZNOR AUTOMATIC GAS FIRED WARM 
AIR HEATING APPLIANCES. 


The finest line of modern, fully engineered equip- 
ment ever offered the trade—for any requirement 
from an office to an airplane hanger! Write us to- 
day for complete information. 


Gas Heating for Forty 
Appliances Years 


REZNOR MFG. COMPANY » « Mercer, Pa. 


TOLEDO 


is the name 


Toledo is the name you want 
to ask for at your jobber s 
when you want a float that 
has every feature that a 
| good float should have. Pure 
. copper all the way thru. 
No solder. Ask for Toledo 
Floats—and get them! 


























And when you re looking for 
the unusual in floats for un- THE REICHERT FLOAT & 
usual service, ask for Federals. MFG. COMPANY 


Made by Reichert. 2238 Smead Avenue 
: Toledo, Ohio 








PORCELAIN SHOWER HEAD 
with Ball Joint 


Adds beauty and 
individuality to 
your bathroom 
at a very slight 
increase in cost. 








ASK YOUR JOBBER FOR No. 8230 


J. B. WISE, INC., Watertown, N. Y. 
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Lines 
Connected by Ly 


Pipe 


SUSPICION IS A MIRROR 

A backwoods mountaineer one day found a mirror which a 
tourist had lost. 

“Well, if it ain’t my old dad,” he said looking into the 
mirror. “I never knowed he had his pitcher took.” 

He was so pleased that he took the mirror home, stole into 
the attic and hid it. But his actions did not escape his 
suspicious wife. That night, after he was asleep, she slipped 
into the attic and found the mirror. 

“Hom!” she said, looking into the mirror, “so that’s the 
old hag he’s been chasin’,”’ 

LEIGHTON’S GLOOM CHASER 





THE LAWYERS GET IT, TOO 

“When did the robbery occur,” the cross-examining lawyer 
asked the witness. 

“I think—” he began. 

“We don’t care what you think—we want to know what you 
know,” snapped the lawyer. 

“Then I may as well get off the stand,” said the witness. 
“I can’t talk without thinking. I’m no lawyer.” 





R.S.V.P. 

A gentleman who had attended the fu- 
nerals of two wives of a friend, decided not 
to go to the funeral of the friend’s third 
wife. His wife asked why. 

“Well, Mag, it’s like this. I feel a bit 
awkward to be always accepting Tim’s civilt- 
ties, when I never have anything of the sort 
to ask him back to.” 





NO SALE 
A somewhat gruff countryman was on a shopping expedi- 
tion. Passing a hatter’s window reminded him that his own 
headgear was rather shabby, so he entered the shop and 
asked the price of a grey velour that took his fancy. 
“Twelve dollars, sir,” said the clerk. 
“Rut where are the holes?” asked the countryman. 
The assistant was bewildered. “What holes?” he asked. 
“Why, the holes for the ears of the jackass that would pay 
twelve dollars for a hat like that!” 
KABLEGRAM 





KEEP THE HOME FIRES BURNING 
The fire brigade of a small South of England village had 
turned out in response to a fire call. Whilst they were rush- 
ing their hand-cart through the village street an excited 
villager dashed up to the chief of the brigade. 
“Chief,” he shouted wildly, “another fire has started at the 
other #nd of the village.” 
The officer turned on the man and looked at him fiercely. 
“Can't help that,” he snapped. “We've got our hands full 
here. They'll have to keep the other fire going until we 
can get there.’’ 
A FEW HEADLINES FROM NEWSPAPERS THAT WERE 
GARBLED 
Shoots Man Who Wouldn't 
Marry Her Five Times 
Messenger Boy Is Found 
Unconscious by Bicycle 
Jury Clears Youth Whose 
Auto Killed Girl After 45 
Minutes Deliberation 
Falls from Roof and Breaks 
Neck He Was Shingling 
Husband Kills Wife and Shoots 
Himself After Long Search 


— 








Long Heach Women 
In Incinerator Suits 


Now envy tinges each and every day’s relations, 
As those, who have, meet those about to have vacations. 


i me 
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Bath a Day Movement 


UMMER publicity awaits those plumbing contractors 

who have been assigned a day at their local Kiwanis, 
Rotary, Lions, or other civic club. By using the Twenty- 
Minute Program, prepared by DoMESTIC ENGINEERING for 
the use of contractor members of these organizations, they 
will be assured of an interesting program that will be 
remembered. 

The suggestion of an association official recently, that 
“The Story of the Bath’’ might be distributed with some 
effect at the children’s playgrounds during the summer 
months, is one worthy of consideration. 

Other things being equal, that group of men whose 
industry is being given favorable publicity in their com- 
munity will enjoy better business. “The Story of the 
Bath,’”’ and the Bath a Day Movement, of which it is a 
part, offer an opportunity to put over favorable publicity, | 
and at the same time to fasten public attention on plumb- | 
ing equipment. 

Contractors who have not read ‘‘The Story of the Bath”’ 
are invited to write for a complimentary copy, and for | 
details concerning its use before their local service club. | 





Little Sentences That Sell 


Write one of these BLACK BOARD EPIGRAMS on your 
window or bulletin board each day. Many master plumbers 
and heating contractors find them real business getters. 


A king in the hand is worth three in the pack. 
* * * 


Don’t try to kill two birds with one stone. Use a shot- 


fun. 
* * o 


Don’t bore others just because others bore you. 
~ ~ o 


It’s often unwise for a man to be as funny as he can. 
* * “~ 


The lack of money is the root of most evils. | 
- * * 


The lazier a man is the harder it is to discourage him. 
* o * 
A pawnbroker’s shop is always a place of interest. 
* a * 
Promises that are the hardest to obtain are the surest 
of fulfillment. 


€ w + 
It’s a rare treat when a miser invites you to join him. 
* * 7 
Don’t try to shine shoes if you lack polish. 
* a ~ 
The successful man doesn’t believe in luck. 
* + + 


‘ven the hardened locomotive has its tender part. 


+ 

Atlantic City, N. J.—A. W. Funk & Co., Inc., Phila- 
delphia, Pa., has received the contracts for two apart- 
ment houses to be built in this city at an approximate 
total cost of $700,000. 

Upper Darby, Pa.—Ground has been broken by the 
Shirley Corp. at Long Lane, Bradford and Shirley roads 
for a $750,000 apartment house development. 

Fort Worth, Tex..—Ralph Sollitt & Sons of Chicago, 
lll., have received the general contract for construction of 
a post office building here, on a bid of $1,017,000. 

Indianapolis, Ind.——-Plans are being drawn for the new 
$1,000,000 State Library building, to be erected in this 
city. 
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) 
ie rm You Spend Yours? 
‘Two contractors were handed $100 each to install 

valves on two identical jobs. Any remaining surplus 
would be theirs. 
One decided to save money on materials. So he spent 
$36 for valves which cost him $60 to install. This left 
him a profit of $4. 
The other decided that good materials would cost less to 
install so he spent $40 for O-B valves and they cost only 
$51 to install. This left him a profit of $9. How do you 
spend yours? 
Ohio Brass valves are so designed and machined as to 
give ‘an extra profit in the make-up”’. 
Ohi Co 
F TASS UO. 
— a 
11869-V Mansfield, Ohio 
Stop pipe thread leaks SMooTH-ON 


with SMOOTH-ON No.1 in a 


SMOOTH-ON CLAMP 


Sizes for 1-in. to 12-in. pipe 

UICK, easy, cheap and dependable. Holds 

for the life of the line—steam, hot or cold 
water, gas etc., any pressure, any tempera- 
ture, iron, brass, or copper 
pipe. No interference with 
bolt heads or nuts of flanged 
joints. Get Smooth-On 
Clamps and Smooth-On No. 
1 from nearest supply house 


or from us. 
Write for the free Smooth-On Handbook. 
SMOOTH-ON MFG. CO. 


Dept. 12,574 Communipaw Ave. 
Jersey City, N. J. 

















RIVERSIDE 
DANK” 


1 Ae). #113 
M{ 0) //-l¢ Sony s/-) hb a 


COPPER: is PERMANENT 


< Wh t li whe 
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RIVERSIDE BOILER WORKS 
INC. 
CAMBRIDGE, MASS. 

















No. 23 DAMPER 
REGULATOR 







An all metal masterpiece with a 
frictionless rocker. The iever bar is 
easily adjusted by means of a simple 
clamping unit. 


Sell and install Sylphon Damper Regulators. Increase your profit 


Write for Bulletin RD-250 


FULTON SYLPHON 


ENN.,U.S.A 
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152 DOMESTIC ENGINEERING 


EVERSTICK 
LUBRICANT 


Gives an easy turning cock under all conditions. 
Will not dry out, or permit stem to bind. 
Not affected by hot or cold water, air or gas. 


Has been tested by more than five years of actual 
NEVERSTICK service. 


LUBRICANT Used by more than Eighty manufacturers of 
ground key work. 


Your sample has been put up and is ready to mail 
on your request. 














UNITED OIL MFG. COMPANY 


RIE. PE 











STEEL PARTITIONS 


for Toilets, Showers, 
Dressing Rooms, 
Urinals 


Write for our catalog 





THE SANYMETAL PRODUCTS CO., 1723 Urbana Road, Cleveland, Ohio 






PARTITIONS 


TRADE wore U S REG 

















EADING CORPORATIONS— 
distinguished for the certainty 
with which they buy the most modern 
equipment and secure the most satis- 
factory service at lowest final cost— 
are installing Heggie-Simplex Electric 
Welded Steel heating boilers in 
steadily increasing numbers. 


HEGGIE-SIMPLEX BOILER COMPANY 


JOLIET, ILLINOIS 


Representatives in Principal Ciltes 

















-WATER.- 
SYSTEMS 
Write for a copy of the 
New Deming Water 
System Catalog “A”. 
~THE.DEMING CO. 
Salem, Ohio 
ESTABLISHED 1880 
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PATENTS 


Heating Department 


1,813,123. Radiator. Thomas E. Murray, Brooklyn, 
N. Y.; Joseph Bradley Murray, Thomas E. Murray, Jr., 
and John F. Murray, executors of said Thomas E. Murray, 
deceased, assignors to Murray Radiator Corporation, a 
Corporation of New York. 

1,816,443. Pipe Fastener. Herbert Shaw, Philadelphia, 
Pa., assignor to Berger Bros. Company, Philadelphia, Pa., 
a Corporation of Pennsylvania. 

















1,816,142. 











1,816,111. Radiator or Cooler. Sebastian Ziani de 
Ferranti and John Turner, Hollinwood, England, assign- 
ors to Ferranti, Inc., New York, N. Y. 

1,816,142. Steam Trap. Walter B. Clifford, Boston, 
Mass., assignor to Clifford Manufacturing Co., Boston, 
Mass., a Corporation of Delaware. 

1,816,541. Steam Trap. George F. McDougall, Port- 
land, Ore. 

1,816,624. Radiator. Domingo Anthony Usina, Nutley, 
N. J., assignor, by mesne assignments, to Murray Radiator 
Corporation, a Corporation of New York.. 

1,813,906. Boiler. Fred M. Caron, Springfield, Mass., 
assignor to Richmond Lewis, Springfield, Mass. 

1,815,529. Fan Construction. Wilfred Shurtleff, Mo- 
line, Ill., assignor to The Herman Nelson Corporation, 
Moline, Ill., a Corporation of Illinois. 

1,814,722. Temperature Relief Device. Joseph A. May- 
nard, Boston, Mass. 

















1,815,529 








1,814,677. Stopper for Pipe Lines. Albert Fennema., 


| Kenosha, Wis. 


1,816,607. Radiator. Thomas E. Murray, Jr., Brook- 


'lyn, N. Y., assignor to Murray Radiator Corporation, a 
Corporation of New York. 
! 
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1,815,116. Oil Burner. Hubert C. Robinson, Dallas, 
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1,814,076. Gas Burning Device. Glen C. Carnahan, 
Chicago, Ill., assignor to James B. Clow & Sons, Chicago, 
Ill., a Corporation of Illinois. 

1,814,491. Thermostatic Fuel Controlling Device. 
Henry W. O’Dowd, Jersey City, N. J., assignor to Standard 
Gas Equipment Corporation, a Corporation of Maryland. 


1,814,862. Bath Spray Device. John Semkow, New 
York, N. Y. 
84,699. Ornamental Design for Casing for Electric Air 


Heaters. George D. Hoffman, Pasadena, Calif., assignor 
to Hoffman Specialty Company of California, Limited, 
Pasadena, Calif., a Corporation of California. 


Plumbing Department 


1,815,705. Enameled Iron Plumbing Fixture. Charles 
R. Crane, 2nd, Chicago, Ill., assignor to Crane Co., Chi- 
cago, Ill., a Corporation of Illinois. 

1,814,454. Deep Well Water Supply System. Albert 
Penn, Des Moines, Iowa, assignor to Penn Electric Switch 
Co., Des Moines, Iowa. 




















1,814,112. Sprinkler Head or Nozzle for Filter Beds. 
Hubert Beddoes, Chicago, IIl., assignor to Pacific Flush 
Tank Company, Chicago, Ill., a Corporation of Illinois. 

1,814,330. Valve. Samuel W. Orr, Peoria, Ill. 


1,815,081. Chromium Plating. Erwin Sohn and Ralph 
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J. Paddock, Bellevue, Pa., assignors to Standard Sanitary | 


Mfg. Co., Pittsburgh, Pa., a Corporation of New Jersey. 


The process of chromium plating, which comprises pass- | 


ing an electric current through a bath containing from 
150 to 450 grams of chromic acid, from 0.35 to 1.05 grams 


of sulphuric acid and from 0.30 to 3.0 grams per liter of 


hydrofluosilicic acid to the article to be plated as cathode. 
1,815,205. Plumbing System. Edward Kennedy, New 
York, N. Y. 
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RiBkeIb 
VISES 


1TO-MAR Jaws on 
RIPAID Yoke Vises... 
Pipe rests and pipe benders 
on all RIPBID Vises... 
Strength enough to stand 
many years of hard work 
and abuse. It’s at your 
Jobber. See it! Made also 
in stand, Post chain and 
yoke type, all sizes. 


THE RIDGE TOOL CO. 
Elyria Ohio 


ong HANNE | 


\s 
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Bell and Spigot Pipe and Fittings from 4’ to 48.” 
Cast Iron Flanged Pipe from 3” to 84’. 

Cast Iron Flanged Fittings from 1” to 84’, 
Cast Iron Flanges from 1’ to 84’, 


Lynehburg Foundry Co. 


General Office, Lynchburg, Va. 


Peoples Gas 50 Church St. 
Bldg. New York, N. Y. 


Chicago, Ill. | 


~ 
| 











i Garage 
—_ Attached 


kers 


Sensible on 
Rates — 


The Brea 


— ON THE OCEAN FRONT — 
Atlantic City Ne Je 


Modern in construction, luxurious in appointments and 
convenient to all piers and amusements. 




















_ © 
You wouldn’t think of miss- 
ing your daily paper « « « 
yet it does not begin to help you as your business 
paper does . so why not spend a minute to 


send in your subscription. You will soon realize 
the tremendous help you have been doing without. 
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CAST IRON 


Screwed Drainage 


Flanged Sprinkler 


MALLEABLE 
Standard Extra Heavy 
9 = Hydraulic Oil Country 

4 Railroad 300 lb, Fire Line 
ELECTRIC 
CAST STEEL 
Screwed Flanged 


STOCKHAM 
RETURN BEND 
for Cracking Stills 


















& V7 STOCKHAM 
FITTINGS 








—for straight lines and strength 











In COLUMBUS it's 


THE NEIL HOUSE 


“Across from the Capitol" 


TOM A SABREY, Manager 


in | | 
ha His 
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1,815,476. Drinking Fountain. Robert Leffel, Louis- 

















ville, Ky., assignor to Standard Sanitary Manufacturing 
Company, a Corporation of New Jersey. 

1,813,709. Flush Valve. Abram N. Pasman, Water- 
bury, Conn., assignor to Scovill Manufacturing Company, 
Waterbury, Conn., a Corporation of Connecticut. 





















1,816,458 








1,816,458. Lever Action Waste. Roy H. Zinkil and 
Oito C. Osterhage, Chicago, Ill., assignors to Crane Co., 
Chicago, Ill., a Corporation of Illinois. 

1,816,362. Closet Bowl. Alva W. Dallas, Trenton, N. J. 

1,814,512. Thermostatic Control for Shower Heads. 
Robert Hetherington, Sharon Hill, Pa. 

1,816,177. Water Heater. Frederick G. Corbus, Phila- 
delphia, Pa., assignor to David M. Newbold, Philadel- 
phia, Pa. 

1,814,352. 


Lavatory. Earl G. Watrous, Chicago, Il. 






















1,815.356 





- — i. 
«* e 
j 1,816,177 
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1,815,356. 
Lansing, Mich. 
1,814,741. 








Thermostatic Valve. J. T. Huntington, 


Heat Generating Compound. John R. Du- 


_lany, Pittsburgh, Pa., assignor to The Chamberlain Com- 





a Corporation of Pennsylvania. 


e 
Los Angeles, Calif.——-Marvin A. Hagey has engaged in 


pany, Pittsburgh, Pa., 


| the plumbing and heating business at 1819 South Main 


street. 


Detroit, Mich.—The Maurice Garelik Co., 4715 John R. 
street, has been incorporated to engage in the plumbing 


and heating business. 


San Francisco, Calif.— William Watters has engaged in 
the plumbing and heating business at 528 28th avenue, 
having moved to that address from 1511 Clement street. 


San Francisco, Calif.—Julius B. Schultz has moved his 


| plumbing and heating business from 1980 to 1806 Sutter 


_ south to 608 on the same avenue. 


street. 


Minneapolis, Minn.—-Huston & Company, plumbing and 
heating contractors, have moved from 612 Third avenue 
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S eents for 
each word in- 
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Situations Open 





SALESMEN WHO HAVE HAD EXPE- 

rience in the plumbing field are given 
preference by Quality Products, Incor- 
porated, of Dayton, Ohio, who are rap- 
idly building a sales organization on 
PURITAN electric refrigerators, brass 
goods, toilet seats, specialties, water 


systems, water softeners, radio, wash- . 


ing machine, vacuum cleaner and al- 
lied lines of THE QUALITY GROUP 
OF PRODUCTS. Write Quality Prod- 
ucts, Incorporated, Dayton, Ohio. 





WONDERFUL MONEY-MAKING EX- 
clusive or side line proposition for 
salesmen calling on plumbing dealers. 
Write us today. Address Koil-Les 
Heater Company, Geneva, Illinois. 





REPRESENTATIVES WANTED IN 

leading cities to handle highest grade 
line of radiator shields and radiator cab- 
inets. Our representatives earn $500.00 
to $1,000.00 per month the year around, 
above expenses. Full selling plan fur- 
nished. Address Key 256, “Domestic En- 
gineering,” 1900 Prairie Ave., Chicago. 


Situations Wanted 





YOUNG MAN —THIRTY-FIVE, MAR- 
ried, desires position as bookkeeper 
and office manager. Sixteen years’ ex- 
perience in large retail plumbing and 
heating establishment. Address Key 
656, “Domestic Engineering,” 1900 
Prairie Avenue, Chicago, Illinois. 


Lines to Handle 


HEATING AND PLUMBING 
SUPPLY SALESMEN : 


We are distributors of a nationally 
used pressure type oil burner. On 
the market ten years, 125,000 in use. 
We are using heating and plumbing 
supply salesmen to make contact 
with their trade on any exclusive 
basis. Not necessary to give any ad- 
ditional time or effort to this propo- 
sition and compensation substantial. 
If you can use an additional $50.00 
or $75.00 weekly, get in touch with 
us at once. We only want men in the 
states of New York and New Jersey. 
Replies in writing and will be con- 
sidered confidential. Dexter Engi- 
neering Co., 20 East 41st St., New 
York City. 








REPRESENTATIVE WANTED — 

Large seat manufacturer is desirous 
of securing experienced representation 
to handle well established line toilet 
seats on Pacific Coast. Address Key 
660, ‘Domestic Engineering,” 1900 
Prairie Avenue, Chicago. 








Lines Wanted 


MANUFACTURERS’ REPRESENTA- 

tive calling on jobbers in Missouri, 
Kansas, Nebraska, Iowa, Oklahoma, 
Colorado and East St. Louis, Illinois, 
seeks connections with manufacturers 
of radiator valves, gas water heaters 
tank trimmings, pipe nipples an 
unions. Address Key 657, “Domestic 
Engineering,” 1900 Prairie Avenue, 
Chicago. 








MANUFACTURERS’ AGENT 
Covering western New York 
wishes new accounts in the 
heating line. Address Key 661, 
“(Domestic Engineering,”’ 1900 
Prairie Avenue, Chicago, 


‘For Sale 








FOR SALE 

Wholesale and Retail Plumbing 
Business, established 25 years. Did 
over $240,000 worth of business in 
1930. Stock estimated $100,000. 
Located in central Oklahoma. Own- 
ers in ill health. Address Key 659, 
“Domestic Engineering,” 1900 Prai- 
rie Avenue, Chicago. 





FOR SALE: PLUMBING AND TIN 

shop and hardware store. Invoice 
price, approximately four thousand 
dollars and seven thousand dollars, re- 
spectively. Rent reasonable! Oppor- 
tunity splendid! Chance of a lifetime! 
Address Joseph Netzer, P. O. Box 975, 
Laredo, Texas. 


Miscellaneous 





PLUMBERS’ BIN LABELS 


wine 
RED. ELLS | 


Send for samples and prices of card holders, 
bin labels and stop valve tags, and free book- 
lets: ‘‘How to Lay Out the Plumbing Shop”’ 
and ‘“‘How to Train the Sperentes Boys.’”’ 
Haddon Bin Label Co., Haddon Heights, re ° 











Use this page 
to get 
what you want 





If you are looking for 
competent employes; or if 
you contemplate a change in 
position, have a patent for 
sale; wish to purchase or 
sell a plumbing and heat- 
ing business; second-hand 
machinery or tools; form a 
co-partnership, etc., your ad- 
vertisement on this page will 
put you in teuch with the 
people you desire to reach. 


The cost of insertion is 
only eight cents a word and 
may mean many dollars to 
you. 























Books for Your Trade Library 








HEATING RESIDENCES AND SMALL 

BUILDINGS. By Alfred G. King. 
Gives a thorough description, with 
plans and illustrations, of the heating 
systems used in small buildings, such 
as cottages, bungalows, two-story resi- 
dences and garages, It takes a typical 
two-story residence, and explains, step 
by step, how to heat it by steam, hot 
water, vapor and vacuum heat, All 
details of the system are thoroughly 
described and illustrated. The layouts 
are simple, but complete so that any 
steamfitter can use them as guides. 
It also shows how to heat garages in 
different ways. Contents: Heating a 
Cottage by Steam, Proper Main and 
Pipe Connections, Heating a Cottage 
by Hot Water, Heating a Residones by 
Hot Water, Heating a Residence by a 
Vapor System, Details About Vapor 
Heating, Heating a Residence by an 
Air-Line System, Chimneys, Heating a 
Medium Sized Garage, Heating a Pri- 
vate Garage, Heating and Ventilating 
Small Garages. Has 142 pages, 5%x8'*, 
and bound in cloth. Price postpaid 
$1.00. 


MERCHANDISING THE PLUMBING 

BUSINESS. By Karl William Zoel- 
ler. This book is a treatise on mer- 
chandising as applied to the plumbing 
and heating business. It is presented 
in 26 short, easy-to-read chapters. It 
contains many valuable suggestions on 
window displays, show rooms, adver- 
tising, etc., which are applicable to 
either a large or small business. Has 
107 pages, 4%x6%, bound in cloth. 
Price postpaid $1.50. 


OVERHEAD EXPENSE AND PER- 

CENTAGE METHODS. By Henry F. 
Baillet. A practical book on the cost 
of doing business, explaining how to 
find it and what to do with it when 
found in order to make sure that each 
business transaction yields a _ profit. 
It is written in plumber’s English and 
is very easy to understand. Contents: 
Overhead Expense, Percentage Meth- 
ods, Questions and Answers on Over- 
head Expense and Related Subjects, 
Proportioning Overhead Expense, Com- 
parative Statements of ten different 
firms, Comparison of Statements of one 
firm for several years, Value of Annual 
Synopsis of Business. 128 pages 44x77, 
bound in cloth. Price postpaid $1.50. 


QUESTIONS AND ANSWERS ON THE 

PRACTICE AND THEORY OF 
STEAM AND HOT WATER HEATING 
By R. M. Starbuck. More than 500 
questions covering practically every 
angle of steam and hot water heating 
are answered in this book. It contains 
several drawings showing heating lay- 
outs, main and branch connections, ra- 
diator connections, ete. Many practical 
charts and tables are given. Has 151 
pages, 6x9, bound in cloth. Price post- 
paid $2.00. 


500 PLAIN ANSWERS TO DIRECT 
QUESTIONS ON STEAM, HOT 
WATER, VAPOR AND VACUUM 
HEATING. By Alfred G. King. Covers 
the science and general practice of 
heating including modern systems of 
modified heating explained in a series 
of plain questions and answers with 
tables, rules and general information. 
It makes a splendid text-book for the 
apprentice and an ideal reference book 
for master fitters. Has 253 pages, 6x9, 
bound in cloth. Price postpaid $2.50. 





Domestic Engineering 
Books Sent Parcel Post Prepaid 
1900 Prairie Avenue, Chicago 
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ready... 


a Sensation! 


Plumbers are selling our New, Deep Well 
Cid Pumps as fast as we make them 


Pumps have been offered at this 
price before... but never a pump of such quality. 
Note these features. You know what they mean. 
I... Double reduction gears. This allows very 

compact construction without lightening 
the parts. The parts are, in fact, extra 
strong and heavy. Yet the pump is only 
12”x 24”x 30”, overall. 
2... Plunger rod has natural straight line motion 
without binding on stuffing box packing. 
3..--All bearing surfaces furnished with con- 
tinuous lubrication supplied by positive 
action oil circulator. 
4...All gears mounted on through shafts with 
babbitted bearings, and run in bath of oil. 
eee Pump fully enclosed, but has easily re- 
movable top. 
G... Unit is standard equipped with differential 
plunger, and large air chamber. 
Consider these features, and then realize that 
prices range from $50 for a pumping head with 
tight and loose pulleys for belt drive up to $157 
for a complete motor driven tank outfit. These 
low prices are made possible only by the com- 
pact construction, which enables us to save a lot 
of unnecessary metal... metal which takes up 
space but does not add in any way to the quality 
of the pump. 

Remember, too, that the Deep Well Cid is made 
by the world’s largest pump specialists, and the 
Goulds line of water systems is the most complete 
in America today. Ask your regular distributor 
about this pump and also write us for complete 


details. Goulds Pumps Inc., Seneca Falls, N. Y. 


GOULDS PUMPS 





DEEP WELL 


CiD PUM P 


No. 1724, 6” stroke $ 
Bdet petee 2. 1 te et 157 
complete, with 42 gallon tank, differ- 


ential plunger and large air chamber. 


Liberal trade discounts. 
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We have had to renew 
one washer! 
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ta E oT / é / lel 
1 Pm os (Pe oe hardwood 
bh ———— But the VYQGEEL Number 


Ten on Endurance Test 
flushed 338,341 times, 
equal to 130 years of use, 
before replacement of 
any kind was made. The 
test started July 16, 1929. 


Vogel Number Ten-A seat-action closet com- 
bination with tank concealed. Number Ten 
has exposed tank. 


N this efficiency and endurance you find the reason 





why School Boards and Superintendents of plants 
and factories are turning to YQGEL Number Ten 


and Ten-A Closets. They stand use and abuse without 


showing it. 

















JOSEPH A. VOGEL COMPANY Literature imprinted with 
Wilmington, Delaware your name and address will 
Psi | 
t. Louis, Missouri be sent promptly upon request. 
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